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cord Sales 
Imports Fail 


To Soften Prices 


But Share of Market 
Is Cut as U. S. Cars 
Continue to Rise 


By Robert M. Lienert 
; Associate Editor 
MPORTED cars set still another 
record in May by soaring to 53,- 
registrations, just-released reg- 
figures show. 
Although it was the second 
month in a row that imports had 
50,000 units, it was also 
@ second consecutive month 
that they had to be content with 
g declining share of the overall 
U.S. market. 
Shallower penetration came about 
tause of a proportionately great- 
gales increase for domestic autos 
this period. 
* 


#E imports’ gain in volume is 
being achieved at virtually no 
ce in profit. Field reports to 
motive News from dealers 
ling imports show the average 
nt running at less than $50. 
‘While the individual dealer 
May chop several hundred dollars 
@f the price of the occasional 
hard-to-move model, such cases 
are largely ena for by 
number of dealers in 
 atmadl import lines who re- 
Sine discount “absolutely 
” 
q while, dealer stocks of im- 
are growing slowly, a situa- 
/ that most retailers welcome. 
fu. s. ports of entry are landing 
inc ing numbers of imported 
peach month and many dealers, 
for the first time they can recall, 
¥e wiped out their waiting list. 


§ Sven some Volkswagen dealers, 
— quote a wait of five to six 

a ths to prospects, can frequently 

§fad a way to deliver a car much 

(Continued on Page 4, Col. 1) 
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The Sales Record 
For Imports 


Past 13 Months 


Pet. Gain 
in Pene- 





tration 
Pet.of Over Pre- 











Units Industry vious Month 
May, ’58 32,040 7.57 4.13 
Sense 31,278 7.62 66 
ee 33,512 8.27 8.53 
co 35,201 9.38 13.42 
37,133 11.57 23.35 
Sasi 11.96 3.37 
= 35,794 10.56 —I1L71 
SS 37,683 7.29 —30.97 
"69 35,806 8.54 17.15 
ER 40,132 9.47 16.89 
.. 48,926 9.85 4.01 
Bs 53,359 9.30 —5.58 
Ries 53,963 9.27 —f).32 
Past 13 Years 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Units Industry vious Year 
es 894 .03 
Basses 16,133 46 1433.33 
12,251 25 —16.67 
BS 16,336 26 4.00 
sake 20,828 41 57.69 
Sa 29,299 - -70 710.73 
Bi 28,961 50 —28.57 


P $2,403 59 18.00 
We 58,465 82 38.98 
Se 98,187 1.65 161.22 
& 206,827 3.46 109.70 
ee 377,548 8.12. 134.68 

232,232 9.30 14.53 


Published Weekly at 965 E. Jefferson. 
Copyright, 





-| checked for 10 points affecting safe 


The Newspaper of the Industry 


1959, Slocum Pub, Co. 


How They Fared Financially . 


DETROIT, 


Auto Makers’ Sales, Profits 


First Half, 1959 vs. 1958 


Dollar Sales 
In Millions 

1959 1958 

$ 239.9 
1,075.1 
1,987.3 
5,121.0 


70.7 


1,531.4 
2,954.3 
6,512.0 


$8,494.0 


$ 131.2 
537.9 
891.5 

2,400.0 
34.9 


$3,995.5 


1959 
$285 $ 9.6 


297.0 
4.4 


$511.4 


Profit— (Loss) 


Unit Sales 
1958 


92,812 
374,222 
710,471 

1,416,319 

25,744 


In Millions 
1958 


(25.2) 
16.1 


2,619.568 


116,545 
276,059 
576,918 
925,437 

39,558 


1,934,517 


51,629 
188,334 
310,052 
635,378 

12,378 


$125.5 1,197,771 





Frisco, San Diego County 
Tops in Safety-Check 


ASHINGTON.\The city of 

San Francisco and San Diego 
County, Calif. have been named 
1959 grand award winners for con- 
ducting the most outstanding city 
and county vehicle safety-check 
programs in the nation. 

A national board of judges 
made the selections to climax the 
1959 National Vehicle Safety- 
Check, sponsored annually by the 
Inter-Industry Highway Safety 
Committee and Look Magazine, 
in cooperation with the Associa- 
tion of State and Provincial 
Safety Coordinators. 

The Honor Driver Council of Ot- 
tawa County, O., won this year’s 
“Circle of Safety” grand award for 
conducting the most outstanding 
teenage sponsored safety-check. 
The Teenage Safety Council in 
Greeley, Colo., received the “Circle 
of Safety” grand award for out- 
standing assistance to a community 





-|safety-check. This was the second 


win in as many years for the Gree- 
ley teenagers. 


* * * 


ATIONAL awards of excellence 

for top city safety-check pro- 
grams by population groups went 
to: Portland, Ore.; South Bend; 
Great Falls, Mont., and Greenville, 
S. C, (tie); Painesville, O., and 
Thermopolis, Wyo. Painesville and 
Greenville: won the same awards 
last year. 

Counties winning national awards 
of excellence by population groups 
were: King County, Wash.; Trum- 
bull County, O.; Huntington 
County, Ind.; Wright County, Ia., 
for the third straight year, and 
Knox County, Mo. Huntington 
County has won a national award 
for the last three years. This marks 
the fourth consecutive national 
award for Trumbull County. 


An additional 50 cities, 11 coun- 
ties and 30 teenage groups were 
selected for awards within par- 
ticipating states. 

The board of judges also com- 
mended the State of Indiana, Sag- 
inaw Valley, Mich., and London, 
Ont., for submitting program en- 
tries for safety-checks in their 
areas, but for which there were 
no award categories. 

* * ” 


WARD winners were chosen. on 
the basis of effective commu- 
nity effort in encouraging motor- 
ists to have their vehicles safety- 





















driving condition. The judges con- 
sidered the quality of the safety- 
check program as shown in scrap- 







book entries submitted by the 
communities, as well as the total 
number of vehicles checked and re- 
checked in relation to the area’s 
potential. 


The sixth annual safety-check 
was conducted in most localities 
during May and June in the 34 
states which do not require of- 
ficial motor vehicle inspection. 
The voluntary program is de- 
signed to encourage community 
support of good driving habits 
and efforts to insure that vehicles 
are maintained in safe driving 
condition. 


The 10 points checked affecting 


safe driving condition are brakes, 
headlights, tail lights, steering, 
tires, exhaust, glass, windshield 
wipers, 


mirrors and horn. 





Top Cars 


New-car registrations for five 
months, plus 31 states for June: 


1959 1958 
Pos. Make Pos. 
1— 670,333 Chev. 590,501— 1 
2— 650,487 Ford 450,882— 2 
3— 178,537 Pontiac 111,431— 6 
4— 173,795 Olds. 152,316— 4 
5— 172,026 Plym. 182,219— 3 
6— 155,140 Rambler 69,090— 7 
J— 122,209 Buick 130,030— 5 
8— 69,102 Mercury 63,933— 8 
9— 68,887 Cadillac 61,822—10 
10— 63,738 Dodge 62,484— 9 
ll— 61,128 Stude. 18,866—14 
12— 28,423 Chrysler 29,306—11 
13— 21,938 Edsel 20,125—13 
14— 20,539 DeSoto 24,293—12 
15— 13,851 Lincoln 14,350—15 
16— 8,223 Imperial 7,;753—16 
256,662 Misc. 142,892 
Total All Makes 
2,735,018 2,132,783 


Further details on Page 48. 
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Dealer Forum returns, discusses selling “systems,” 
Oklahoma study geared to raise truck profits, 


Sales Testing Lincoln, Page 19; Imperial, Page 54. 
Keep up with news in the parts and accessory field, 


NASCAR considers race for new compact cars, 
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More Plants Close 
For Change to ’60s; 
Ford, Chevy Zoom 


By Martin L, Whitmyer 
Staff Writer 

HANGEOVER operations will 

get into full swing this week as 
four more car manufacturers and 
the seven Buick-Oldsmobile-Pontiac 
“field assembly” plants build out 
1959 models. 

Scheduled to complete ’59 model 
assembly operations this week are 
Plymouth at Evansville, Ind.; 
Buick at Flint; Cadillac in De- 
troit, and probably Rambler in 
Kenoshs. Rambler, however, may 
continue assembly operations 28 
few days next week. 

Plants that went down last week 
were Plymouth in Detroit and 
Newark, Del.; Dodge in Newark, 
and the Chr rysler Corp. plant on the 
West Coast. Stopping the lines at 
the Los Angeles plant closed out 
production on Plymouth, Dodge, 
DeSoto and Chrysler. 

Imperial has been down for four 
weeks and Studebaker closed out 
its ’59-model production two weeks 
ago. 

Joining the changeover next 
week will be Pontiac and Oldsmo- 
bile at their “home” plants and 
Ford Motor and Chevrolet at 
certain plants. Chevrolet closed out 
truck production at all 10 of its 


plants last week. 
* K * 


ESPITE the fact that Stude- 

baker and Imperial were out 
of operation and Chrysler, DeSoto 
and Dodge offered only token out- 
put, car assemblies in the U, S. last 
week totalled 122,672 units, or only 
774 units under the previous week’s 
123,446 assemblies. 

Accounting for nearly 60 per- 
cent of total industry assemblies 
were Chevrolet and Ford division, 
which turned out a combined 
total of 72,490 cars. 

Chevrolet, with its Los Angeles 
plant down Friday for adjustment 
of inventories and all other plants 
working five days, turned out 37,000 
cars, and Ford, with its Twin 
Cities, Atlanta, Chester (Pa.), Chi- 
cago and Dearborn plants working 
six days, rolled an estimated 35,490 
cars from the lines. The division’s 
Thunderbird output last week 
totalled an estimated 1,670 units. 
The previous week Ford division 
turned out 31,167 units, of which 
1,929 were Thunderbirds. Chevro- 
let’s output during the week ended 
July 25 totalled 39,510 units. 

*” x of 


v= heavy upsurge in Ford out- 
put, plus continued high output 
at Chevrolet, helped the industry 
turn out an estimated 558,075 cars 
during July, surpassing June’s 558,- 
015 assemblies. 

Also contributing heavily to 
last week’s assembly operations 
was Plymouth, which turned out 
11,000 cars in its final “all plant” 































schedule of ’59 models, The pre- 
vious week the division turned 
out 11,274 cars. 

Assembly operations elsewhere 
were on par with the previous 
week as only Ford division worked 
the full six days. 

A breakdown of individual mak- 
ers for last week follows: 

Rambler, working only five days, 
as compared with six a week ear- 
lier, was down from 9,668 to 9,000 
assemblies; Chrysler dipped from 
156 to 150; DeSoto was off from 68 
to 50; Dodge declined from 1,150 
to 1,100; Lincoln fell from 457 to 
400; Cadillac was off from 3,376 to 
3,360, and Oldsmobile skidded from 
8,807 to 8,358 units. 

Showing output hikes over the 
previous week were Mercury, up 
from 2,332 to 3,150 assemblies; 
Buick, up from 3,778 to 3,789, and 
Pontiac, from 9,316 to 9,400 units. 

Remaining on par with the pre- 
vious week was Edsel, off only four 
units from the 429 assemblies dur- 
ing the week ended July 25. 

Oo ok J 


OMMERCIAL-CAR assemblies 


fell from 25,175 units the pre- 
(Continued on Page 57, Col, 3) 


GM Profit Tops 
Billion-a-Year 
Rate in First Half 


(eA MOTORS reported its 
profit in the first half amounted 
to $590 million, above the billion- 
dollar-a-year rate but below the 
$661 million earned in the first half 
of 1955, the last year the company 
had a billion-dollar profit. 

The first-half profit handily ex- 
ceeded the $334 million earned in 
the like period of last year. 

GM had a profit of $297 million 
in the second quarter of this year. 
This compares with earnings of 
$293 million in the first quarter of 
this year and $149 million in the 
second quarter of 1958. The profit 
for the second quarter of 1955 was 
$352 million. 

The GM report rounded out the 
first-half reports of the five auto 
producers. All showed a profit for 
both the first half and second quar- 
ter. In contrast, the second quarter 
of 1958 saw three of the five oper- 
ating in the red. 

* 


ET sales ae Ginseai Motors 

were just a shade under the 
record first half of 1955. Sales in 
the 1959 first half totalled $6,512 
million, compared with $6,513 mil- 
lion in the comparable period of 
1955. First-half sales last year were 
$5,121 million. 

Sales in the second quarter 
amounted to $3,306 million, com- 
Pared to $2,400 million in the like 
period of last year, First-quarter 
sales this year were $3,206 million. 
In the second quarter of 1955, 
the sales total was $3,412 million. 
Unit sales of U. S. cars and 

trucks to dealers in the first 
half amounted to 1,840,142, com- 
pared with 1,416,319 in the like pe- 
riod of last year. Unit sales of 


U. S..and foreign factories totalled. 
2,309,711 in the first half, up from 
the 1,836,890 for the comparable pe- 
riod a year ago. 

~ 


Ss 


year and 635,378 
unit sales in the 


” + 
ECOND-QUARTER 
U. S. factories were 
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Calis HR 8342 a Menace... 


AUTOMOTIVE NEWS, AUGUST 3, 1959 


NADA Alerts Dealers on Labor Bill 


By William Ullman 
Washington Bureau Chief 

WASHINGTON.—Alarmed at the 

menace the bill appears to hold for 
auto dealers as well as every other 
type of business, NADA late last 
week alerted all its members to 
contact their representatives in 
Congress and urge the defeat of 
HR 8342, the labor legislation just 
reported out by the House Educa- 
tion and Labor Committee. 

HR 8342 is a watered-down ver- 
sion of Senate-passed S 1555. The 
measure was termed a sell-out to 
union officials of the Hoffa type. 
This was made evident, it was 
stated, from the fact that the 
committee revised the bill to meet 
16 out of the 18 teamster criti- 
cisms of S 1555. 


NADA members are asked to 
work for the passage of HR 8400, 
the Landrum-Griffin bill. 


The call was sent out over the 
signature of Thomas F.. Abbott jr., 
chairman of NADA’s National Af- 
fairs Committee, with a detailed ex- 
planation of why HR 8400 is prefer- 
able to HR 8342. 

HR 8342, the call set forth, fails 


Mich. Tax Yield 
On Vehicles Rises 
50 Percent in ’59 


LANSING.—Sales taxes on new 
vehicles in Michigan in the first 
half of the year totalled $24,873,802, 
an increase of $8,015,196 over the 
like period a year earlier, according 
to State Secretary James M. Hare. 

The number of taxable trans- 
actions in the comparable periods 
rose from 372,696 to 485,505, he 
added. Tax collections at this time 
are running 50 percent ahead of 
those for a year ago, Hare said. 

The average sales tax on new 
vehicles last year was $45.23, Hare 
continued, compared with $51.23 
this year. 

The higher average this year can 
be attributed to higher prices of 
cars and equipment, plus the possi- 
bility of smaller discounts by deal- 
ers, one observer said. 

The sales tax in Michigan is 
based on the total selling price of 
the car and equipment, with no 
credit allowed for a tradein allow- 





ance, 


Detroit Harvester 
Changes Its Name 


DETROIT.—Detroit Harvester 
Co., a multi-line manufacturer of 
automotive, industrial, agricultural 
and consumer products, is changing 
its name to Dura Corp. 

The name-change, announced by 
J. Thomas Smith, president, was 
voted by the board and was imme- 
diately ratified by an adjourned 
meeting of the company’s stock- 
holders. 

In 1936, Detroit Harvester made 
the first step toward broadening its 
original output of agricultural im- 
plements by acquiring Dura Co., 
Toledo, a manufacturer of automo- 
tive parts and equipment. In subse- 
quent years, the company expanded, 
through further acquisitions plus 
new-product development, into 
widely diversified fields of manu- 
facturing. 


$100 Reward 


A man, calling himself Max 
Williams of National Publishers 
Service, has been unlawfully so- 
liciting new and renewal sub- 
scriptions to Automotive News in 
California, Nebraska and other 
states. 

Since Automotive News has no 
authorized subscription agents in 
the field, subscription payments 
should be sent direct to our De- 
troit offices only. 

If any person, representing 
himself as an Automotive News 
subscription salesman, asks you 
for money, please contact your 
local law enforcement officials 
immediately and ask them to 
. notify us. A $100 reward will be 

ae, il by Automotive News for the 
‘amd conviction of the spur- 











to stop secondary boycotts and or- 
ganizational picketing. It, the letter 
states, removes penalties from the 
Bill of Rights to guarantee control 
by corrupt professional unionists. 


It exempts 70 percent of the na- 
tion’s unions from the obligation of 
filing reports, and denies any state 
authority in labor disputes by cen- 
tralizing everything in Washington. 

The Abbott communication ex- 


Big GM Display 
Draws Crowds at 


Oregon Centennial 


PORTLAND, Ore. — The largest 
and most colorful array of Gen- 
eral Motors automotive products, 
both present and future, ever to 
appear in the Pacific Northwest is 
one of the major attractions at the 
Oregon Centennial Exposition. 


In all, 34 exhibits plus 22 produc- 
tion cars and trucks are displayed 
by GM in the main exposition 
building throughout the 100-day 
event. Most of the exhibits were 
attractions in the GM Motorama of 
1959 which appeared in New York 
and Boston. 

The exhibits range from GM’s 
latest version of its gas turbine 
cars to a simple device to test a 
driver’s reaction in various traffic 
situations. 

GM President John F. Gordon, 
commenting on the company’s par- 
ticipation, stated that “General Mo- 
tors is pleased to be a part of the 
centennial of the birth of the Ore- 
gon country. The festival is a 
fitting dedication to the state’s 
colorful past and provides an op- 
portunity for millions to preview 
some of the things to come.” 

Exhibits from 10 GM divisions, 
plus the company’s research, engi- 
neering and styling staffs cover 
more than 20,000 square feet. 


Top Quality or Else... 


Ford Warns Suppliers 


DEARBORN.—A four-day series 
of meetings was held here last 
week for approximately 1,000 Ford 
Motor Co. production parts sup- 
pliers. 


Discussing quality with the 
suppliers, Earl G. Ward, purchas- 
ing vice-president, said, “We are 
concerned not with just matching 
competitive quality—we intend to 
have the best product quality in 
the industry.” 

The new quality demands, he 
said, will apply not only to outside 
suppliers but to supplying company 
divisions as well, and “will be ap- 
plied universally and strictly.” 


After reviewing the steps that 
Ford itself takes to insure quality, 
Ward told the group what Ford 
expects of its suppliers. 


“As a customer,” he said, “Ford 
demands many services from sup- 
pliers. We draw on your engineer- 
ing and technical talent to improve 
our products. We expect you to 
ship quantities of parts to sched- 
ule. We expect your prices to be 
fully competitive.” 


Although these services are im- 
portant, the Ford executive said, 
they all must be “subordinated to 
quality.” . 

“I want to emphasize,” he said, 
“that parts are released by engi- 
neering only after they have been 
proven in vehicles and laboratories 
after exhaustive test programs. 


“To guarantee these same suc- 
cessful results in our day-to-day 
production, all component parts 
and assemblies must fully meet 
their respective engineering speci- 
fications. To violate this principle 
is to invite disaster.” 

In the future, Ward said, Ford 
will insist that each supplier step 
up to his responsibility and dili- 
gently enforce a policy of shipping 
only parts that meet specifications 
fully. 

“To have processes get out of 
control is one thing,” he said. 
“We can understand this; and if 
you cannot work your way out 








plains, quoting Rep. Landrum, 
that “a blackmail organizational 
picket line is one wherein a union 
places a picket or pickets in front 
of a business establishment to 
force the employes of the estab- 
lishment to join the union.” 

Landrum gave this instance: “An 
auto dealer in Galesburg, Mo., 
underwent this ordeal 
years, during which time his show- 
room was shot up, and new cars 
received paint jobs of acid paint 
removal.” 

“In this particular case,” said 
Landrum, “the organizer told the 
employer bluntly: ‘We realize that 
we cannot organize your employes, 
therefore you will have to organize 
them for us, or we'll break you.’” 

Sponsors of HR 8400 are Rep. 
Phil Landrum, Georgia Democrat, 
and Rep. Robert Griffin, Michigan 
Republican, 

It is expected that the House 
debate on HR 8400 and HR 8342 
will begin about Aug. 5, The voting 
probably will occur a couple weeks 
later. 

Abbott told NADA members that 
will give them time to wire or write 
their congressional representatives, 
adding this cautionary note: 

“Your word must reach members 
of Congress before they are called 
upon to vote. Once the vote has 
been taken the die has been cast 
and you cannot uncast it. Act 
today!” 


Toledo Dealers Schedule 


Auto Show for Jan. 9-16 


TOLEDO.—The Toledo Automo- 
bile Dealers Assn. has scheduled its 
1960 auto show for Jan. 9-16 at the 
city’s sports arena and exhibition 
hall, 

Richard Flannery, president of 
Bob Reese Motor Co. (Ford), is 
show chairman. 





of a problem the technical skills 
of Ford Motor Co. are available 
to you. But to allow bad parts to 
be shipped is something we can- 
not understand and which we ex- 
— to treat as an unpardonable 
sin. 


Ford will not permit its quality 
control departments to be used by 
suppliers as substitutes for their 
own inspection, he emphasized. 

Ward pointed out that he knew 
Ford’s new program would place 
stringent demands on suppliers, but 
that “we have no other choice 


for three| 








Prewime 
aga 


Where Compacts Would Race— 


The proposed 250-mile International Compact Car Race would be run on 
3.8-mile sports-car course of the Daytona International Speedway. The cars 


run clockwise around the high banked trioval, 
the road course, designated by the heavy black lines. 
ee 


and make a right hand turn j 


* * 


NASCAR Eyes Compacts 
For Race at Daytona 


DAYTONA BEACH, Fla.—A 250-| have been conducted, using a flee of ra 
mile race for the new compact|of Pontiac station wagons whichf respe 


sedans to be built by American 


were driven at sustained high 


manufacturers and comparable| speeds under severe loads. 


sized European sedans is on the 
planning board for the 11th annual 
NASCAR International Safety and 


Other firms using the facility fo 
testing have been Firestone Tir 
& Rubber Co., Goodyear Tire & 


Performance Trials at Daytona| Rubber Co., the Pure Oil Co. 


Beach next February, according to 
Bill France, president of Daytona 
International Speedway. 


France and his associates are 
mulling over the possibility of such 
a race to be run on the 3.8-mile 
sports-car course of the speedway. 

Huge advertising campaigns have 
been slanted by the manufacturers 
and distributors to the exploitation 
of these compact vehicles. France 
said a stern test over a course that 
includes top-speed running on the 
high banks and tricky turns of the 
road course would enable automo- 
tive experts and the public to 
evaluate merits of the cars vying 
for popularity in the international 
sedan class. 

Norris Friel, NASCAR’s technical 
director, is compiling specifications 
for the proposed race, and his find- 
ings will be given careful study to 
determine the feasibility of such 
an event, France said. 

Cars under consideration include 
the new small cars to be introduced 
this fall by Chrysler, General Mo- 
tors and Ford, plus Rambler and 
Lark in the American field; and 
numerous European sedans offered 
on the American market. 

Meantime, France said that tech- 
nical information and product eval- 
uation by major corporations has 
kept the Speedway busy during the 





where the quality of our products 
is involved.” 










126.1 Percent of 


































* End of miners’ vacation. 


Business Barometer 


Automotive News Economic Index — 


109.8 Percent of Like Week Last Year 


Auto Production .............. ‘ 123,446 96.8 144.3 
Truck Production ...... caedanes 25,175 92.9 151.7 
Auto Registrations—Year to date. ‘ 2,735,018 ees 128.2 
Truck Registrations—Year to date. 418,988 tai 134.3 
Steel Production—tTons ......... 365,000 33.3 23.6 
Lumber Production—Board feet... 228,555,000 114.8 101.9 
Paperboard Production—tTons.... 312,860 113.9 106.1 
Soft Coal Output—tons Seaueeee 7,130,000 491.7* 94.6 
Oil Refinery Output—Borreis .... 49,281,000 102.7 103.8 
Electric Output—Kilowatt hours.... 13,577,000,000 101.2 110.2 
Barometer Freight Car Loadings 336,320 97.3 103.7 
Department Store Sales Index .. 118 93.7 107.3 
Stock Market Price Index....... 433.1 100.8 124.8 
U.S. Government Spending 

—Fiscal year to date ............ $6,346,586,000 ae 109.7 
Commercial and Industrial Loans $28,561 ,000,000 100.4 ae 
Savings Deposits ................ $30,887,000,000 99.9 102.5 
Used-Car Prices-—Average........ $1,031 100.3 110.5 
Business Failures ............... 245 101.2 92.8 
Common Common 
Stocks July 29 July 22 1959 Range Stocks July 29 July 22 1959 Range 
AMG....... 46% 47%, 49%4-25 eS 54%, 55 57% -39% 
Chrysler... 66%, 68% 725%-50% Mack...... 46% 47 49% -32Y, 
Ford....... 77% 77% 80%-50% Oe ec 12% 13 15%4- 9% 
Mi cekece> 57%, 555% 58%-45 White...... 57% 57% 60 -40% 


(Aug, 3, 1959) 


last three months. 
Extensive tire tests for DuPont 



















Last Week 


Percent of 
Percent of Like Week 
Last Week Last Year 














































U.S. to Continue 
GM Probe, Says 


Attorney General 


WASHINGTON.—The U. S. wil 
continue its antitrust investigation 
of GM despite the quashing by a 
Federal judge of a subpena for GM 
records, according to Attorney 
General William P. Rogers. 

He said there would be no appeal 
of the Federal judge’s ruling s 
long as the Government retains the 
right to issue a new subpena. 

Judge John X. McGohey, in 
throwing out the Justice Depart- 
ment subpena as too sweeping in 
its demands, called the Government 
request unreasonable and extrava- 
gant. 

Rogers indicated the Government 
now will draw up a subpena nar- 
rower in scope or a series of sub 
penas to get the company’s records. 


AMC’s Adamson 


Succeeds Kishline 


DETROIT.— John F. Adamsoi 
has been appointed chief engineef 
of American Motors Corp.’s Wis 
consin automotive operation 
Ralph H. Is 
brandt, directo 
of automotive en 
gineering and re 
search, announc- 
ed. 

Adamson suc 
ceeded Floyd 
Kishline, who re 
tired July 31 afte 
20 years of serv- 
ice with the com- 
pany. 

Adamson, for 
merly assistant chief engineét, 
joined Nash in 1947 as a designet. 
He was instrumental in designing 
American Motors’ V-8 engine which 
was introduced in 1956. Before joit- 
ing the company, he worked fot 
Ford Motor on engine design. 


Faurot Named Chief 
Of Styling at S-P 

SOUTH BEND. — Randall D. 
Faurot has been named director 
of styling for Studebaker-Pack- 
ard Corp., it was announced last 
week by Harold E. Churchill, 
president. 

Faurot, who succeeds Duncan 
McCrae, resigned, spent nine 
years with Studebaker and Ray- 
mond Lowey Associates before 
becoming director of styling for 
the Kelvinator Division of Amer 
ican Motors. He is a recipient 
the U. S. Industrial Design In 
stitute Award. 
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J. F. Adamson 
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Dealer Forum 





















HOUGHTLESSLY at times, we | 
speak of the ills of the indus- 
try and then someone reminds us 
that we are talking about our 
friends. This is obviously tender 
itory-. 

he old pro at the business of 
criticism says: “Don’t worry about 
the guys in the audience, They al- 
ways think you are talking about 
the next guy.” 

And so we are. At any rate, 
most dealers will concede that 
the public standing of dealers is 
Jow and with good reason. On the 
West Coast recently, this ques- 
tion came up: 

“What’s wrong with the auto 
pusiness these days?” 

Slim Barnard, veteran auto edi- 
tor of the Los Angeles Examiner 






by Robert M. Finlay 





offered this: 
“T'll tell you one trouble with the 
business. The grand old men who 
pioneered the auto business out 
here are dying off. These were men 
of rare courage. They earned the 
respect of the public, In some 
cases, sharpshooters are trying to 
fill their shoes.” 


Trend to T. O.? 


NOTHER West Coast auto man 

told us that most operations 
were moving toward turnover or 
team selling. 

Checked this with Ray Wilson, 
Los Angeles Chevrolet dealer and 
head of NADA’s membership com- 
mittee, at the ATAM meeting in 
Salt Lake City. It isn’t so, he said. 
Team selling is spreading among 
the new volume operations, and it 
always has had a hold on some of 
the volume operations. 

Defenders of team selling say 
it is a method of dealing with 
the “Be Backs” who have no in- 
tention of coming back. The “Be 
Backs” are on a fruitless shop- 
ping tour. They seek the “rock- 
bottom” price at each dealership, 
little realizing that salesmen are 
not about to cooperate in such a 
venture. 

Whether the dealer is of the wild 
or conservative school, he refuses 
to give his real bottom price to a 
shopper, since he knows that the 
shopper will be confused by the 
Prices he gets. 

“Never give a guy a price to 
shop with,” a volume dealer said. 
“If he insists, slip him a low ball 
and let him try to match that.” 
-_ conservative dealers will do 

is, 

“This bum over in the next coun- 
ty,” a veteran West Coast con- 
servative dealer said, “is swiping 
my customers. So when I get a guy 
who brings me a price from this 
bum, I slip him a price I hope the 
bum will match. If he does, he’ll be 
out of business soon.” 


* 


* * * 
Refining the System 
OB THOMPSON, veteran sales 
trainer, says it is more a mat- 
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ter of team selling becoming re- 
fined. The team play was started 
with a con-man twist. While one 
salesman was talking with a cus- 
tomer, another might try to steal 
his keys, con him out of his title, 
or lift a piece of equipment from 
his vehicle. Anything went as long 
as it kept the customer on the 
premises. 

Modern exponents of the team 
sales play realize that today’s 
customer and the Better Busi- 
ness Bureaus won’t stand for 
such nonsense. So deception has 
been replaced with diplomacy. 
As an example of a new dealer 

going the volume route with team 
selling, Capata Rambler at 1601 
Wilshire Blvd. in Santa Monica, 
Calif., has been in business a year 
and is selling 81 cars a month. 
There are four assistant salesman- 
agers on the staff and 12 salesmen. 

Al (Chip) Chiappini, general 
sales manager, explains the Capata 
play in brief: 

“All we want the salesman who 
makes the first contact to do is 

to qualify the customer to the 
extent that he will buy a car 
today, if he gets the right deal. 
Then we bring in the professional 
salesman to make sense out of 
the deal.” 

Julian Capata broke into say: 
“We don’t care how ridiculous 

the deal is to start with, so long as 
the prospect will commit himself to 
buy. It is the first man’s job to get 
a commitment; the second man’s 
job is to get a profit for the house.” 

“Is this the end of the line, 
then?” he was asked, “Just a two- 
man play?” 

Chiappini said that a double turn- 
over is used only if the pro and 
deal with money in it for the 
dealer. 

“And the next man is THE MAN. 
He is introduced as the owner or 
the sales manager, but whatever, 
he is the final word.” 

* od 


$100 a Face 


as then philosophized: 
“It’s funny, but there is nothing 
like a fresh face to put more money 
into a deal. I venture to say that 
every change of face is worth $100 
more to the house.” 

To those who worry about 
stacking the odds against a pros- 
pect, the Capata men talk with 
sweet reason: 

“Well, look,” Chiappini said, “the 
prospect comes to us wanting to 
get a car for nothing. We just work 


with him to get a reasonable deal.” 
* * x 


Come from Where? 


ORE thing we frequently forget 
in the auto business is that we 
make the shopper and give them 
silly ideas about deals through 
questionable advertising and pro- 
motion. 

A marked difference between 
dealers is the way they look at cus- 
tomers. Some look at every pros- 
pect that enters the showroom as a 
conniving thief who would, if he 
could, slip the car on the showroom 
floor under his coat and sneak 
away. 

Other dealers look on prospects 
as the salt of the earth, appreci- 
ating their problems and are 
eager to work with them, 

And, in the long run, people tend 
to reflect your approach toward 
them, Treat them as crooks and 
they connive. Treat them as hon- 
est, reasonable men—and’ so they 
will be. 


Alabama Dealers 
Appoint Streetman 


BIRMINGHAM, Ala.—Harold E. 
Streetman, Montgomery, has been 
named executive vice-president of 
the Automobile Dealers Assn, of 
Alabama to succeed Frank R. 
Broadway, resigned. 

Streetman was elevated from ex- 
ecutive assistant to his new posi- 
tion. He has been with the associa- 
tion eight years. 


= 








Used Cars Auctioned 
In Sidewalk Promotion 


ELKHART, Ind.—Members of 
the Elkhart New Car Dealers 
Assn. displayed new cars on a 
downtown street during a two- 
day Sidewalk Days promotion by 
downtown retailers. Eight used 
cars were sold at public auction 
each night. 


The promotional suggestion | 


was: “While mother and the 
youngsters shop for bargains on 
Main St. sidewalks, dad can bid 
for these good cars.” 
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EW YORK.—The next change 
in Universal CIT’s rate struc- 


ture for auto financing, when and 
if it comes, will be a reduction in 





dealers’ reserves, according to Ar- 
|thur O. Dietz, president of the par- 


.|ent CIT Financial Corp. 





Peoria (Ill.) Dealers Elect— 





Newly chosen officers of the 59-year-old Peoria (Ill.) Automotive Dealers Assn. are, 
the prospect come real close to a/| from left, Otto Cornelius (Rambler), vice-president; Earl Johnson jr. (Chevrolet), secre- 
tary-treasurer, and Jim Bower (Buick), president. 


Steel Struggle Dominates 





Business News for Week 


HE steel situation overshadowed 

all other news of business last 
week. Just about all other segments 
of the economy were marking time, 
waiting to see what will happen to 
steel. 

There were these developments 
in the steel situation: 

1. U. S, Steel said it would not 
raise the general level of steel 
prices in the “foreseeable future,” 
if the strike results in a “voluntary 
settlement” between labor and 
management. 

. x - 

HE terms “foreseeable future” 

and “voluntary settlement” were 
not clearly defined. Apparently the 
company feels that Government in- 
tervention in the strike would 
result in an involuntary settlement 
and is seeking to head off such 
intervention. 

2. The no-price-hike announce- 
ment was made as U. S. Steel re- 
ported its profits in the first half 
and second quarter set alltime 
records. 

Many other of the nation’s big 
corporations last week joined in 
reporting first half results which 
were well above those of the first 
half of last year. Record sales and 
profits were frequently mentioned. 

3. As the steel strike moved 
through its second week, the 
United Steelworkers and five 
major aluminum producers 
agreed to extend current con- 
tracts until 30 days after the 
steel settlement is reached. 

In other news of prices, the stock 
market continued to show advances 
and the cost of living went up. 

The Government put the June 
cost-of-living index at 124.5, com- 
pared to 124.0 in May. The boost 
was traced to seasonal food price 
increases, but an official said there 
was no indication that the cost of 
living was going tao soar in the 
months ahead. 

- a ~ 
GQ reports of business ac- 
tivity included F. W. Dodge 





Corp.’s announcement that con- 
struction contract awards in June 
totalled $3.7 billion, up from the 
$3.5 billion in May but off 4 percent 
from the June, 1958, figure. 

The National Machine Tool 
Builders Assn. reported that new 
orders for all types of machine 
tools in June totalled $67.3 mil- 
lion, compared with $48.7 million 
for May and $32.1 million for 
June of last year. 

Dun & Bradstreet said that the 
number of new business incorpora- 
tions in June reached 16,157, below 
the May total of 16,660 but well 
above the June, 1958, total of 11,991. 

The American Trucking Assns. 
said that truck freight loadings in 
the most recent week reported ran 
12.9 percent ahead of the compa- 
rable 1958 total. 

























per year... 





Wemhoft 


Bureau survey... 


cinnati’s steak fry Sept. 10... 
short vacation. ‘ 


General Drift Downward .. . 


Adjustments Reported 
In Dealer Reserves 





On the House. . 


Cost of selling a new vehicle has shown a con- 
tinual decline this year, according to an analysis 
of Chicago-area Ford dealer statements. The figure 
was $232 in January, dropped to $214 in February, 
was down to $209 in April and decreased further 
to $195 in May . 
ing obtained 34 new members for NADA in June, 
has raised its dues to $24 for dealers selling less 
than 49 vehicles, to $48 for those handling 50 to 
150, and to $60 for dealers selling in excess of 150 


How time flies dept.: Benson Ford was 40 years 
old the other day, Henry will be 42 Sept. 4, and 
Bill is 34 . . . Money bill now greatest in circulation is the $20 bill; 
20 years ago first place went to the $10 bill . . . Used-car complaints 
rank eighth, or one-fifth of the total, in New York Better Business 


Harlan Starr heads Utah’s highway safety committee . 
Harmon and Bob Marcum haye been named to fill vacancies on Ken- 
tucky association board .. . Big feeds coming up soon: Maryland 
dealers’ crab feast Aug. 19; Pittsburgh’s outing Aug. 31, and Cin- 





“The next upward adjustment 
by sales finance companies will 
be in narrowing the dealer re- 
serves,” Dietz said in an inter- 
view here. 

Dietz went on to say that a num- 
ber of factors are presently work- 
ing against any revision of charges 
or reserves. 

“Actually, the present high vol- 
ume of car sales and relatively low 
credit losses tend to work against 
any increase in finance charges,” 
he said. 

* * * 

POKESMEN for competing fi- 

nance companies either had no 
comment on possible reductions in 
dealer reserves or said that their 
companies were considering no 
such action. 

A CIT spokesman said later 
that his firm is not planning any 
across-the-board reduction in re- 
serves at this time, He noted that 
reserves are being adjusted daily 
on an individual basis and the 
general drift of these changes 
had been downward in the face 
of increased costs on borrowed 
money. 

In other comments, Dietz said he 
looks for sales of U. S. cars to 
total 5.5 million this year and 6 
million in 1960 with imports selling 
500,000 units in each year. 

He expects strong demand for 
the compact models that the Big 
Three will introduce in the fall. 
With lenders continuing to offer 
auto loans running up to 36 
months, lower monthly payments 
will result which should spur the 
sales of the smaller cars, he said. 

“Lower small-car prices and 
more economical operation will add 
materially to the number of two- 
car families,” Dietz observed. 

In regard to Ford Motor Co.’s 
announced plans to enter the 
auto financing business, Dietz 
said he thought present high car 
sales and high money costs might 
delay such a move. 

In periods of high sales, criticism 
of existing financing facilities de- 
clines, he said. In addition, he 
believes auto makers might be re- 
luctant to make the high initial 
capital outlays needed to launch a 
financing venture, particularly 
after meeting the high capital costs 
of tooling to produce the small 
cars. 


Truck Levy Challenged, 
Nashville Adopts New Tax 


NASHVILLE.—City Council 
passed a new $10 tax on autos after 
the City was enjoined from collect- 
ing its wheel tax on commercial 
vehicles from Railway Express. 
Last year the City collected ap- 
proximately $151,000 in wheel taxes. 

Although the injunction applies 
only to Railway Express trucks, 
attorneys said if the ordinance is 
declared unconstitutional the City 
would be unable to collect the tax 
from any truck operator. 





. . South Dakota association, hav- 
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See ya in a week or so, after a 


—Pete Wemnuorr, Editor, 
Automotive News 
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Imports Climb Again; 


(Continued from Page 1) 


Price Cuts Avoided | 


more quickly if the customer in- 
sists. 
o* * 


* 
S° FAR, say dealers in the field, 
announcements of compact cars 
to be produced by the biggest U, S. 
makers have had virtually no effect 
on sales of imports. 
Furthermore, as the industry 


works its way toward new-model 
* * * 


Imported-Car 
Registrations 


Imported-car registrations for 
five months: 





1959 1958 
Pos. Make Pos. 
1— 42,316 VW 33,978— 1 
2— 30,265 Renault 14,247— 2 
3— 18,317 Eng. Ford 10,891— 3 
4— 15,740 Opel 4,710—10 
5— 15,622 Simca 5,836— 6 
6— 14,878 Fiat 5,887— 5 
I— 11,725 Hillman 6,357— 4 
8— 9,084 Triumph 5,402— 8 
9— 8,983 Vauxhall 4,838— 9 
10— 17,807 Volvo * 
* MG 5,836— 6 
57,495 AllOthers 30,349 


Total All Makes 


232,232 128,331 
* Not in Top Ten. 





* * * 
time and sales of domestic units 
taper off in traditional fashion, 
the imports’ penetration figure 
should improve. 

Thus, say some observers, im- 
ports could account for perhaps 12 
percent of all sales in one or more 
of the cleanup months. The alltime 
high was a penetration of 11.96 per- 
cent last October when the Ameri- 
can industry was beset by intro- 


duction-time woes. 
* * * 


2 MAY this year, the imports’ 
share of industry sales was 9.27 
percent, compared with 9.30 per- 
cent a month earlier and the 1959 
high of 9.85 percent in March, A 
year ago in May, market penetra- 
tion was 7.57 percent. 

For the first five months of 
this year, the 232,232 new imports 
registered in the U. S. accounted 
for 9.30 percent of all new-car 
sales, 

In the comparable period of 1958, 
penetration was 6.55 percent on 
128,331 registrations. For the full 
12 months last year, their share 
was 8.12 percent. 

Although the overall sales per- 
formance of the imports was good 
enough to set a record in May, only 
five makes in the Top Ten came 
through with individual records. 

A month earlier, all but one 
make turned in record-breaking 
performances, and a month prior 
to that records were established 
from top to bottom among the Top 
Ten individual makes. 


* oa me 
_ MAY, new high sales totals 
were chalked up by Volkswagen, 
the perennial] front-runner, and by 
Renault, Hillman, Triumph and 
Austin-Healey. 

Austin-Healey is the only make 
in the. Top Ten exclusively in 
the sports-car field. While Tri- 
umph is also listed among the 


* * * 





Sales Score 
For Imports 


Imported-car registrations for 


May: 

1959 1958 
Pos. Make Pos. 
1— 9,942 Volkswagen 7,343— 1 
2— 7,015 Renault 3,517— 2 
3— 3,960 English Ford 2,887— 3 
4— 3,710 Opel * 
5— 3,323 Fiat 1,741— 4 
6— 3,266 Simca 1,532— 8 
i— 2,761 Hillman 1,618— 6 
8— 2,189 Triumph 1,600— 7 
9— 2,010 Vauxhall 1,382— 9 
10— 1,741 Austin-Healey * 
* MG 1,627— 5 
* Metropolitan 1,290—10 
14,046 All Ot:ers 1,553 
Total All Makes 
53 32,090 


963 
* Not in Top Ten. 











elite, its total includes family | 
sedans as well as the TR-3 sports | 
car. 
Renault managed to narrow} 
Volkswagen’s lead in May, but by| 
a barely perceptible margin. 


English Ford challenged less vig- 
orously in No. 3 spot in May than} 
it did a month earlier, while Opel’s| 
strength in fourth place held about | 
on par with the previous month. | 

* co * 


IAT moved ahead of Simca to 

take over fifth position, drop- 
ping Simca to sixth place. Two} 
months earlier, Simca had been in 
fourth but was bumped out by Opel 
in April. | 

Hillman continued in seventh 
place, closing the margin on No. | 
6 position as compared with the | 
previous month. In doing so, it 
widened its lead over Triumph, 
which held to its No. 8 ranking. 


Vauxhall, continuing in ninth po-| 
sition, ran farther behind Triumph 
than it did in the previous month. | 


In tenth place, as noted above, 
Austin-Healey replaced Volvo. 

Two of the makes in the Top 
Ten—Opel and Austin-Healey— 
were not listed a year ago. In mov- 
ing into the select circle, they 
ousted MG and Metropolitan. 

Opel, in leaping to No. 4 ranking 
from an unlisted position, demon- 
strated greatest strength in the 
year-to-year comparison. 








Rear-Engine Hassle 


Brings In Missile 


LOS ANGELES.—A series of 
newspaper ads stressing the rear 
engine has been launched by 
John Green Corp., Renault dis- 
tributor for California, Arizona, 
Nevada and Utah, 

Illustration in the copy is a 
photo of a U. S. missile and a 
Renault Dauphine. The ads note 
that both have the engine, or 
power thrust, in the rear. 





Each Maker's Share... 





New-Car Sales 
Five Months, 












: May vs. April; 
1959 vs. 1958 





(Revised ) 
Pct. Pt. Pet. of Pet. of 

Pet. of Pet. of Change Regis., Regis., Pet. Pt. 

Regis., Regis., During 5 Mos., 5Mos., Change, 

MAY APRIL Month 1959 1958 °59 vs. '58 
Chevrolet 23.65 + 58 24.43 27.51 —3.08 
oo ae 23.46 + .07 23.78 21.12 2.66 
Plymouth . 6.99 + .12 6.20 8.56 —2.36 
Pontiac 5 6.381  — .09 6.55 5.26 +-1.29 
Rambler . 5.93 + .23 5.62 3.13 +-2.49 
Oldsmobile _.................. 6.11 6.40 — .29 6.41 1.22 — 81 
TE” <ietcissitaccseivevemenedth 4.06 4.30 — .24 4.55 6.18 —1.63 
REET 2.59 2.46 + .13 2.29 2.95 — .66 
UE | sxscersoeseiveciesivenss 2.39 2.53 — .14 2.55 3.00 — 45 
eae 2.26 2.44 — .18 2.56 2.92 — .36 
Studebaker .................. 2.16 2.23 — .07 2.25 -88 +1.37 
IIIT sigetoiiscscbeesstoneeis 1.11 1.07 + .04 1.02 1.41 — 39 
DeSoto 17 -78 — Ol -15 1.16 — Al 
Edsel ........... 12 -79 — .07 82 -96 — .14 
Lincoln 44 49 — .05 52 -69 — 17 
Imperial 29 ee .30 37 — 07 
GEN, MOTORS ........ 43.38 43.60 — .22 44.50 49.09 —4.59 
FORD MOTOR ........ 27.08 27.27 — .19 27.67 25.77 +1.90 
CHRYS,. CORP. ........11.87 11.59 + .28 10.56 14.45 —3.89 
AMER. MOTORS ..... 6.16 5.93 + 23 5.62 3.13 +-2.49 
SS chsscitaietscuesbeiiahvcthiave 2.16 2.23 — .07 2.25 88 +1.37 
NE, i cota cetshae ddd prptaienes 9.35 9.38 — .03 9.40 *6.68 +2.72 
* Miscellaneous figure for 1958 includes Metropolitan and Packard. 

* * * * * * 
Sales Score Sales Score, 


For May 


New-car registrations for May: 


1959 1958 | 
Pos. Make Pos. | 
1—141,062 Chev. 118,597— 1 | 
2—137,006 Ford 89,224— 2 
3— 41,422 Plym. 36,958— 3 
4— 39,110 Pontiac 20,708— 6 | 
5— 35,852 Rambler 16,856— 7 | 
6— 35,606 Olds. 28,832— 4 | 
i— 23,628 Buick 22,951— 5 | 
8— 15,090 Dodge 11,931—10 
9— 13,940 Mercury 12,601— 8 
10— 13,137 Cadillac 11,967— 9 
11— 12,598 Stude. 3,815—13 | 
12— 6,481 Chrysler 5,302—11 
13— 4,495 DeSoto 4,328—12 
14— 4,208 Edsel 3,356—14 
15— 2,534 Lincoln 2,329—15 
16— 1,665 Imperial 1,253—16 
54,432 Misc, 32,745 
Total All Makes 
582,266 423,753 


Minn. Governor Talks 


ST. PAUL—(UTPS)—Gov Or- 
ville L, Freeman has entered into 
discussions with insurance industry 
representatives with the aim of re- 
ducing highway deaths and injuries 
through insistence upon better 
safety engineering of automobiles. 


“Car manufacturers have vol- 


Auto Sales Still 
Going Strong, 
Makers Report 


DETROIT.—Fresh reports of in- 
creasing auto sales were released 
last week by manufacturers. Here’s 
what they said: 


Rambler 


Rambler retail sales in the second 
10-day period of July totalled 9,919, 
an increase of 79.6 percent over 
sales in the comparable period of 
last year, according to Roy Aber- 
nethy, vice-president of automotive 
distribution and marketing of 
American Motors Corp. 

Sales in the first 10 days of July 
totalled 7,765. So far in the current 
model year dealers have delivered 
283,568 units, a boost of 129.7 per- 
cent over the 123,466 sold in the like 
period of last year, Abernethy said. 

oe cS cS 





Chrysler-Imperial 


Chrysler and Imperial sales top- 
ped the national average at St. 
Louis, according to C. E. Briggs, 
general manager of the Chrysler 
and Imperial division, who gave out 
the news at a dealer and merchan- 
dising meeting. 

Imperial deliveries to customers 
in the St. Louis area in June were 
up 24.1 percent over a year ago, 
Briggs reported, and retail deliv- 
eries of Chryslers were up 74.3 per- 
cent over June one year ago. 


untarily adopted only a few of 
the safety features recommended 
as a result of scientific studies 
and practical experience,” 

Freeman said after a conference 
with executives of eight auto in- 
surance companies. 

“Many people in government are 
seeking state and Federal legisla- 
tion to require minimum safety 
features, In addition, we are asking | 


the insurance companies to investi- | 


gate the possibility of special action 


on their part to help solve this) 


problem. 


“I have asked the insurance ex-| 


ecutives for advice on a program 
they would develop to encourage 
compliance with safe design stand- 
ards and the use of safety equip- 
ment.” 

Car safety features to which Gov. 
Freeman referred were such de- 
vices as safety belts, padded dash- 
boards and hydraulic bumpers. He 
said that medical, engineering and 
traffic accident studies have indi- 
cated that up to half of all high- 
way deaths and injuries could be 
prevented by “proper packaging” 
of car occupants. 

Gov, Freeman asked the in- 
surance spokesmen about the 
feasibility of setting up a na- 
tional rating bureau in the field 
of auto insurance similar to the 
National Board of Fire Under- 
writers, established 60 years ago 
by fire insurance 


He said the fire underwriters 


Europa Motors Closes 


ATLANTA.— Europa Imports, 
Inec., nonfranchised Volkswagen 
dealership, has gone out of business. 
The firm had been in operation 
about a year and was headed by 
Alton Tribble. 


Gov. | 


5 Months 





New-car registrations for five 
months: 

| 1959 1958 

Pos. Make Pos. 

| 1— 609,831 Chev. 538,891— 1 

| 2— 593,656 Ford 413,602— 2 

3— 163,368 Pontiac 103,036— 6 

| 4— 160,121 Olds. 141,453— 4 

5— 154,775 Plym. 167,669— 3 

6— 140,205 Rambler 61,320— 7 

| G— 113,455 Buick 120,912— 5 

8— 63,924 Cadillac 57,328—10 

9— 63,593 Mercury 58,826— 8 

10— 57,175 Dodge 57,818— 9 

1l— 56,267 Stude. 17,313—14 

12— 25,455 Chrysler 27,569—11 

13— 20,446 Edsel 18,790—13 

14— 18,681 DeSoto 22,638—12 

15— 13,025 Lincoln 13,545—15 

16— 7,579 Imperial 7,324—16 

234,509 Misc. 131,138 
Total All Makes 
2,496,065 1,959,172 


Car Safety 


, board and testing laboratories has 
| established standards now accepted 
}as legal standards in most states. 


a research organization to set safe- 


;}ment and a safety laboratory to 
| test cars to determine if standards 
are met. 








First PLIADA Officers— 


Also discussed were proposals for | 
| merit insurance ratings, creation of | 


| ty standards for design and equip- | ance of wp © 2 Site 6 Oe 








May Car Sales 
Topped Only 
By 1955 Month 


New-car registrations in May 
soared to the second-highest totgj 
for the month in history, a COrding 
to R. L. Polk & Co. figures 

The count of 582,266 units wa; 
far head of last year’s 423.753 ang 
was second only to May, 1955, whey 
registrations zoomed to 661,304, 

The five-month count of 2,496.06 
bettered the corresponding 19% 
total of 1,959,172 by a healthy may. 
gin, although it trailed 1957 ang 
1956 totals by roughly 50,000 units 

Totals for new-car registration; 
for May and the first five month; 
were received after a two-wee 
delay in the report from Oregon, 


GM Profit Tops 
Billion-Dollar Rate 


(Continued from Page 1) 
were 1,178,231 this year and 854927 
in 1958, 


In releasing the first half report, 
GM Chairman Frederic G. Donner 





Ey 
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|} and President John F. Gordon conm.- 
|} mented that the company’s second- 


quarter business “reflected the con- 
tinuing improvement in genera} 
business activity, employment and 
consumer confidence. 

“Sales of nonautomotive prod- 
ucts in the second quarter of 1959, 
particuarly locomotives, earth- 
moving equipment and Frigidaire 
household appliances, were much 
improved over last year.” General 
Motors operations abroad estab- 





lished a record for any quarter. § CAI 
Defense sales accounted for about inte 

3 percent of the corporation’s busi- 
ness during both the second quarter § are 
and the first half of 1959. chis 
In the first six months of 1959, ne 





























there was an average of 580,48 
men and women employed by Gen- 
eral Motors throughout the world 
and payrolls totalled $1,598 million, 
compared with 538,998 and $1,323 
million, respectively, in the first g, 
half of 1958. 

Weekly earnings in the seco 
quarter of 1959 averaged $1174 
for GM’s U. S. wage earners, co 
pared with $103.52 a year ago. 


Big Slash in Road F unds 


Voted by House Group 

WASHINGTON .—Rejecting ti 
President’s plea for a gas-tax 
hike, the House Ways and Mea 
Committee last week voted 
$1.9 billion cut in roadbuilding 
funds for the 1961 fiscal year, an 
asked for a slowdown in work on 
the interstate highway system. 

The committee proposed issu- 


way revenue bonds and a four- 
year extension of the interstate 
system’s present 1972 termination 
date. 








Elected as the first officers of the newly organized Pennsylvania Independent 
Automobile Dealers Assn. at a meeting in Harrisburg were, seated, from left, Joseph 
Emmi jr., Scranton, first vice-president; Don Lee Reeves, Charleroi, treasurer; Alan 


Gottlieb, McKeesport, president, and Phil Shupe, Norristown, secretary. Standing: 
William H. Wharton, Pittsburgh, regional director; Milton Berr, Philadelphia, regional 
director; Roy T. Rossey, Mountville, second vice-president, and A. H. Schwartz, Pitts 
burgh, president of the NIADA and a sparkplug in organizing the Pennsylvania group 







Fred E. Moeslein has been engaged as executive director of the association. 
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| (SMC Dealers have the 


BIG PLUS 





in Selling ‘Trucks! 


}Every good salesman knows a prospect 


must be sold on truck quality before 


The will talk specific component parts for 


his specific needs. And GMC has the 


-Imost rigid inspection and quality-control 


program in the industry, which gives 
a definite truck quality selling advantage. 

Here are just a few quality-control 
inspections where parts must meet GMC’s 
high standard of perfection. 


CAB SPOT WELD TEST— At regular OPTICAL COMPARATOR INSPECTION ENGINE SLICER TEST — Periodically, standard production 


intervals, spot welds all over the cab —Actual parts are magnified up to 60 times and engine blocks and heads are pulled from the line and sliced into 
are carefully tested with hammer and must meet blueprint specifications. This is an- 12 to 15 sections, to make sure cylinders, water passages and sup- 
chisel. All welds must hold or the cab is other example of detailed inspection GMC porting members meet GMC specifications . .. make sure engines 
immediately rejected. maintains to build better trucks. are rugged enough to stand up under the most extreme conditions. 


: This superior GMC quality control is just one important 
‘ accomplishment of Operation “High Gear”—the indus- 
try’s biggest and most comprehensive engineering, 
design and quality-control program. This dynamic 
activity is paying off every day with more satisfied cus- 
tomers and more successful GMC Truck Dealers. 
GMC TRUCK & COACH—A GENERAL MOTORS DIVISION 


From %-ton to 45-ton—General Motors leads the way! 
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urvey Notes Effect of Big 3 Move... 





Small-Car Acceptance on Rise 


RIDLEY PARK, Pa.— The first 
nationwide study of the U. S. pub- 
lic’s attitudes and opinions about 
the entrance of the Big Three into 
the domestic compact car market 
reveals that although detailed 
knowledge of the proposed new 
economy cars is not yet wide- 
spread, the vast majority of those 
who have formed solid opinions 
about them lean toward the ac- 
ceptance of the new smaller auto. 

A detailed report on this initial 
study was released by Sindlinger & 
Co., business analysts here. 

Surveying on compact cars by 
Sindlinger has been in progress 
since May. The first report re- 
leased includes data compiled for 
the week ending July 3. Subse- 
quent reports on the compact car 
market will be released weekly. 

The report showed that 18 per- 
cent of the household heads inter- 
viewed had discussed U. S. compact 
cars during the “past week.” Of 
this group, the vast majority had 
not yet formed definite opinions 
about the new autos. But of those 








who had formed opinions, 77 per- 
cent were favorably impressed by 
Detroit’s Big Three plans to offer 
compact cars. 


With regard to a choice between 
the proposed American compact 
car and imports now on the mar- 
ket, 70 percent of those interviewed 
replied that they would prefer the 
American compact car. Only i1 
percent said they would choose an 
import in preference to the domes- 
tic model. The rest were undecided. 


The Sindlinger report also re- 
vealed that most Americans sstill 
prefer a large car to the smaller 
model. Of those interviewed, 48 per- 
cent answered that they would not 
consider buying an American com- 
pact car instead of an American 
large car. Those who would con- 





Norton Quits Turnpike Unit 

OKLAHOMA CITY.—Mead Nor- 
ton, operator of Norton Buick, has 
resigned from the Oklahoma Turn- 
pike Authority. He had been chair- 





man of the group since his appoint- | 


ment 4% years ago. 


|compact cars will not be unveiled | 


sider an American compact car in- 
stead of an American large car 
made up 38 percent, while 14 per- 
cent were still undecided. 


When asked if they would con- 
sider the purchase of an Ameri- 
can compact car, 54 percent of 
those interviewed said they 
would not while 39 percent said 
they would. 


Correct identification of the an- 
nounced compact car names with 
their manufacturers was spotty, 
the report showed. The Corvair was 
identified as a General Motors car 
by 5.7 percent of those interviewed. 
The Falcon was correctly matched 
with Ford Motor Co. by 5.4 per- 
cent, and the Valiant with Chrysler 
Corp. by 3.3 percent. The Dart was 
named as a Chrysler product by 
4.6 percent. 

For comparison purposes, inter- 
viewers asked household heads to 
identify present models. The results 
showed, as might be expected, that 
the current models are much better 
known. However, since the new 














Late Report... 












index. It was the third week i 
advanced. 


Advances amounted to $30 on 


in a new low for any model. 
At a group of representative 


A week earlier, the sales ratio 
Auction reports begin on Page 






until early fall, promotion and ad- 
vertising campaigns have not yet 


been launched in full force. Thus, | 


failure to identify the compact car 
names is not an unusual situation, 
the report maintained. 

The fact that the Big Three are 
planning manufacture of small 
cars was fairly well known. Of 
those interviewed, 38 percent knew 
GM and Ford will produce compact 
cars, while 22 percent knew Chrys- 
ler had similar plans. 

Interviewing on the public’s re- 





protection is stainless steel 


Summer or winter the car with plenty of Stainless Steel 





is easy to clean and keeps its good looks 


under the roughest conditions of driving and weather. 


No other metal offers the freedom of design and fabrication, 


economy of care and the durable beauty that serves 


and sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 
McLOUTH STAINLESS STEEL 





HIGH QUALITY SHEET AND STRIP 


for automobiles 





Used-Car Market 


The overall average price of used cars sold at wholesale aiiction 
last week rose $3 to reach $1,031, according to Automotive News’ 


Price fluctuations were balanced, with the four newest models 
on the index moving upward and the four oldest models declining, 
on ’56s. Losses were recorded at $2 on ’52s, $2 on ’53s, $5 on ’54s 

-and $9 on ’55s. None of the declines was great enough to result 


consignment was 233.8 units, of which 71.4 percent were sold, 














n a row that average prices had 

















58s, $5 on ’59s, $3 on ’57s and $1 







auctions last week, the average 











was 70.5 percent on 237.6 units. 
46. 








| action to the controversy over the 
| relative merits of rear vs. fron} 
engines is now in progress, Sind. 
linger said. 


‘Helbig’s Wife 
‘Arrested on Title 
Charge in Ohio 


CLEVELAND. — Mrs. Rosemary 
| Helbig, president of the defunct 
Super Auto Sales, Inc., has been 
| released on bond after being ar. 
rested on a charge of failure to 
deliver a title on a car sold toa 
former employe. 

Mrs. Helbig and her husband 
Carlton C. Helbig jr., are involved 
|in bankruptcy proceedings. Super 
Auto Sales was a used-car opera- 
tion which drew headlines for 
showing new models before they 
went on sale in the showrooms of 
authorized dealers. 

Mrs. Helbig was arrested on the 
| title charge when she returned 
|from Florida for hearings in her 
| bankruptcy case. 

The Helbig’s attorney, Carl W. 
| Halberg, said their firm became 
involved in the sale of a number of 
stolen cars. A Helbig employe has 
| been charged with transporting a 
| Stolen vehicle across a state line. 





Popovic, Winston 
Indicted in Ohio 
Auto-Title Scandal 


CLEVELAND.—Nicholas J. Pop- 
ovic, bankrupt auto dealer, and 
Bert R. Winston, president of Mu- 
tual Finance Co., have been in- 
dicted on 15 counts of auto-title 
violation in the cases of 17 buyers 
who paid Popovic about $63,000 for 
cars for which they never received 
titles. 

Mutual Finance loaned money to 
Popovic for purchase of the cars 
from the factory and held the 
titles. Mutual sued the 17 buyers 
to recover the cars after Popovic 
failed to pay off his loan to Mutual. 

William F. Snyder, Winston’s at- 
torney, annoupced he was prepal- 
ing a motion to quash the Winston 
indictment. He called the action “a 
horrible miscarriage of justice.” 

E. J. Sklenicka, attorney for 
| Popovic, announced he would file 
a similar motion. 

Maximum penalty would be one 
to five years in the penitentiary and 
a $5,000 fine on each count. 

Meanwhile, nine more purchasers 
have been allowed to keep theif 


cars, bringing to 16 the number 
who have succesfully fought Mu- 
tual’s move to recover the vehicles. 





Top Trucks 


New-truck registrations for five 
months, plus 31 states for June: 


1959 1958 
Pos. Make Pos. 
1—148,493 Chevrolet 109,196— 1 
2—121,759 Ford 87,408— 2 
3— 44,110 Intl, 39,792— 3 
4— 31,667 GMC 23,128— 4 
5— 24,921 Dodge 17,160— 5 
6— 11,627 Willys 8,296— 6 
i— 1,028 White 5,438— 7 
8— 6581 Mack 5,114— 8 
9— 2,865 Studebaker 2,089— 9 
10— 1,189 DiamondT  1,298—10 
li— 511 Brockway 357— 

18,237 Misc. 12,633 

Total All Makes 
418,988 311,909 
Further details on Page 48. 
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TWO PERFECT PRODUCTS from the 
MOST MODERN FACTORIES IN EUROPE 


Vespa “400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 
small car economy. From its independent four wheel spring 
and shock suspension, to its reliable engine which delivers 60 
miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 

P.O.E. New York $1080. 


Vespa — the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers from coast to coast, who 
are all part of the ever growing Vespa organization. 

P.O.E. New York From $359. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 


3 EAST 54TH STREET, 








NEW YORK 22, WN. Y. 








8 


AUTOMOTIVE NEWS, AUGUST 3, 1959 





Slumps for Some Cars Laid to Defeatist Attitude... 
Dealer Often Is Own Worst Enemy 


By L. H. Houck 
Travelling Correspondent 


FFERSON CITY, Mo.—An al- 

most intangible phase of auto 
selling igs noted on the basis of re- 
turns from more than a dozen 
states on the problem of decreas- 
ing sales of some brands. 

After 100 interviews over a 
period beginning with the model 
year and up to the present time, 
it seems to this auto writer that 
dealer groups have had more to 
do with slumps in their brands 
than the factory. 

For one thing, dealers generally 
have formed the habit of looking 
for a “hot” car when new models 
come out. 

The first few months determines 
the hot car and then the dealers 
in that brand proudly claim they 
have the hot car and the others 
fold their arms and say: “Maybe 
we'll get the hot car next year.” 

Most of the time the hot car is 
developed by a strong and aggres- 













sive dealer group which has put 
into effect its business and selling 
tactics developed as a result of a 
past year’s nondevelopment of a 
hot car. 

+ + * 


FACTOR which most dealers 

let defeat their sales is an in- 
dication of public disapproval of a 
particular car’s styling. Hammered 
into a dealer and his sales force 
time after time, this can develop 
into a defeatist attitude. Soon the 
dealer and his salesmen don’t like 
the styling and they blame the 
factory. 

I have interviewed a number of 
dealers who have found them- 
selves in this position and who 
have written the factory implor- 
ing a change in styling so they 
can compete with the other deal- 
er’s car which they think is bet- 
ter looking. 

Dealers have overcome this feel- 
ing in many places by hard selling, 
by citing famous personages such 


1. PERFECT CIRCLE 2-in-1 CHROME SETS 


solve problem of excessive 
oil consumption past pistons! 


2-in-1 Chrome sets provide the finest piston rings 
obtainable! Top rings and oil rings are plated with 
thick, solid chrome. Entire area of ring travel gets 
complete wear protection, more than doubling life 
of cylinders, rings, pistons. No tedious break-in is 


necessary, rings are pre-seated at factory. 


INSURE CUSTOMER SATISFACTION — Install 2-in-1 
Chrome sets for thousands of extra miles of power 


protection and positive oil control! 


PERFECT CIRCLE VALVE SEALS 


solve problem of excessive 
oil consumption past valves! 


New rings and restored valve efficiency produce 
higher compression pressures...and higher de- 
celeration vacuum. Increased vacuum draws oil 
through loose or worn valve guides. Stop this oil 


loss with new Perfect Circle Valve Seals! 


INSURE CUSTOMER SATISFACTION —Install Perfect 
Circle Valve Seals on all re-ring jobs and all overhauls. 


PERFECT “CIRCLE 





‘Hagerstown, Indiana 








as movie stars who like the styling 
and by merely stating that the ad- 
vanced styling is something that 
you'll like after you get used +to it. 

For myself that works, too, 
which proves contrary to what 
some dealers think, that I’m “peo- 
ple’ too. There are about four 
styles in the ’59s that I simply do 


not like. But I discovered much to| 


my surprise that after you test- 
drive these cars, the styling grows 


on you, 
7 test-driving one ad- 

vanced model -whose styling I 
didn’t like, a stranger at a service 
station looked the car over and 
said: “I think that this is the most 
beautiful car ever built.” 

I was so surprised I couldn’t 
say anything when I saw that he 
was in dead earnest. I looked my 
car over again and it looked bet- 
ter to me than it had before. 

With new models every year, the 
changes can’t please everyone and 


* * * 





Dealer's Awards— 


William R. Shadoff, Chrysler-Plymouth- 
Imperial dealer in Pomona, Calif., is sur- 
rounded with the trophies he has won 
by sponsoring cars in speed and economy 
trials. He says he is most proud of the 
award he holds—the Chrysler Quality 
Dealer Award. Shadoff has been in the 
auto business for 37 years, starting as a 
mechanic. He became a dealer in Po- 
mona in 1938. 


the job is to learn to love the thing 
and transmit this love to the pros- 
pective purchaser. 

The main point is that when a 





2 reasons why engines 
get more power protection 
from Perfect Circle 








POWER SERVICE PRODUCTS 


Don Mills, Ontario, Canada 
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slump 
of a brand and, in an attempt t 
find out the trouble, I starteg 
checking those dealers in a trip 


across the country. 
* * * 


DEALER I ran into, prosper. 

ous as all get out, said “we'r, 
selling all we can get. The cheaper 
model may run a little slow g 
times but we can’t get shipments 
of the middle model fast enough 
to keep our customers supplied, 

“I laughed and said: ‘I know the 
score. You can tell me.’” 

He called for the records and 
the registration lists and what he 
said was true. I drove around 
town and you could see them on 
the streets. I mentioned to him 
troubles both mechanical and 
styling that other dealers had re. 
ported to me. 

‘Mostly alibis for a bad sales 
record,” he replied. “There’s noth- 
ing wrong with our car. It'll stand 
up with any other car and exceed 
most in performance and in other 
ways. We pride ourselves on a good 
make-ready for delivery to the cus- 
tomer and we have so few come- 
backs that it’s hardly worth re 
counting. 

“We've had some of those com- 
plaints, but our factory-trained me- 
chanics eat that stuff up like corn 
flakes—the cars are all right 

There’s nothing wrong with them 
that a competent mechanic can't 
fix good in a short time. 

“Failure as well as lack of knowl- 
edge on the part of mechanics to 
realize the importance of making 
these first repairs or service adjust- 
ments so good they will not bother 
again is one of the troublesome 
spots with dealers who have let 
their volume slip,” this dealer con- 
tinued. 

* * + 

T SHOULD not be inferred that 

the factory is lily-white. The 
factories have at one time or an- 
other done everything in the 
book. Some of the dumbest things 
ever foisted on the public have 
been accomplished by factory engi- 
neers. 

One of the simple things, for 
instance, in 1957 was turn-signal 
indicator lights in dark green on 
the dash that couldn’t be seen 
except at night. On these cars 
you can’t tell when a turn signal 
is on until it gets dark. 


You’d have to go a long way to 


| find anything more silly than this 


or to dredge up something specifi- 
cally designed to alienate the 
make’s long time customers. Of 
course, the new customers wouldn't 
put up with it, they just changed 
makes in the fall. 

But to put some more dealers 
back on the pan, there is the dealer 


|that plays God. Heaven help his 


customer, He pats you on the back 
with his fatherly hand and tells 
you that you don’t want this and 


| you don’t want that but you must 


| what you need. 
| * 








have this gizmo because he knows 


* * 


E IS the dealer-salesman who 

prides himself on selling ice- 
boxes to Eskimos, which is not 
salesmanship but trickery. He sells 
you what he wants you to have, 
which suits his profit column and 
stock on hand. Usually he sells you 
once but the modern-day customer 
may discover that he knows more 
about autos than the dealer and 
makes his next purchase elsewhere. 

Dealers who are frauds and 
cheats are purposely left out of 
this treatise. We’re talking about 
the dealer who seems too easily 
swayed by his own appraisal of 
the new model his factory has 
hatched. He looks at it in wonder 
and says: “What will be wrong 
with it this year?” 

Dealers are mainly responsible 
for the current ‘owner talk about 
taking a whole year to get the bugs 
out of a new car-——after that it runs 
good. 

In case you don’t believe that 
this saying is true, I invite you 
check with owners of two and 
three-year-old cars. I can show you 
(Continued on Page 54, Col, 1) 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I’m at ease even when taking the children to school.” 


Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix Pesce South Bend, wo. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes.a good “talking piece” for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U. S. PAT. OFF. 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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NADA Plan Seen Advancing 


Cause of Competition 


a is still a good deal of misunderstanding as to what 
NADA is trying to do with respect to territory security. 
Some dealers still take the attitude that the NADA legisla- 
tive program is one which would impose Federal controls to 
restrict competition. 

The facts are something different. If NADA is successful 
in securing passage of its program, the path of competition 
will be wider rather than narrower. Auto makers have made 
that clear. 

As it is now, all makers are restricted by interpretations 
of the anti-trust laws from putting into effect territory- 
security programs. NADA is seeking amendment to the anti- 
trust laws which would make it possible for makers to once 
again compete in the area of distribution with territory- 
security programs. 

Among the makers, General Motors has taken a clear 
stand in favor of territory security, while Studebaker-Pack- 
ard has asserted that it is opposed to such a program. Other 
makers stand somewhere in between. Passage of permissive 
legislation would be followed by different makers going in 
different directions. 

We feel that those who see some dark plot on the part of 
NADA in behalf of big-city dealers are speaking more from 
emotions than from the evidence. 

We, too, have been critical of NADA at times, but the 
evidence is clear that NADA, under leadership of President 
Herbert L. Galles, is taking a straight-forward stand on 
this issue. 

NADA paid an outside research organization to determine 
the position of its membership on territory security. It found 
that a clear majority of small, as well as large, dealers want 
permissive legislation. 
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-Feb. 10-13—Automotive Service Industries 


Events 


Dealer Conventions 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 
Aug. 9-I1— Georgia Independent Auto- 


mobile Dealers Assn., 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 
pt. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-1S—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 


ee 

Sept. 22—Kentucky Automobile Dealers 
_ ” -aaaaaed Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. 11-13—Automotive Trade Assn. of 

Virginia, John Marshall Hotel, Rich- 


mond. 

Oct, 18-20—Florida Automobile Dealers 
ae. Hotel Robert Meyer, Jackson- 
ville. 

Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. 10—Connecticut Automotive Trades 
Assn. Statler-Hilton Hartford 
Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 
Jan. 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 
Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
—; &. ® 


Auto Shows 


Oct. 9-25—Texas State Fair Automobile 
Show, Dallas. 

Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International "500" Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines. 

Oct. 31- . i—4Ist International Motor 
Show, Turin, Italy. 

Nov. 14-2I—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
nee oat. Tam 

Jan. 810—Birmingham 


General Ogle- 


Letterbox 





Eprror’s Notre: The following 
letter was sent to Senator Warren 
G. Magnuson, chairman of the 
Senate Interstate and Foreign 
pa Commerce Committee. 

Auto Show, Bir- * Se & 
mingham, Ala. 


Jan. 9-I6—Pittsburgh Auto Show, Hunt | Need for Security 
parcnal Guard Armory, East Liberty, | we wish to take issue with a 
a eee a <ainaee date letter mailed to you by an automo- 
, Internati i \ oe tee ; 
cage onal Amphiinestre, “| pile dealer and published in the 
s, Tom Auto jeew. Pershing Automotive News of July 13, head- 
ici it i . i . . ¢ “ 2 + 
Jan, 2428—International’ Foreign '& Sports | lined “Small Dealer Rips Security 
Car Show, Dinner Key Auditorium, Mi- | Plans.” 

Feb. '6-14—Detroit Auto Show, Artillery First, this dealer is out to feather 
his own nest. However, at the ex- 
pense of other dealers, it is not fair 

and just. He states that after the 

war, dealers large and small pro- 
tested all types of regimentation. 

That has nothing whatsoever to do 

with the deplorable condition of 

the automobile business of today. 


Assn. Show, Coliseum, New York. 
. 2 ¢ 


General 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Aug. 10-13—SAE International West Coast 
Meeting, Hotel Georgia, Vancouver. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 


Automotive Cartoon 


Of the Week 





‘Taking Issue ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 

Sept. 16-17—Annual Meetings, 
Die Casting Institute and Die Castin 
Research Foundation, Edgewater Beach 
Hotel, Chicago. 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 1823— Annual American Trucking 
Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 


30 Years Ago... 


American 


Secondly, he states the factories 
pay full 100 percent labor charge 
on warranty work. WE ARE 
NOT IN BUSINESS JUST TO 
BE A GARAGE. Does he expect 
the dealers always to be penaliz- 
ing the service department to 
make up a very small portion of 
the loss taken by this cross-sell- 
ing? This does not make sense. 
It is some car profit the dealer 
gets from his own territory—and 
not to be taken away from him 
by some dealers who are selling 


The Big Stories 


Tire exports from the U. S. during the first six months of 1929 
totalled 2,858,450 units, and were valued at $21,722,366, according to 
the Department of Commerce. Tubes exported during the same period 
numbered 1,128,294, with value of $2,020,657. 

The Federal government cooperated with the states in the improve- 


ment of 7,022 miles of Federal aid highways during the fiscal year of | 


1929, bringing the total of the system to 78,096, said the Bureau of 


Public Roads. 


The sale of scrap of all kinds netted the Ford Motor Co. $3,573,- 


877.60 during 1928. 


Studebaker reported a net profit of $9,457,743 for the first half of 
1929, compared with $8,583,296 in the first six months of 1928. 

Total registrations in Ohio for the first six months of 1929 were 
1,525,006. It was estimated that total registrations for the year would 


top 1,800,000. 


—From the Files of Automotive News 












"Some folks like to talk things over in private before 
making the final plunge.” 
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a@ new car for the profit of a pair 

of shoes or a cheap suit. 

Thirdly, his number three state- 
ment is so silly I would not even 
discuss it, but did he see some of 
the dealers’ buildings? 

I smile at his interpretation of 
territory security that the smal 
dealers would be on their way out 
I am sure he knows that most of 
the dealers that have gone out t 
date have been large dealers, # 
what side of the ledger is he look: 
ing at? I smile again when he sayi 
that a large dealer can outbid 4 
small dealer, There again he i 
feathering his own nest at the ex 
pense of the dealer who is just ask- 
ing for security in his own tert 
tory. 

Regarding a bonus given by the 
factories to the metropolitan deal 
ers, I know nothing about that and 
it is news to me, unless he means 
at the end-of-the-year cleanup pe 
riod for three or four weeks. 

If the small dealer cannot stay in 
business by staying in his ow? 
territory, then he should be out, a 
he is only a thorn in the side of all 
quality dealers who would gladly 
put on more good men and wou 
be able to guarantee them security 
which they cannot do under condi- 
tions which prevail. Hundreds of 
good salesmen have quit this busi- 
ness because of the sales condition. 
He speaks of the factories stating 
that they could control their pro 
duction. He is in favor of cutting 
progress; we are not. 

We, too, have been dealers for 
more than 30 years. He states 
that dealers are responsible for 
their own problems. He is 8° 
wrong and a 30-year dealer, 
which he claims to be, should 
know the problems started when 
supply caught up with demand 
and the small dealer with low 
overhead started trading dollars 
and did not want to stock 00 
many cars, That was the prob- 
lem start. 

I would like to see some of the 
income returns of some dealer 
who brag about their big profit and 
how they would not sell without 4 
good profit, Many monthly state 
ments to their factories does not 

(Continued on Page 25, Col. 1) 


Largest DeSoto-Plymouth dealer 
credits Stainless Steel trim 
for 42% sales increase 


GEORGE BYERS SONS, INC. is the largest DeSoto- 
Plymouth dealer in the United States. The company operates 
in Columbus, Cincinnati and Louisville, and their salesmen 
talk to over 500 customers every week. This report is 

from Mr. George Byers, Chairman of the Board: 


“Eight out of ten buyers are sold primarily on appearance, 
and few things are as important to the appearance of the 
1959 models as Stainless Steel trim. 


“Every member of our sales staff is trained to point out 
the Stainless to customers and talk about it. Buyers 
know and trust Stainless Steel. They have Stainless 
pans and utensils that have been used for years and 
still look brand new ... They know that the Stainless 
on their new car will stand up the same way. 


“We remind customers that Stainless trim ups the 
resale value of the car because it doesn't chip, peel, and 
is Stainless Steel all the way through. At trade-in time, 
the Stainless still looks showroom new. 


“We feature Stainless trim in all our newspaper and 
radio ads because we're convinced that it’s a major sales 
point... we feel that the emphasis we've placed on 
Stainless Steel has increased our sales by at least 42%. 


“It's surprising how it gets results ... we had one 
customer who thought Stainless Steel was only used 

on the most expensive cars. When he was told about the 
Stainless on the model he was considering, he bought 

... And so have hundreds of others.” uss is a registered trademark 


United States Stee! Corporation — Pittsburgh 
American Stee! & Wire — Cleveland 

National Tube — Pittsburgh 

Columbia-Geneva Stee! —San Francisco 
Tennessee Coal & iron — Fairfield, Alabama 

United States Stee! Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 





Hollow the mailman... 


he’s got a truckload of new car prospects. 


Each week 2,350,000 quality-buying families turn to TIME 
for the way its editors tell and interpret the complex story of 
the news. By income and social position, they make up an 
extraordinary group of prospects for new car sales. 

Consider these facts about TIME readers: 

They own more cars per 100 families than your other 
prospects. And the proportion that owns two or more Cars is 
two and a half times the national average. 

They buy their cars new. Three out of four car-owning 
TIME families bought their principal cars new. 

They drive their cars farther, have them more fully 
equipped and trade them more frequently. 

These are just a few of the reasons why you find your best 
prospects on TIME subscription lists... 

and why you find practically all auto makers represented 
in TIME’s advertising pages. 
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Any Gas-Tax Boost 
Will Be a Compromise 


By William Ullman 

Washington Bureau Chief 
ee ee observerss have not yet ruled out the 
chance of an increase in the Federal gasoline tax to 
pay for the increased costs of the nation’s road-building 


program. But there is general* 
agreement that a boost—if it 


comes—will be much smaller than 
the 1%-cent rise demanded by 
President Eisenhower. 


Behind the arguments for and 
against the 1%-cent increase heard 
before the House Ways and Means 
Committee lies the broader strug- 
gle between the 
White House and 
this Congress. 
The President 
has been any- 
thing but reluc- 
tant to use his 
veto power over 
Congress, and 
Congress is de- 
termined to re- 
taliate by reject- 
ing or modifying 
every White 





William Uliman 
House proposal. The more insistent 
the Administration demand for ac- 
tion, the more unyielding this Con- 
gress grows in opposition. 


It’s Top Issue With Ike 


RESIDENT EISENHOWER has 

made the 1%-cent tax hike a 
prime issue. The other day, he 
called solution of the highway- 
financing problems one of the top 
issues that must be resolved by 
Congress this year. This means he 
will try to mobilize Republican 
support in Congress behind the tax, 
using all the means of enforcing 
party obedience at the disposal of 
the White House. 

In Congress, leaders on both 
sides of the aisle agree that some- 
thing will have to be done to 
siphon more dough into the Fed- 
eral highway program, Federal 
Roads Administrator Bertram D. 
Tallamy has told House Ways 
and Means that highway work 
will be stopped for nine months 
unless more funds are forthcom- 
ing, and lawmakers believe him. 

But Tallamy, as an Administra- 
tion spokesman, argued for the gas 
tax increase as the only acceptable 
solution, and the committee refuses 
to go along with that. 

Ways and Means Chairman Wil- 
bur Mills, Arkansas Democrat, 
appears to be the leading spokes- 
man in favor of a compromise, He 
has suggested his willingness to 
consider an alternative proposal, 
which might include a %-cent in- 
crease along with the transfer of 
about $1 billion in highway-user 
taxes from the Treasury’s general 
funds to the highway trust fund. 

So far, Administration spokes- 
men have refused to compromise 
except on minor points. When he 
testified before the Mills group, 
Budget Director Maurice Stans 





PHILPENN PUBLISHING COMPANY 


| 
| 1750 N. Broad St., Philadelphia 21, 
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would not consider any transfer of 
levies from the general fund. 
* +. * 


Ike May Yield a Little 


E EXPLAINED that “shifting 

our money from pocket to 
pocket will not pay our bills.” But 
Stans did admit that the Adminis- 
tration might agree to a three-year 
increase in the gas tax instead of 
the five-year hike called for by the 
White House, 

Mills, of course, knows that 
transferring money from the 
general fund to the highway fund 
will result in a Federal deficit 
someplace else, On the other 
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hand, he cannot accept the gas- 
tax plan dictated by President 

Eisenhower. It is little wonder 

that he favors some sort of “com- 
promise.” 

Meanwhile, another House mem- 
ber argued on the floor against a 
plan to designate half of the pres- 
ent 10 percent excise tax on new 
cars for the highway trust fund. 

Rep. Charles E. Chamberlain, 
Michigan Republican, told his col- 
leagues this proposal “will virtually 
insure the permanency of the auto- 
motive excise tax.” 

Noting that he had become 
“cynical” about the temporary 
nature of congressional legislation, 
Rep. Chamberlain said it gave him 
“cold chills to think of our high- 
way program becoming dependent 
on part of this (excise) tax for its 


operation.” 
* * 


Veto Is Possible 


TEVER solution Congress 
finds for the highway trust 
fund deficit—and it must find one 
—it will get through by a close 
vote. And it will face the possibility 
of Presidential veto—with only the 
slimmest chance that Congress 
could override it. 
So far, Congress hasn’t been 
able to override any Eisenhower 








Japanese Auto Finds 
Spot in Royal Garage 

TOKYO —tThe imported car 
has lost its honorable place in 
the Imperial Palace. 

Emperor Hirohito has pur- 
chased his first Japanese-built 
car, a Nissan. Following a tra- 
dition established by his father 
and grandfather, Hirohito had 
previously owned only Cadillacs, 
Rolls-Royces and Mercedes- 
Benzes. 





veto. The net result could be a 
serious slowdown or stoppage in 
highway construction, 


that congressional 
putting their money on some sort 
of increase in the gas tax, It may 
be a half a cent; it may be three- 
fourths of a cent. Privately, many 
lawmakers confess that they don’t 
believe such a slight tax increase 
would keep any motorists from 
driving as much as they do now. 


On the other hand, they are con- 
vinced that the condition of Amer- 


ica’s highways do affect the amount | 


of driving that people do, and that 
nothing must get in the way of 


|in such arbitration is entitled tp 
It is with these facts in mind| 
observers are | 








tla 
completing the highway Program 
on schedule. 






* * * 





Arbitration Proposed 

ENATOR HUGH SCOTT, Penp. 

sylvania Republican, has intr 
duced a bill to permit arbitratig, 
of some auto-accident cases co 
before the U. S, district courts, Hi, 
measure calls on the Suprenm, 
Court to prescribe the rules fm 
arbitration. 

Scott said Pennsylvania hy 
adopted the arbitration plan t 
clear congestion in court calendar 
Members of the bar serve ag arbj. 
trators, and any party to an awan 


















appeal to the court. 


* * * 


Highway Data Available 


HE Bureau of Public Roads ha 
announced publication of “High. 
way Statistics, 1957,” a 200-page 
book of tables on motor vehiclg 
and fuels, highway user taxes, roaj 
and street mileage, and road § 
nancing. 
It may be purchased from the 
Superintendent of Documents, Gov. 
ernment Printing Office, Washing. 
ton 25, D. C., for $1.25 a copy, 





NOW! To introduce a great 


new line of Simoniz under the hood 


products...Simoniz offers you... 


1 CASE FREE WITH 3! 


(Dealer makes 55% to 62%% profit!) 


BO nO ean see ac. ea eee 


SIMONIZ DEALERS 


World’s most popular sports car! 
Imagine yourself behind the wheel 
of this beauty—the 1960 MG. 


Your rugged old friend—the Jeep! 
Goes anywhere, hauls anything— 
for work, for play. Model CJ5. 





SIMONIZ 


Se 


oe 





Exceeds S.A.E. 
specifications 
70-R1 and 70-R3. 


‘“‘American” deluxe 16 ft. speed- 
boat! With Mercury 40 HP motor, 
deluxe trailer, and spotlight. 


YOU CAN WIN....an MG or a JEEP or a BOAT or 


SIMONIZ GIVEAWAY RULES 


1. Only owners and employees of service stations, auto 
supply stores, garages and car dealers in U. S. and Canada 


may enter this Simoniz Giveaway. 


2. This Simoniz Giveaway is subject to federal, state, and 
local laws. Void in states where prohibited, including Flor- 


ida, Nebraska, and New Jersey. 


3. Winners will be selected by a blindfold drawing under the 


decision is final. 


direction of the Reuben H. Donnelley Corporation. Judges’ 


4. Nothing to buy. Nothing to write. Nothing to do but 


October 31, 1959. 


print your name and address. All entries must be submitted 
on an official entry blank. Enter as often as you like. Get 
extra blanks from your jobber. 


5. All entries must be postmarked no later than midnight, 
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A Dealer Promotion— 


>m the Star parent Joseph F. Kotek, right, rear, 45-year-old Chicago grocer named “Father 
a oe of the Year," rides in Father's Day parade in Galaxie provided by Fred Litsinger 
copy.” ff Motors (Ford), Chicago, with eight of his 11 children. 


——__. 


RADIATOR 


SEALER 


RADIATOR 


FLUSH 


Mrvcinms cosume 58 


RADIATOR 


| ANTERUST 


bal 
SIMONIZ 


rl 


————— - 


Safely cleans 
cooling system. 


YT SIMONIZ 
_—— - 
Prevents 
radiator rust. 


Repairs leaks in 
all pressurized 
systems. 


How They're Pushing Sales... 


Dealer Ad Ideas 


Free Hairdo for the Gals 


ICK LEWIS PONTIAC-CADIL- 

LAC, Olympia, Wash., tried 
something different to get women 
to take a demonstration ride in the 
59 Pontiac. The gals were offered 
a free hairdo. 

“Drop in at Dick Lewis Pontiac- 
Cadillac or phone from your home,” 
said the firm’s two-column in an 
Olympia newspaper. “We'll drive 
you to the beauty shop.” 

* * * 


His Honor Honored 


LYMOUTH dealers in New 

Orleans cooperated with the 
local baseball team, the Pelicans, 
to honor New Orleans Mayor De- 
Lesseps 8S. Morrison for his ef- 
forts on behalf of the team. The 
event, “Mayor Morrison appreci- 
ation night,’ was sponsored by 
LeBaron Motors, Porche Plym- 
outh and Howard Motors. In con- 
nection with the event the deal- 
ers distributed 15,000 tickets in 


Prevents fuel 
line freeze-up. 


smear quickly. 


NOTHING TO DO 


BUT PRINT YOUR NAME! 


You know what this is! Your only 
problem may be to spend $2,000! 
Enter the Simoniz Giveaway. 


$2,000 CASH 


ENTER AS OFTEN 
AS YOU LIKE! 


NAME 


return for taking a demonstra- 
tion ride. They also gave away 
a Plymouth Sport Fury convert- 
ible the night of the affair. 

* * * 


Students Get Rambler 


HARLES SICORA, New Bruns- 
wick, N. J., has turned over 
an air-conditioned Rambler station 
wagon loaned by American Motors 
to a group of foreign students mak- 
ing a “grass roots” tour of the U.S. 
The fourth annual “ambassadors 
for friendship” tour was conceived 
by Harry W. Morgan, of Rutgers 
University, who last year was writ- 
ten up in Reader’s Digest for his 
activities in this line. 
a * + 


Picnic Bonus 


—. (Im peria]l-Chrysler- 
Dodge-Plymouth), Arlington, 
Tex., suggested in a display ad that 
buyers vacation in new vehicles 
purchased from them. As a bonus, 
the firm provided the fixings for a 


FOR DEALERS 


ONLY 


ONSUMERS NOT EL 


STATION OR STORE NAM 


Get extra blanks from your jobber. 


ADDRESS 
CLOSES OCTOBER 31, 1959 


city 


MAIL YOUR ENTRY NOW 


aici a: 


SIMONIZ ‘DEALERS CHOICE’ GIVEAWAY! 


ZONE ___. STATE___. 


MAIL ENTRY TO: Simoniz Giveaway, P. O. Box 8123, Chicago 80, Ill. 
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picnic dinner including cold drinks 
and a full tank of gas. 
+ * * 


July 4 Jamboree 


UKE BOLTON (Ford), Fort 

Worth, Tex., staged a free west- 

ern dance in his showroom July 4. 

There were free refreshments and 

prizes given away every 30 minutes. 
* + * 


His Deals Make Scents 


ALTON FELSTEIN, Dalton Mo- 

tors (Plymouth-DeSoto), Sacra- 
mento, Calif., uses roses as part of 
his closing technique. 

In the last 23 years, he said, Dal- 
ton Motors has given away more 
than 36,000 dozen of roses to cus- 
tomers just before they sign the 
closing papers. In 80 percent of the 
cases, he added, Dalton has re- 
ceived thank-you notes. 

* + +” 


‘A Share in Our Community’ 


REEMAN-SPICER Co. (Stude- 

baker), South Bend, and Rod- 
in’s, an appliance dealer, cooperated 
in Studebaker-Rodin’s Profit Shar- 
ing Days, with the slogan, “Get a 
Share in Our Community.” 

For a limited time Rodin’s gave 
free with each purchase of a West- 
inghouse appliance, five shares of 
Studebaker-Packard stock. Pur- 
chasers of other major appliences 
received a $50 voucher to be used 
toward the purchase of a new Lark. 

Freeman-Spicer gave $50 vouch- 
ers good on the purchase of a new 
Lark. Rodin’s also held a drawing 
for 10 shares of S-P stock. “We 
want to give away $10,000, in Lark 
savings,” Rodin’s declared. 


U.G. Slide Photos 
Stretch Dealer’s 
Television Dollar 


Ge pictures of used cars are 
helping K. B. McCarthy, Eu- 
reka, Calif., get more for its tele- 
vision advertising dollar. The deal- 
ership handles Dodge, Chrysler, 
Imperial, Plymouth, Fiat and Alfa 
Romeo. 

When the firm showed cars “live” 
on its 90-minute movie program, it 
could present only six models (two 
during each commercial). The slide 
system enables McCarthy to show 
18 cars with less fuss and expense. 

The photos are taken by Bud 
Nelson, assistant used-car man- 
ager. He uses a Polaroid Land 
Sous loaded with projection 


After shooting, Nelson immerses 
each slide for 20 seconds in a solu- 
tion which hardens the emulsion. 
When this has dried, he covers the 
transparency with a piece of glass 
and trims it to the required TV 
frame size. 

Then he mounts the trimmed 
slides in cardboard frames, and 
they are ready for projection. The 
procedure takes less than 30 min- 
utes for a roll of film with eight 
exposures. 

According to Nelson, “We get a 
lot more exposure per dollar of 
time bought, because we get 18 
chances to sell cars instead of six.” 


ADVERTISEMENT 


I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
25 for complete details. 





Financial 


Firestone Tire & Rubber Co, re- 
ported record sales and earnings in 
the first six months of the com- 
pany’s fiscal year. 

Sales in the half ended Apr. 30 
totalled $568,158,972, a gain of 15.7 
percent from sales of $490,854,806 in 
the like period of the previous year. 

Profit for the half was estimated 
at $29,940,606, an increase of 40.8 
percent from earnings of $21,264,682 
in the previous first half. 


* * * 


Gabriel Chief Mentions 


Huge Sales Increase 


John H. Briggs, president of 
Gabriel Co., Cleveland, predicted 
that first-half sales this year would 
be 40 percent ahead of the $10,129,- 
931 total for the first six months 
of 1958. The year’s sales are esti- 
mated at $30 million, up from $22.8 
million in 1958. 

Briggs reported shareholder ap- 
proval of a stock purchase and 
option agreement with Charles E. 
Bartley. Gabriel will sell 10,000 


makes good mountain drivers out of average drivers, 
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common shares to Bartley and will 
grant options to Bartley and Frank 


A, Marion for another 40,000 shares. 
+ + * 


Dayton Rubber 


Dayton Rubber Co., first fiscal 
half ended Apr. 30, 1959 vs. 1958: 
Profit, $1,008,036 and $503,158; sales, 
$43,268,926 and $38,210,005. 

* * +e 


General Contract Finance 


Reports Profit of $759,044 


General Contract Finance Corp. 
reported earnings of $759,044 in the 
first half of this year. No compari- 
son with past performance is pos- 
sible since the company was a part 
of the old General Contract Corp. 
until Jan, 1 of this year. 

Loan and discount outstandings 
on June 30 amounted to $67,221,000. 

o* + + 


Record Nine-Month Sales, 
Earnings Reported by Hoover 


Sales and income before taxes in 


em 

és ae 
“Sie 
& 


the nine-month period ended Apr. 
30 were the highest for any similar 
period in the firm’s history, accord- 


|| ing to Hoover Ball & Bearing Co. 


C. H. Simmons, chairman, said 
sales were up 20 percent over the 
like period a year ago, from $17,- 
291,187 to $20,806,451, Earnings be- 
fore taxes totalled $1,902,714, up 22 
percent over last year’s $1,559,948. 
Net income, however, was down to 
$1,136,714 from $1,414,948, 


* * * 


ACF Industries 


ACF’ Industries, Inc., including 
the SHPX group of companies, re- 
port for fiscal year ended Apr, 30, 
1959 vs. 1958: Profit, $2,720,000 and 
$8,760,000; sales, $185,899,000 and 
$300,787,000. 


* * * 


Mutual Funds Spurn Offer 


On Ford of Canada 


The All-Canadian Funds, a Ca- 
nadian mutual investment opera- 
tion, increased its holdings in Ford 
of Canada stock during the period 
the parent Ford company was of- 
fering to buy shares in the Cana- 
dian unit. 

A spokesman for the managers 
of the funds said 1,000 shares of 
Ford of Canada were purchased 


om . 
“. oe 
Laemmli 
—— 


Just a gentle push on the but- 
ton is sufficient to open the door, 
madam. 


because the managers felt the 
price in the future will exceed the 
price offered by Ford Motor for the 
Canadian unit’s shares. 

ok a * 


Miniature Precision Bearings 


Miniature Precision Bearings, 
Inc., Keene, N. H., report for fiscal 


says Richard Burley of Maskelyne Trucking and Storage, Walla Walla, Wash., in 
reporting on a Ford moving van with Allison-built Fully Automatic Transmission 


“Jockeying a 32,000 GCW van over mountain ranges 
is no joke,” says Dick Burley. “Before we got our Ford 
Transmatic.tractor—about a year and a half ago—only 
our most experienced men were sent on the Cabbage 
Hill run. With this truck, anybody we have can do it.” 


Transmatic Transmission has proved itself an impor- 
tant timesaver and provides far greater safety, too. 
Despite the hazardous routes, Burley estimates a 
7% % cut in trip-time. And, at last report, this truck 
hadn’t lost a minute to down-time in a solid year of use. 


year, 1959 vs. 1958: Net income, 
$440,817 and $296,729; sales $6,787,. 


319 and $5,486,412. 
ek SO 


American Enka Profit “oars 


As Sales Total Sets Record 


With sales hitting a record 
for the first 24 weeks of this 
American Enka Corp.’s nei income 
for the period rose sharply to 
484,000, compared with $4,700 fg 
the same period in 1958. 

The company’s consolidated net 
sales increased 81 percent to 
997,000, compared with $27,587,909 
in the first 24 weeks last year, 

a ~ * 


General Tire Reports Sales 
Increased by 51% in Half ~ 


The consolidated sales of Genegg 
Tire & Rubber Co. for the @ 
months ended May 31, were 
339,274, compared with $202,228 
for the same 1958 period. Thigj 
an increase of 51 percent and repr 
sents the highest first six month 
sales in the history of the compa 

Earnings for the first six mont 
of 1959 were estimated at $13 
809, more than four times 
they were at the comparable 


period. 
* * a 


Bendix Aviation 


Bendix Aviation Corp., first fise 
half ended March 31, 1959 vs, 1958 
Profit, $10,926,801 and $8,733,333; 
sales, $323,490,430 and $321,071,472, 

* * * 


Gould-National Batteries 


Gould-National Batteries, Ine, 
reported a profit of $2,792,072 on 
sales of $66,330,892 in the fiscal 
year ended Apr. 30. The sales total 


was 5.8 percent below the record 
a * * d 


Woodall Industries 


Woodall Industries, Inc., Detro 
report for nine months ended 
31, 1959 vs. 1958: Profit, $843, 
and $884,925; sales, $17,529,009 ¢ 
$16,289,102. 


Auto-Lite Profit 
Tops $5 Million 


Electric Auto-Lite Co, report 
its earnings in the first half 
creased to $5,150,288 from the $1, 
283,550 earned in the like period of 
1958. 

Sales in the first half amoun 
to $99,732,423 this year and $84,257, 
546 last year. 

The company reported increased 
demand for its products had ak 
lowed a favorable volume of pro 
duction and said it “is continuing 
to pursue aggressively its program 
of expansion and _ diversification 
both in and out of the automotive 


industry.” 
a * * 


Hupp’s First-Half Profit 
Tops Earnings for All of ’58 


Net earnings of Hupp Corp, im 
the first half of 1959 exceeded those 
for the entire year of 1958 and were 
the highest of any like six-month 
period in the company’s modern 
history, Don H. Gearheart, pres- 
ident, announced. 


“No matter where we send it, our Ford Transmatic 
does the job better,” reports Burley. “Coming down the 
mountains, the built-in Retarder makes braking safer 
and surer—prolongs the life of the linings. And in local 
assignments around town, this rig is a cinch to maneu- 
ver and park without blocking traffic. It’s definitely 
one of the best truck buys we’ve ever made!” 


Net sales for the six months 
amounted to $37,697,000 compared 
with sales of $30,582,000 in the first: 
half of 1958. Net income after taxes 
amounted to $1,027,000, which ex- 
ceeded the $1,005,000 earned in the 
full year of 1958. 

x 


The secret: Transmatic takes. over the back-breaking 
shifting job on the climb up the Blue Mountains—a 
3500-foot rise in less than 14 miles. That frees the 
driver to snake the 45-foot rig around the never- 


ending corkscrew turns. , 
* 


Sales, Profit Set Records 


At Jones & Laughlin Steel 


Jones & Laughlin Steel Corp. re 
ported record sales, production, 
shipments and profits for the first 
half and second quarter. 

The company had a profit of $26- 
468,000 on sales of $316,384,000 im 
the second quarter, compared with 
a profit of $4,034,000 on sales of 
$156,215,000 in the like period of 
last year. The first-half profit was 
$42,206,000 on sales of $552,768,000, 
well above earnings of $5,691,000 
and sales of $300,799,000 in the 
comparable period of 1958. 


“But the curves are only part of the problem in these 
mountains,” Burley continues. “Coming down the 
west slope of the Cascades, you run into pockets of 
fog. There are patches of snow and ice the sun never 
melts. The. man at the wheel really appreciates the 
way Transmatic frees him from shifting duties.” 


For the best buy you’ve ever made in a truck, get the 
full story on one with an Allison-built Fully Automatic 
Transmission—at your truck dealer! 


Allison Division of General Motors, Indianapolis 6, Indiana 


Abn I uaasmitasastons 


Now available in 


Begole Expanding Building 
NORTH TONAWANDA, N. Y— 
Begole Chevrolet Corp. has started 
construction of a $200,000 addition 
to its building at 27 Main St. Presi- 
dent George B. Begole said the 
one-story, 22,000-square-foot addi- 
tion will be used for service 0 
collision departments, offices and 
showrooms. 
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Look to General Outdoor for Hi-Fidelity 


REPRODUCTION 


CINNAMON NUT 
COFFEE CAKE 


General Outdoor’s creative experts 


are leaders in the exacting art of faithful reproduction. 


For instance, this Sara Lee outdoor display, another 
GOA innovation, took months of painstaking-work 
in GOA’s giant studio. Being a food product, the 
illustration had to be realistic—look good enough to 
eat. With astonishing craftsmanship and imagina- 
tion, a giant transparency was created—all the 


painting being done on the reverse side of a huge 
pane of plate glass. At night, back lighting gives the 
illustration visual impact through an extra dimen- 
sion and a high degree of visibility. This display is 
just one example of the kind of work available in 
General Outdoor plants. 





Erich Leps 

Born in Tallinn, Esto- 
nia. Studied at the 
School of Applied Art, 
the Pallas Academy of 
Fine Arts. His pictures 
have been seen in ex- 
hibitions, reprinted in 
art magazines, and pur- 
chased for both private 
collections and art mu- 
seums. Mr. Leps came 
to the United States and 
was self-employed as a 
portrait painter and art 
teacher. Mr. Leps has 
been with GOA for 
three years. 


John Svaniga 

Born in Buehlovice, 
Czechoslovakia. In Vi 
enna he studied scenic 
painting, interior deco- 
rating, portrait paint- 
ing and church mural 
painting. In 1913, Mr. 
Svaniga came to Chi- 
cago and for 10 years 
was a GOA pictorial 
painter. Leaving GOA, 
he became a free-lance 
commercial artist do- 
ing water colors for 
lithography. In 1954, he 
again joined GOA to be- 
come a pictorial painter 
for the cutout rotary. 


* 


Joseph Tomanek 
Born in Straznice, 
Czechoslovakia. At the 
age of 22, he moved to 
Chicago and studied at 
the Art Institute, spend- 
ing a year in Europe on 
a traveling scholarship 
from the Art Institute 
Returning to Chicago, 
he joined the Thomas 
Cusack Company as a 
pictorial painter. Leav- 
ing Cusack. he spent 25 
years painting large 
church murals. In 1953, 
he joined GOA. 


Luigi Sampieri 

Born in Comis, Sicily. 
His father was an artist 
and interior decorator. 
In this environment, 
Luigi developed a pro- 
ficiency as an interior 
decorator, scenic paint- 
er and portrait painter. 
He has held a number 
of exhibitions of his 
work both in landscape 
and portrait. He joined 
the Vepaco Outdoor 
Company in Caracas, 
Venezuela, as a pic- 
torial painter before 
coming to Chicago and 
joining the pictorial 
group of GOA. 


Sergio Delgado © 

Born in Monterrey, 
Mexico. Mr. Delgado 
studied at the St. Car- 
los Academy of Fine 
Arts in Mexico City. He 
entered the commercial 
field of art, painting dis- 
plays for motion pic- 
ture theatres — mainly 
Metro and 20th Century 
Fox—using the air 
brush technique. Later, 
he moved to GOA Chi- 
cago and entered the 
school for pictorial 
painters. His work is 
known for its “spirit,” 
and pure, fresh color. 


How General Outdoor Makes Selling a Fine Art 


GOA, knowing the importance of faithful reproduction in handling illustrations 
—especially food illustrations—imports European-trained mural and fresco artists. 
Under these old masters, trainees work to develop new ways of dramatizing prod- 
uct presentation—employing new materials and fresh applications of the old. 


General Outdoor Advertising e 


515 South Loomis Street, Chicago 7, Illinois 


David Friedman 

Born in Mahrisch- 
Ostrau, Austria. Mr. 
Friedman studied at 
the Academy of Fine 
Arts, Berlin. He has had 
many exhibitions of his 
work and has painted 
portraits of many fa- 
mous people. In 1947, 
he moved to Israel and 
became a pictorial 
painter in a sign shop 
there. Later he came to 
GOA Chicago and en- 
tered the training 
school for pictorial 
painters. He is now 
with GOA in St. Louis. 


Covers 1700 Leading Cities and Towns 
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ADVERTISEMENT 


Are You A Top Salesman Now Earning $10,000? 


We have a sales opportunity that will pay you $15,000 the first year. 
No investment required. You will act as an independent sales agent 
with an exclusive territory, handling the sale of Childers Carports to 
car dealers. (Read about revolutionary new Childers Carports, see our 
ad on Page 25.) If you are interested in immediate earnings 
of $1,200 monthly, write today giving brief outline of your sales 
experience. Agents will be appointed in key territories immediately. 


Bob Childers 
Childers Manufacturing Company* 
3620 W. 11th Street, Houston 8, Texas 


* America's largest manufacturer of prefabricated metal carports. 


be Man Behind the Wheel . . . 


' Sales Testing the ‘59 Lincoln 


By L. H. Houck 

a ravelling Correspondent 
7S not unusual to have strang- 
igs come up and ask about a 
model car when it is an out- 
imding job like the ’59 Lincoln 
se this car causes heads to| 

wherever it goes. 

it was a little unusual 
a Lincoln owner parked 


This crankshaft has six counter- 
weights for precise balance. The 
big shaft rolls on five copper-lead, 
steel-backed replaceable main bear- 
ings, with thrust absorbed by No. 
3 bearing. The crankshaft has been 
especially made and balanced to 
resist torsional vibration. From 
this point performance and long 
life begin. 


“ 


See 
et ' 


| p the test car on a parking 
aat in Omaha and walked over to 
m= about its equipment. The 
were alike in color and ex- 
it turned out. 


Mayhat the man said gave me a| 


m Lincoln from here on out,” 


BD enid. “This is the third Lincoln | 





driven both ways between here 
Fairbanks, Alaska, and none 
them ever gave me a minute’s 
ible. For the long, hard trip that 
ears and drivers dread, take 
ancoln.” 
r * a = 


e Is Seconded 


AFTER some reflection I didn’t 
® think it was so strange that a 
an whose destination was Alaska 
puld choose Lincoln. I would have 
ked to put mine through its paces 
® this 2,400-mile run. 

In the first place, the Lincoln 
hody is ideally constructed for 

trying trips—lots of gravel 
little pavement—because of 
unitized construction intro- 
i last year. 
1959 body is even better be- 
it is built in Lincoln’s new 
ly plant at Wixom, Mich., which 
specially designed to produce 
all-welded integrated unit. Lin- 
and Continental are the only 
in the fine-car field using the 
ated body. 
advantages, to name a few, 
tighter-fitting doors, roomier 
ors, greater torsional rigidity 
‘resistance to body-twisting 
pes and a better job of rust- 
ung. 

"this body is immersed 18 inches 
paint tank. So it was no won- 
that the stranger reported no 

titles, squeaks or sprung doors 

his first 30,000 miles, which in- 
d two round trips to Fair- 
as well as some travel on 
Alaskan roads. 
* * * 


wo Silence Is Assured 
HE silence of this body and 


Show it has been achieved are| 


‘interest to every prospective 
yer because when he knows how 
what has been done, he knows 

that it is lasting. 

factory tests each metal 

Sdy component for vibration 

noise characteristics before 

body is assembled. 

device called an “electro- 
Chanical exciter” is attached to| 
momponent. Then the device 
mkes the part and registers 


Bes that occur at various fre-|# 


hcies. Resonance points are 
Minated since the machine tells 
to put the deadening and 

d insulating material. 
pr assembly and welding, each 
Fr square inches of the finished 
is checked with a sound 


| 


} 
| 


Driver's Delight— 


This is the driver's view of the instru- 
ment panel of the ‘59 Lincoln. The various 
instruments are grouped in such a way 
that the driver can get a look at every- 


thing with the sweep of his eyes. 
aoe 


|sound tapes are made and proper) 
| that operate all the windows are 


|insulation applied. 
| Such components as door and 
(rear-quarter panels are insulated 


| with waffle felt and a special mas-| 


| tic compound. Waffle felt also cov- 


| including the trunk area and trunk 
|lid, and there is a layer of jute 


sound deadener. 


* * * 


| 
‘Engine Noise at Minimum 
TH engine, usually the heaviest 
part of a car and also the most 

likely to produce noise, rests in 
larger rubber mounts which cush- 
ions its action. Undercoating, which 
is standard, also reduces stone 
noises and fender vibrations. 

Almost all the noise developed 
by this Lincoln comes from wind 
and tire noise on the highway— 
a couple of things we can’t do 
much about. 

Lincoln’s 350 horsepower V-8 en- 
gine has been refined. Cylinder 





|cored passages for cooling the en- 
tire length of each cylinder. 
This engine has a big crankshaft, 
and to counterbalance it normally 
was not considered good enough. 





Control Panel— 


Pushbuttons controlling power features 
of the ‘59 Lincoln are located conveniently 
on the armrest of the left front door. The 
driver can operate them easily without 





Ber. And in the final analysis, 
a ~ x * 


is eRe os 


Plus Performance— 


taking his eyes off the road. 
ee. 79 


buyer of the ‘59 Lincoln gets status, luxury, roadability and steering ease 
found in smaller cars, according to L. H. Houck, Automotive News travelling 
spondent. The test car was a Premiere four-door hardtop with all the trimmings. 


.| the crankcase. 


|tric windows, 


ers the floor from front to rear,| 


beneath the carpet which is a good 


| lowered until he releases it. Or he 


|block and upper crankcase have| 


|more than transportation 
j}have status, 


| car owner, roadability and ease of | 





* x 


Piston Skirts Longer 


greeter td skirts are longer than 
previously and slotted openings 
are parallel with the level of the 
oil-control ring. These openings re- 
duce heat buildup between cylinder 
wall and piston body and also allow 
trapped oil to flow rapidly back to 


* 


The test Lincoln had all the trim- 
mings—six-way electric seat, elec- 
air conditioning, 
heater, radio, power steering and 
brakes and an electric trunk lock. 

In many cases extra equipment 
seems to be just hung any place 
that can be found to hang it, But 
this is not the case with Lincoln. | 
Things are where they belong. 

For instance, the pushbuttons 


located so you can find them with- 
out looking. For the driver there 
is a control panel in the arm of the 
front door. 

cs * * 


Window Lock Is Feature 


Aa good point is the lock- 
out feature. Say the back seat 
is loaded with kids who delight in 
playing with power windows. The 
driver can push the lockout button 
and no windows can be raised or 


can set the windows where he 
wants them and lock them. 

Another convenience is electric 
door locks. To some this may 
seem like too much luxury, but 

not after you use them once. 

With electric door locks, when 
you unlock your door you cay un- 

lock the opposite door from your 
side or it can be done from the 
other side for a passenger. 

With the electric trunk lock, the 
trunk is unlocked with a pushbut- 
ton on the dash. This pushbutton 
can be locked with the trunk key 
to avoid unauthorized use. The 
trunk key can also be used to un- 
lock the trunk. 

There also is a warning light on 
the dash in case the trunk lid is 
not closed. It reads: “Trunk open.” 

With Lincoln, you have a lot 
— you 
luxurious appoint- 
ments that are bargains to the big- 


steering that is seldom found in| 
smaller cars. | 


Car Tested: 





Keep Your Car 


(2) Attach 
Mileage Minder 


(3) Tighten 
fittings 


(1) Disconnect 
fuel line 


ae: 





Control 


Bake goods cabinets are wheeled in and out of 





LINCOLN 


Model: Premiere four-door 
hardtop. 

Engine: 350 horsepower V-8. 
Bore and stroke, 4.30 x 3.70; dis- 
placement, 430 cubic inches; 
compression ratio, 10.00 to 1; 
torque in foot pounds, 490 at 
2,800 r.p.m. 

Transmission: Twin-Range 
Turbo Drive automatic, using a 
hydraulic torque converter com- 
bined with an automatic plane- 
tary gear train to provide three 
forward gear ratios and one re- 
verse ratio. Quadrant dial indi- 
cator on steering wheel reads: 
P, R, N, D 1, D 2, Lo. D 1 is 
used for most normal driving, 
starting in second while D 2 
gives a snappier performance by 
starting in low. 

Accessories: Electric windows, 
electric trunk lock, electric door 
locks, air conditioning, radio, 
heater, hydraulic fan hub, six- 
way electric seat, power brakes, 
automatic transmission. 

Quantities: Fuel tank, 22 gal- 
lons; crankcase, five quarts; 
cooling system with heater, 26 
quarts. 

Dimensions: O v e rall length, 
227.1; overall width, 80.1; overall 
heighth, 56.7; tread, front 61, 
tread, rear 61; wheelbase, 131, 
all in inches. 

Tires: 9.50x 14 tubeless, white 
sidewall, Goodyear. 





this 17-foot Millington truck body with ease, 
quickly locked securely in place with Aeroquip 


| F Series Cargo Control Track and Bars. Close- 


DISTRIBUTORS! 


MORE PROFITS FOR YOU 
YOUR CUSTOMERS 


Buyer Satisfied! 


Cut your costs on good will service 

... Steady gas pressure ... . car runs 

right with these extras: 

@ Stops waste — saves 10% to 
40% gas 

@ Ends flooding, bucking, starving 

@ Steady idling — no stop-signal 
dying 

@ Gas stretcher 

Magnetic Trouble Trap built into glass 

fuel bowl. Protects carburetor. 

Make Friends! Make extra profits! Sell Mileage Minder 


Lace ee 


537 TURK ST., SAN FRANCISCO 2, CALIF. 


EY ES see 


Equip Any Truck or Trailer Body With 


AVC ere 


SECT 


AND 


up at right shows round bar track and spring- 
loaded shoring bar used in dependable, 
low-cost F Series System. 


New Aeroquip F Series 
Cargo Control System 
Protects at Lowest Cost 


... ADDS PAYLOAD PROFIT! 


One of the first users of the new Aeroquip F Series Cargo Control 
System is Burny Bros., Inc., Chicago bakery firm. Maintenance Supt. 
Frank Kuck reports savings in loading time of 15-20 minutes per 
truck, with better control of cargo, easy shoring of any size load. 


Get this new low-cost cargo control system now for both old and 
new equipment. It pays for itself in reduced cargo damage, time 


saved! Write for details. 
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Highways & Safety 


A substantial portion of an auto- 
mobile company’s research, sales 
and service activities are directed 
toward providing greater driver 
safety, J. B. Wagstaff, a Chrysler 
Corp. vice-president, told a group 
of driver-training and safety ex- 
perts. 

Wagstaff, director of the corpor- 
ate sales staff, said nearly all auto- 
motive research has a direct or 
indirect bearing on safety—either 
through creating new or improved 
safety features or developing better 
performance, handling and riding 
characteristics of the car. 

“Research is being constantly 
conducted on automotive design, 
materials and methods of produc- 
tion which bring still greater safety 
to the owners of our cars,” he 
declared. 

Wagstaff spoke at a luncheon for 
about 250 members of the American 


hours, with half of the force in un- 
marked cars. 

Two mobile radar sets on bridges 
over each of the Wilbur Cross and 
Merritt Parkways, plus strategic 
placement of special traffic signs 
and emergency trucks and equip- 
ment. 

Special traffic checks after mid- 
night on secondary roads, seeking 
drivers whose licenses have been 
suspended and those under the in- 
fluence of liquor. 

Ribicoff also said every uni- 
formed auxiliary State Police 
officer will be stationed at strategic 
traffic points to observe and report 
traffic violators. 

* * * 


Donigan Heads Traffic School 


Robert L. Donigan has been 
named acting director of the Traffic 
Institute of Northwestern Univer- 


Young Folks Win Safety Run— 


Olds Dealer Cal 
Auto Supermarke} 
Buyer’s Best Bet 


ST. LOUIS.—G rebe-ji ‘ische, 
(Oldsmobile), 3400 S. Kingshigh 
way, advertised that it is the fig 
new-car supermarket in St, 

The firm offered 47 new-car t 
and 70 brand new Oldsmo 
serviced and ready for imm 
delivery. No mention was made of 
other brands of new cars. 

Advantages of the supermar 
as listed in the advertisement, jn. 
clude: 

“No salesman to bother you, Np 
sales overhead to add to your cogt 


“Appraisers and clerks on duty ty 
assist you only. Our savings am 
passed on to you, the buyer, Fre 
brochures and price sheets for your 
selection. 

“Prices and equipment posted op 
all cars for your convenience, 

“This is no gimmick, We, the 
oldest Olds dealer family in gs 


Driver and Safety Education Assn.| sity He had been general counsel] James Karl, center, Willard Karl Motors, Inc. (Plymouth-DeSoto), Pasadena, Calif.,| Louis, are attempting to bring you 

at the Ch rysler Corp. Training | for the institute since 1947, He will congratulates Bob Shupp, right, and Clifford Moffet, driver and relief driver respec- | the type of merchandising you have 

Center, Center Line, Mich, — serve until a permanent successor] tively of the 1959 DeSoto which won both the ton miles and upper medium price|found so desirable in other com. 
Retail salesmen, he explained, are | to Ray Ashworth can be named. categories in California's Youth Safety and Economy Run. modities.” 





urged to point out to their custo- 
mers the purpose of automotive 
safety features, to demonstrate 
these features and to encourage 
preventive maintenance as a means 
of providing maximum protection 
to the driver, his passengers and 
other motorists. 
ad 


20-Year Road Plan 
OK’d in California 


California Gov. Edmund Brown 
signed a bill calling for construc- 
tion of a 12,000-mile statewide free- 
way system in the next 20 years at 
an estimated cost of $10.5 billion. 

The freeways will be built in con- 
junction with the Federal highway 
construction program and eventu- 
ally will link all California cities 
with populations of 5,000 or more. 
Brown said estimates indicate that 
the network will cut accidents by 
two-thirds. 

The Automobile Club of Southern 
California said that, by 1980, the 
new freeways will be carrying more 
traffic than all other State roads 
combined, although they will com- 
prise only 11 percent of the public 
roads in California. 


* 


Conn. Tightens 
Crackdown on 


Traffic Violators 


In a move to curb rising highway 
fatalities in Connecticut, Gov. 
Abraham Ribbicoff has ordered 
new measures to make his road- 
safety program the toughest in 
the state’s history. 

His measures call for: 

A special traffic-enforcement 
squad for all through highways, es- 
pecially those on which serious ac- 
cidents have occurred. 

All State Police personnel in uni- 
form on patrol during peak traffic 
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Lawsuits Affecting Dealers ... 
Court Decisions 


Dodge Winners in Texas— 


A 30-day sales managers’ contest sponsored by the Dodge Dallas regional office, 

ced two winners of 1959 models in Texas. C. B. Smith jr., right, sales manager, 

C B. Smith Motors, Austin, and son of NADA's director for South Texas, won first 

ce in the contest and a fully-equipped, air-conditioned Dodge. Second place winner 

was Richard Williams, left, sales manager, Midway Dodge, Inc., Arlington. His Dodge 

wos fully equipped, but not air-conditioned. Dan J. Kraft, Dodge regional manager, 
sands between the two winners. 


By Leo T. Parker 
Attorney at Law 


NEW higher court has held 

that where an old street or 
highway is improved to the detri- 
ment of an automobile dealer, the 
latter will be awarded adequate 
damages. 

For example, in Hot Spring 
County v. Bowman, 318 S. W. (2d) 
603, the testimony 
showed that a 
pre-existing street 
was lowered 
about three feet 
by a county in 
front of an auto- 
mobile agency 
and service sta- 
tion, The higher 
court awarded 
the Bowman Au- 
tomobile Agency 
$10,000 damages L. T. Parker 
although none of its real estate was 
taken and a reasonably good ap- 


proach and driveway was made by 
the county from the street to the 
service station. The court said: 

“A landowner who is damaged 
by a change in the grade of the 
highway is protected by the con- 
stitution to the same extent as 
one whose land is actually taken.” 

A few weeks ago, a higher 

court held void a state law which 
required franchised dealers in 
new automobiles to pay license 
fees while not making it neces- 
sary for nonfranchised or inde- 
pendent dealers to pay license 
fees. 

For instance, in Raymond Clin- 
ton v. General Motors Corp., 318 
S. W. (2d) 577, a state law was 
litigated which provides that deal- 
ers in new automobiles must pay 
a license fee but the law exempts 
dealers engaged in the sale of used 
cars. The court said: 

“There is no reasonable basis for 
placing the franchised dealers 


Dependable systems 
demand 

systems planning 

and engineering 


Whether you’re pressing the button that starts a 1,740 pound roll of 
newsprint through a modern, high-speed electronic press that prints, 
trims, sorts, folds and counts 50,000 newspapers per hour . . . or 
applying air brakes against the weight of a fully loaded vehicle, you 
can be sure of peak performance only when all of the precise and 
interrelated components in the system are designed and engineered 
to work together. 

Air-brake systems could be assembled on a one-component-from- 
here, one-component-from-there basis. But for the most efficient, 
most reliable, most economical performance, you need a complete 
chain of components . . . every one designed and engineered to perform 
a specific function in a closely related system where each device is 
dependent upon another. 

And that’s what you get when you specify a Bendix-Westinghouse 
Air Brake System for your vehicles. Higher performance . . . longer 
life . . . lower cost . . . and Bendix-Westinghouse accepts full responsi- 
bility for the performance of the complete system. That’s why more 
vehicles travel more miles with Bendix-Westinghouse Air Brakes 


than with all other air brakes combined. 


SYSTEM—according to Webster: ‘‘Many parts connected in 
such a manner as to create a chain of mutual dependencies’’ 


AUTOMOTIVE AIR BRAKE COMPANY 
General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif. and Oklahoma City, Okla. 
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under regulation and requiring 
them to pay license fees, while not 
making the same requirements of 
the nonfranchised or independent 


dealers.” 
* * * 


Must Prove Case 


HE courts in all states have 

adopted this law: One who in- 
jures another person, or his prop- 
erty, never is liable in damages un- 
less the testimony proves conclu- 
sively that the injury resulted from 
negligence of the person who 
caused the injury. Sometime proof 
of negligence or lack of it is diffi- 
cult, 

For example, in Bischoff v. 
Newsby’s Tire Service, 333 Pac, (2d) 
44, it was disclosed that one Bis- 
choff drove his car to a tire service 
station, removed one of the wheels 
and took it and a spare tire into 
|the building for a tire change. 

An employe removed the old tire 
and was installing the spare when 
the head of the hammer he was 
using flew off and hit Bischoff in 
the face. The latter sued the 
Newby’s Tire Service for heavy 
damages. 

The lower court refused to hold 
that Bischoff could recover dam- 
ages because he failed to prove 

that his injuries resulted from 
negligence of the service station 
employe. 

The higher court reversed the 
verdict explaining that in order to 
avoid paying damages to Bischoff 
for his injuries the proprietor of 
the Newby’s Tire Service must 

prove to the court that his employe 
was not negligent in keeping the 
hammer in good and safe repair. 
The court said: 

“Although it is not unusual for 
hammer heads to loosen, usually a 
person can tell by the feel of the 
hammer during its use that it is 
loosening. The distance plaintiff 
(Bischoff) stood during the substi- 
tution of tires had no causative 
connection with the flight of the 
hammer head from its handle.” 

= * 





Contrasting Mishap 


OR COMPARISON, see the lead- 

ing case of Severns v. Hamilton, 
214 Pac. (2d) 516. In this case the 
testimony showed that an owner 
took his automobile into an auto- 
mobile dealer’s service station for 
repairs. 

During explanations to a me- 
chanic of the troubles he was 
having with the automobile, the 
owner turned on the ignition and 
the car lurched forward consid- 
erably damaging the wall of the 
service station, and certain equip- 
ment. 


In subsequent litigation, the 
lower court held the automobile 
owner liable for payment of the 
full cost of repairing the building 
and equipment but the higher court 
reversed the verdict explaining that 
the testimony did not prove con- 
clusively that the automobile owner 
was negligent in turning on the 
ignition and starting the motor. 


ADVERTISEMENT 
uiisiaiioeaiieiniatiiiaaememiainiaieemenscanemmatiinneintceiimennedel 


I’M BOB CHILDERS. I want you 
to make two long-distance tele- 


phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
25 for complete details. 





Across the Nation... 
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Auto Dealer Changes 


MEEKER, Colo.—Rob-Coy Chev- 
rolet Co., operated since last fall 
by James Robinson and Joe McCoy, 
has moved to a new home on W. 
Market St. The firm also handles 
Jeep. 


* oe * 


Beard Buys Murphy Deal 

PEORIA, Ill—Paul Beard, pres- 
ident of Paul Beard Motor Co., has 
announced the purchase of Murphy 
Cadillac-Pontiac in Prophetstown. 
The Murphy dealership also handles 
Studebaker and Vauxhall. 


* * * 
Beaty Buys Lot, 5 Buildings 
KNOXVILLE, Tenn.— Beaty 
Chevrolet Co., 437 Broadway, has 


purchased the lot and five buildings 
behind its present building for $15,- 
000. 


* * * 


Larsen Buys Into Russell 


WHITE PLAINS, N. Y.—Carl 
B. Larsen jr. has purchased an 


interest in the firm of W, A. 
Russell Motors, Inc. (Ford), in 
White Plains, Larsen also as- 
sumes the position of vice-pres- 


ident. 
+ of + 


Trio Pair Buick, Rambler 

BROOKINGS, Ore.—Menning 
Buick Rambler Co, has been or- 
ganized by Dean M. Alexander, 
Roger Tilbury and Darlene Swan- 


strom. 
* * * 


Rover Franchises 
17 Dealers in West 


LOS ANGELES. — The following 
Western dealers have been fran- 
chised by Rover Motor Co. of North 
America, Ltd., to handle Rover: 

Banzhaf Farm Machinery Co., 
Ukiah, Calif.; British Motor Sales, 
San Diego; Carbrey Motors, Willits, 
Calif.; Central Motor Co., Wood- 
land, Calif.; Cook Sales & Service, 


OSE A HAREM 


Dealership Crowded— 


This is a portion of the crowd which Emerson Teague welcomed to his Dodge-Im- 
perial-Simca dealership in Salem, Ore. He was a Chevrolet dealer in Independence, 
Ore., for many years. Sam Baker formerly operated the Salem dealership. 


Worland, Wyo.; Dans Auto Sales, | Greybull, Wyo.; Helton Motors, Au- 
Billings, Mont., and Farmers Ex-| burn, Calif.; McCrea Motors, Eur- 
change of Modoc, Inc., Alturas, | eka, Calif.; Mid-City Motors, Tracy, 
Calif. Calif.; Motor Mart of Helena, Hel- 

Also, E, T. Foe & Sons, Inc.,! ena, Mont.; Motorsport Corp., Albu- 


querque, N, M.; Poll Motor Co, 
Sheridan, Wyo.; Sports Cor Sais: 
Inc., Idaho Falls, Id.; Waldron Pau. 
tiac, Placerville, Calif., anc Wrighis 
Motors, Elko, Nev. 


* * * 


2 Mercury Deals Fold © 

NEW ORLEANS. —Tw o ¥ 
cury dealers, Deep South J} 
cury, Inc. Gretna, La. ag 
Riverside Motors, Inc., 8517 
Bernard Highway, St. Bern 
Parish, have closed. 


* * * 


Renault Adds 3 Dealers ~ 


LOS ANGELES.—Three South 
California dealers have been 
to handle Renault. They are E 
Brummett Imports, Oceanside; 
perial Motors, Palm Springs, 
Eddie O’Brien Motors, Fullerton, 


* * * 


Pattison Gets S-P Line 


BILOXI, Miss. — Pattison P 
tiac Co. has added Studeb 
and Mercedes-Benz, The comp 
is owned by George Pattison, 
also operates Pattison Pont 
Co. in New Orleans. 

* * * 


Import Outlet Bows 


MURFREESBORO, Tenn.—Mi 
freesboro Import Motors has he 


|its grand opening at 612 W. Colle 
| St. Ray Dyer and James D. 
| are the owners. 
| * ok * 
| Foppe Building Showroo 

CHARLOTTE, N. C.—A Ramb 
showroom is being constructed 
1019 S. Tryon St. by Andy Fe 
Automobiles. Andy Foppe is p 
ident. 

* * * 


Bell Succeeds Bryant 


GRAND RAPIDS, Mich. 
Bell, formerly a partner in 
Cincinnati Chevrolet deale 
has established C, Bell Che 
Co. here, taking over the 
chise held by Ray Bryant Che 
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of Platt Expands in Florida 
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and Platt Motors at 2118 
Ave. was announced by Harry 
Ford dealer for suburban Louisville 
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Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 


Jacksonville, Florida 


“JUSTIFIED my feeling 
of security and confidence 


in Universal Underwriters” 


Thousands of dealers share John 
A. Spitzer’s feeling of confidence 
in Universal Underwriters . . . be- 
cause they have experienced the 
benefits of Universal’s coverage. 
These satisfied policyholders are 
our most convincing spokesmen. 
Why not see at once if you qualify 
for the same kind of complete 
coverage? 


WRITE OR CALL YOUR NEAREST OFFICE TODAY 
BRANCH OFFICES 


Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 


Westfield, New Jersey 


located in Lafayette. 
* « * 


New Ford Deals Listed 


MINNEAPOLIS.—New Ford 
dealerships in the Upper Midwest 
include Mickey Jeans Ford Sales, 
Forest Lake, Minn.; Tomlinson 
Motor Sales, Madison, Minn.; Arm- 
strong Ford Sales, Galesville, Wis.; 
Les Johnson Ford Sales, Emmon 
Minn., and Gilbert Motors, Gilbe 
Minn. 

Ed 


ca 7 
Buick Deal Formed 


RICHMOND, Calif.—Incorpe 
tion papers have been filed 
Martin Buick and Warren 
Martin, president, says the 
dealership will open in June. 
city is currently without a Buie 
dealership. 


+ * * 


Beveridge Chevrolet Sold 


HAMPTON, Va. — Beveridge 
Chevrolet, Inc. has been sold #@ 
Hampton Motor Corp, Owners o 
the new firm are Harry M. Deans, 
former general manager of Bow 
ditch Ford, Hampton, and W. @ 
Lewis, former operator of Davel* 
port-Lewis Chevrolet, Portsmouth. 

ok * * 


Stewart Buys Texas Deal 


CORSICANA, Tex.—Maco Stew" 
art has purchased Norris-Hamilto® 
Co, (Cadillac-Pontiac-GMC) and 
renamed the firm Maco Motor Ce 
Duren Norris and Snead BH i 
will continue to operate No 
Hamilton Investment Co., a 
car outlet. 











MIDLAND DUPLEX VALVE = Controls for the Growth of a Nation 


Midland products include: Write for detailed information 


Air brakes for the truck and trailer industry MIDLAND-ROSS Jom 
Vacuum power brakes for the automotive industry CORPORATION WHE 


Equipment for the Transit industry ae 
Control devices for the construction industry Owosso Division - Owosso, Michigan 
Midland Welding Nuts for assembling metal parts ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 
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a thing. That income return 
y at counts. 

5 many show large bank bal- 
, but is the cash there? He 
about guts. He mentions 
the weak sisters being elim- 
Sted for the good of all. The weak 
; are those dealers who do 
* want territory security but do 














Wee's territory but their own. 
Tt is evident the large dealer uses 


“select the model of their choice. | 
, they tell the prospect to come 
‘and you won’t go out without 
ng. 
uses the large dealer show- 
along with the demonstrator 
ad a lot of the dealer's time and 
m gives his order to the small 
r for the profit of a pair of 
or a cheap suit. 
- How can a large overhead 
r compete with such ped- 
g? We repeat, WE ARE NOT 
BUSINESS JUST TO BE A 
<j AGE. There are many new- 
“gar dealers who are against 
Werritory security because they 
“indulge in bootlegging cars to 
used-car dealers. As far as the 
independent used-car association 
“is concerned, everyone knows 
what they want and why. When 
-@ new-car. dealer admits that he 
¢annot survive unless he sells in 
‘every dealer’s territory, then he 
should be out. 

With some exceptions, the only 
; n a new-car buyer goes out of | 
Die city to buy is price. There, the 
dealer delivers it at a $50 profit or 


However, by word of mouth this 
brings them some pretty fair deals, 
but they are ruining this business. 

This kind of dealing has de- 
graded and ruined to a large ex- 
tent the automobile business in this 
territory, It has made it hard to 
do business as a good quality 
dealer. I am surprised that my 
three sons do as well as they are 
doing under the conditions. 

We have four other dealers sell- 
ing the same make car within a 
fadius of 15 miles and two mem- 
Bers of one of the dealers live 
about seven blocks from our busi- 
mess and work our city and take 
deals that no profit-minded dealer 


territory security. Does a dealer 
like us need territory security? 

Cross-selling is one thing and 

Should be eliminated. However, 
When the same make car dealer a 
Short distance from you, having 
partner brothers living in your city, 
Solicits your territory to death with 
Crazy deals, then that is something 
else. Some kind of security cannot 
come too soon for us. 

All these meetings and prom- 
ises for some kind of legislation 
with no results are getting tire- 
some and boring. If large dealers 
could and were allowed to move 
into small places with low over- 
head, then they could compete. 
However, not all small dealers 

are against territory security. Deal- 
ers have been hanging on the tree 
long enough. There have been too 
Many dealer surveys and meetings 
and no accomplishments. We should 
get to the point, either yes or no. 
There are too many stakes in- 
volved to have this awful condition 
keep going on if the quality deal- 
ers, large and small, are to remain. 
All sales lost by us in our city by 
these dealers, I am sure, would 
have been made by us and more, 
because of a large selling organi- 
ation which we could have and to 
vhom we could guarantee security 
tor a good living. 
Let’s get this business where it 
belongs for the good of the largest 
majority of dealers—J. R. Burne, 
‘AOldsmobile), Scranton, Pa. 


* * * 


Poll Loaded? 


_ In the July 6 issue of Automotive 
Ews, I certainly want to commend 
ou for your fair treatment of the 
ecurity hearings in which you 
tate that “the hearings show a 
Split not a mandate.” 

As one of the Tar Heel dealers 
ho testified during the hearing 








In the Letterbox 


(Continued from Page 10) 


mat to be chiseling in on everyone | 


owroom and big stock for the| 
modation of small dealers) 
send prospective buyers in to} 
showroom to look over cars, | 


would meet. This is all done for} 
glory and spite because we want} 


and one to whom you refer in your 
article, I should like to briefly ex- 
pound upon one factor, and that 
is the NADA poll. In your article 
| you quoted the first NADA release 
which was 69.2 percent in favor of | 
; the proposed legislation. 

However, during the first day | | 
| of the security hearings, upon | 
| questioning directed to the NADA 
| counsel by Senator Monroney, 
| this percentage was lowered to 





| §9.2 percent once a disclosure was 
made of those voting either “in- 

different” or “undecided.” Not | 
until under direct questioning in 
| the committee hearing itself was 
the full content of the poll ever 

released, 


I am enclosing a brief resume of 
the situation that existed prior to| 
the aforementioned disclosure. As 
you will note, this prior resume did 
have merit because once a full dis- 
cloure was made the percentage | 
shifted. This shift in percentage | 
plus and editorialized query will) 
further explain what we meant by 
| a loaded poll. 


You may be interested to know 
bm we have received many tele- 





phone calls and letters from deal- 
|ers over the nation. Among that 
| group is a very dissatisfied element 
|in Oklahoma, Senator Monroney’s | 
| home state. The dealer opposition | 
is asserting itself from all sections 
| of the nation. 
This is our analysis of the NADA| 
poll : 
s A great deal of furor will be 
| their by NADA over the fact that 
their poll showed 69.2 percent of 
|the dealers in favor of the NADA 
plan, and 30.8 percent against. 
| However, here are the facts: 
Not until March of this year| 
did NADA ever consider a poll on 





However, the poll itself was a farce 
for the question was stated “Are 
you for, or are you against, the 
following permissive legislation: 
Legislation which would permit an 
automobile manufacturer (if he and 
his dealers so desired) to include 
a standard provision in his fran- 
chise agreement which would in- 
crease the dealer’s incentive to 
concentrate his sales and service 
efforts in his factory assigned area 
of responsibility? Please check box 
opposite your answer: 


1. I am for such permissive 


this question, and then only after| 
consistent criticism of their tactics. | 





legislation. 

2. I am against such permissive 
| legislation. 

3. I am indifferent to such per- 
missive legislation. 

4. I am undecided about such 
permissive legislation. 

Will you please note the editorial- 
izing of the query! It’s like asking 
one’s six-year-old son if he would 
like his share of candy increased. 

It is quite obvious that NADA 
feared a straightforward statement 

of the proposition and so attempted 
to whitewash the proposition by 
having the dealer body vote against 
the provision “to increase the deal- 
ers’ incentive” in order to register 
a vote against protected territories. 
The question was camouflaged and 
the answer is ambiguous. 

Further, you will note that 69.2 
percent for and 30.8 percent against 
is 100 percent. These are the re- 
sults as announced by NADA. What 
happened to answers to two of the 
four questions? 

Evidently they were thought im- 
portant enough by the NADA hi- 
erarchy to include in the poll, but 
not to include in the answer, Evi- 
dently those dealers answering “un- 
decided” and “indifferent” were 
thrown out of the counting. This 
would certainly reduce ~-the per- 
centage favoring the NADA plan 
if answers to questions 3 and 4 
were included in the base of figure 
of the tota] votes cast. 

Actually the question is not 
what does the dealer think of this 
plan, but is this plan in the pub- 
lic interest? The proposed bill 
takes away from customers the 
freedom of choice to buy. 

NADA seems determined to put 
a high fence around all new-car 
dealers. I sincerely hope that the 
power of the Federal Government 
will prevent this from happening. 
—R. E. Davenport gr. (Ford), 
Farmville, N. C. 
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ADVERTISEMENT 


PO RSS AR 


coe 


For only a few cents per car per day, Childers Gonpotis prothet your cars fom sun, rain, 
snow and hail. These Childers Continental Carports turn “just another lot” into an attrac- 
tive and profitable outdoor showroom 365 days a year. 


Read Why These 5 Dealers Say: “Childers Carports 
Are The Magic Way To Extra Sales, Extra Profit!” 


Read, too, how yow:can phone 2 of your dealer friends 
long distance -- and Bob Childers pays the cost! 


Little more than one month ago, the 
Childers Carport story was presented 
in this magazine. The response to this 
story has been phenomenal. 

During the past few weeks, hundreds 
and hundreds of dealers across our 
nation have asked for more information 
on how Childers Carports protect and 
glamorize outdoor displays to increase 
sales and cut clean-up and lighting 
| costs 50% and more! 

Because of this unprecedented in- 
terest, dealers who have installed 
Childers Carports were asked to tell, 
in their own words, just what Childers 
Carports have done for them. Here’s 
what they say: 

“Our Childers Thinline Carport will 
pay for itself in a very short time. It’s 
great to do business on our lot in all 


| kinds of weather. Our stock looks better 


and we have a lot more traffic.” 
—Manchester Mtrs., Manchester, Ky. 





Childers Thinline i is the apuiaaaaea new 
carport that gives you America’s lowest 
cost protection for your outdoor display. 


UP TO 36 MONTHS TO PAY 
Install Childers Carports now 
under low-cost Childers 36- 
Month Finance Plan. Let your 


Childers Carports pay for them- 
selves in savings on clean-up and 


large photo above. The revolutionary 
new Thinline is designed for maximum 
beauty and long life at lowest cost. 
You can buy the Continental or the 
new Thinline direct from the factory— 
and Childers pays the freight! 
For complete 


information on how 


lighting cost plus extra profit 
through increased sales! 





“We think our Childers Thinline is a 


Childers Carports can earn extra profits 
for you, please fill out and mail the 
coupon below. 


WE PAY FREIGHT 


beautiful carport and so does everyone 
else. Dealers from all over the state 
say they are going to place an order. 
As you know, three other dealers here | 
in Rensselaer—Felder Chevrolet, Clark 
Motors and Ken Ford’s Auto Supply— | 
have already ordered and installed | 
their Childers Carports.” | 
—Hoover Mtrs., Rensselaer, Ind. | 
“A wise investment and a great aid in 
attracting customers.” | 
—Scrutchfield Mtrs., Guthrie, Okla. | 
“We have our Childers Carport all | 
assembled and like it very much. We | 
want you to have this picture of it for 
your advertising.” 

—Johnson Bros. Garage, Sparta, Mich. | Company 
“Our Childers Carport has taken 70 | Name 
mile-an-hour wind without damage.” 


TO ANY DEALER IN U. S. 
“MAIL THIS COUPON TODAY 


1 
Childers Manufacturing Co., Dept. AN-3 | 
3620 West 11th Street | 
Houston 8, Texas i 

I 


Please rush me complete details on 
Childers Carports, along with a list of 
200 dealers 
installed them, and pictures of actual 
dealer installations. 


(J Check here for independent engineer's 
report on 35-lbs. 
| test of Childers Carports. 


in 30 states who have 


per sq. ft. snow load 


—J. L. Tunnel, Kinsville, Texas. Name & 

You, too, can earn extra profits im - | Tithe  -.........---.-csssss-sssssseseesnsnnsneeneennenens 
mediately with Childers Carports. They 
arrive completely packaged. No special | Address -.......------------s---e-ssesnnseneneesnsensennes 
tools or skills are needed for their easy | 
erection. ae step-by-step instruc- | CO uniitsinticntctniadl BGO... ceccsacinsigh 
tions are included. 

: . here if you would like to 

Childers Carports are made in two | A ee onpars ‘while they earn sotite ! 

styles: The Continental with its archi- | for you. We finance up to 36 mont | 


tecturally-styled fascia is shown in the 


Call any 2 of your dealer friends listed below. Let them 
tell you about Childers Carports. Bill me. I'll send my 
personal check for the calls. No obligation! 


ALABAMA 
Albertville: Clinton Smith Mtrs. 
Alexander City: Dixie Mtrs. 


Fort Wayne: Bob Berry Ford 
Monticello: Kollo! Auto 
Rensselaer: Clark Mtr. Sales 


Bol Childers 


MISSOURI 
Aurora: Charlies White Mtr. 
Camdenton: Laughlin Mtr. 


Calera: Bowden Pontiac Felder Chev. Phillips Mtr. 
Cullman: Culpepper Mtr. Hoover Mtrs. Carthage: Howard Buick 
Decatur: Alabama Auto Parts Ken Ford’s Auto Clinton: Ray Crouch Mtrs. 
Demopolis: Skinner Mtrs. Silver Lake: Kerlin Mtr. Sadier Mtr 


Enterprise: Parsse Mtrs. 
Eutaw: Darby Chevrolet 
Yarbrough Service 
Fort Payne: West Buick 
Lenett: Bartlett Auto Sales 


1OWA 
KANSAS 


Wabash: Geyer Mtr. Sales 
Gus Dorais Chev. 


Keokuk: Tigue Mtrs. 


Columbia: Nathe Chev. 
DeSoto: Meyers & Datillo Mtr. 
Eldon: Tompkins Chev. 
Houston: Ferguson Buick-Pont. 
Romines Mtr. 


Montgomery: C. E. Pitts Mtr. Caney: Toner Mtr. Jefferson City: Central Mo. Mtrs. 

s ates face Seat Sharon Springs: Heyl Mtr. Kansas City: : Art’s Sports 
ee ee ae KENTUCKY Sete near h ieee 

Winfield: Pate Chevrolet Ashland: Troy E. Fairchild Buick Sanders Mtr. Sales 


Berea: Hymer Ford Sales 


ARIZONA A Wheaton: Wheaton Tractor 
Safford: Gila Motors Gade ne a NEW MEXICO 
ARKANSAS Horse Cave: Dee & Jay Mtr. Albuquerque: A. Ray Barker Mtr. 
Fayetteville: Hatfield Pont.-Cad. Liberty: Griffin-Wesley Mtrs. Motorsport Corp. 


Phillips Mtr. 
Fort Smith: Medrick Mtr. Sales 
Hot Springs: Meredith Mtr. 
Marvell: Erwin Mtr. 


London: Reynolds Mtr. 
Madisonville: 
Manchester: Manchester Sales. 
Paintsville: Brown Auto Sales 


Deming: Kenedy Mtr. 
Farmington: Basin Mtr. 
Fort Sumner: Withers Mtr. 
Las Cruces: Mesilla Mtr. 


Universal Mtr. 


Russellville: Rye GMC-Pont. Scottsvi Stephen Auto Exch. 
Siteam Springs: Carl Chev.-Olds.  Yaneoburge J'3 Borpeam Cree” ~—«~Portales: Deans Auto Service 
Walnut Ridge: Tolson Mtr. LOUISIANA Santa Fe: Santa Fe Mtr. 
CALIFORNIA Amite: Hood Mtr. Co Taos: Bill Miller Chev. 
Merced: McCauley Edsel Sales Fi : Weber Ford NEW YORK : 

DeLAWARE Jonesville: Babin Mtrs. Watertown: Kemp's Garage 
Dover: C. F. Schwartz Mtr. Lafayette: Lafayette Mtr. NORTH CAROLINA 

FLORIDA. Monroe: McCain-Roberts Concord: Ed Stallings 


Deland: Inland Buick Co. 

Fort Pierce: Perri Oldsmobile 

Green Cove Sprgs.: Roberts Chev. 

Jacksonville: Reynolds Auto 

New ja Beach: Watkins Ford 
ja: Green Mtr. 

Quincy: Fryer Smith Mtr. 

GEORGIA 

Calhoun: Davis Bros. Mtr. 

Cedartown: Pickett Chev. 

Cornelia: Stovali Tractor 

Covington: Ginn Mtr. 

Edison: Duke Mtrs. 

Rome: Rome Linc.-Merc. 


Oakdale: Scott Cain Mtr. 
Wheeler Chev. 
Ponchatoula: Sellers Mtr. 
Sandersville: Sid’s Auto Exch. 
Thibodaux: Autohome Buick 


MARYLAND 
Cumberland: Gurley’s, Inc. 
MICHIGAN 


Glareton: 


Linden: Close Chev. Sales 
Sparta: Johnson Bros. 


reimeyer Chev. 
Clarkston Mtr. 


Greenville: Brown & Wood 
Murfreesboro: Fisher Mtr. 
New Bern: F & L Used Cars 

OHIO 
Bryan: Donaldson Mtr. Sales 
Waverly: Clarence Vallery 


OKLAHOMA 

Chickasha: Randolph's Auto Sales 
Fairview: Cornelsen Mtr. 
Guthrie: Scrutchfield Mtr. 
Woodward: Ferguson Mtr. 
OREGON 

Grants Pass: Kelt Chev. 

Medford: Lea Motors 


Rapids: Bravata Marine 
Otterbein's 


Union Point: Morgan Mtr. Sparta Mtrs. PENNSYLVANIA 

West Point: Valley Chev. Cleveland: Wilson Mtr. Johnstown: Cambria Mtrs. 
ILLINOIS Indianola: Delta Mtr. Service New Castle: Morrison Buick 

Beecher: R. L. Reising Sales McComb: Lewis-Day Mtrs. SOUTH CAROLINA 

Chenoa: Tinges Sales & Service Robinson’s Greenville: Greenville Auto 

Robinson: Dog & Sods Moss Point: Grafe Auto TENNESSEE 

Rock Island: Buck Buick Port Gibson: Allen Mtr. Dayton: Arnold Mtr. 
INDIANA Senatobia: Brown yo Seer ae 
Bloomington: Barnard Mtrs. Taylorsville: Hankins Ch Gurle: 

Bourbon: Berkeypile Chev. Tupele: Thompson Mrs. Dunlap: Wagner Mate. & Equip. 
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Fayetteville: Roy Warren Buick 
Greenville: Harrison Mtr. 
Madison: Jones Pontiac 
McKenzie: Vaughn's Auto Sales 
Waverly: Eveready Mtr. 
TEXAS 
Amherst: Crow Chev. 
Angieton: Martin Mtrs. 
Aransas Pass: Justin Snyder 
Beeville: Hunt Auto 
Bowie: Bob White Mtr. 

Bowie Mtr. 


Burnet: Fry Mtrs. 
Burton: Zuehike Chev. 
Clarksville: Marchbani 's Pont-Cad 
Dobson 
Clifton: metal Mtr. 
Corsicana: Norris-Hamilton 
Dallas: Earl Hayes Chev. 
El Campo: Wilson Mtr. 
Galveston: Kyle Gilespie Mtrs. 
Houston: Bland-Willis Cad. 
Houston Cont. Mtrs. 
Huntsville: Ear! Morris Mtrs. 
Mallery & Smither 
LaGrange: LaGrange Mtrs. 
Liane: Ratliff Chev. 
Lufkin: Angelina Chev.-Cad. 
Madisenville: P. M. Standley 
Malakeff: Bankston Mtrs. 
McKinney: Cox Chev. 
Mission: ars Mtr. 


Sharyland Impl. 
Muenster: Endres Mtr. Co. 
Mule : C&H Chev. 

: N. W. Smith Mtr. 


Orange: Bob Moses Mtr. 
Gasgow Mtr. 

San Saba: a 

Seymour: ae Chev. 

Sherman: Chase Chev. 

nvilie: Jones Chev. 

Wests Kozelski Mtrs. 
West Columbia: Clyde V. Lee 

VIRGINIA 

Emporia: Capitol Service Station 

WEST VIRGINIA 

Bluefield: W. R. Keesee & Co. 

Parkersburg: Dils Edsel Sales 

WISCONSIN 
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Oklahoma Association Launches Study .. . 


To Raise Truck Profits 


INE out of 10 dealers handling | 

both cars and trucks value the| 
truck end of their franchise, ac-| 
cording to a survey recently made 
by Millar White, truck committee 
chairman of the Oklahoma Auto- 
mobile Dealers Assn. 

The survey was made among 
OADA members as a first step in 
a study of problems of truck deal- 
ers with a look toward assisting 
individual dealers in upping truck 
profits. 

White, a GMC dealer, is the 
chairman of a 10-member commit- 
tee appointed by OADA President 
Jub Bryan, who long has recognized 
that truck merchandising has been 
somewhat of an orphan insofar as 
association activity is concerned. 

In a four-question survey sent out 
to 136 dealers in the state, 122 said 
they did value the truck end of 
their franchise while nine said they 
did not and five did not answer the 


question. 


* * * 


gel ANSWER to the second ques- 
tion “Has it been your experi- 
ence that organizations have been 
able to obtain truck equipment at 
the same discount from the equip- 
ment distributors that you can as 
a franchised truck dealer?” 132 
said yes, three said no and one 
did not answer. 

On the third question, “Do you 
have difficulty in maintaining a 
reasonable profit in truck equip- 
ment purchased from truck equip- 
ment distributors?” 128 said yes, 
three said no and five did not an- 
swer. 

The fourth question, “Do you 
think it would be a good idea to 
devote a portion of our annual 
state convention program to 
truck merchandising and truck 
problems?” should be of consid- 
erable interest to all other state 
associations as well as NADA. In 
answer to this question, 130 said 
yes, three said no and three did 
not answer. 


When over 95 percent of the deal- 
ers feel that they should have a 
truck program at the state associa- 
tion level, it certainly shows that 
there is considerable interest among 
combination dealers at least in 








learning how to operate the truck 


Sports Cab Offered by GMC— 


end of their business more efficient- 
ly and profitably. 
aa 


* * 


‘A Necessary Evil’ 


NE dealer summed up the re- 

sults of the OADA survey by 
comments he added. He said, | 
“Many dual dealers look upon the} 
commercial portion of their busi- | 
ness as a necessary evil and treat 
it like a stepchild instead of look- 
ing upon it as a very important 
portion of their operation that can 
be very profitable. 

“Last year our sales were one 
commercial to two passenger. This 
year, it is nearly one to one—and 
profitably done. 

“I feel that equipment distribu- 
tors should work through dealers 
and not direct with customers, If 
dealers promoted and worked 
with the equipment distributor 
who would work with the dealers, 
the others would be forced out or 
to terms. 

“When the dealers look upon the 
commercial portion as a very im- 
portant part of the business and 
not as a side line, it will be better 
business for all dealers.” 

* * * 

os dealer sums up in his com- 

ments three very basic reasons 
why committees made up of dealers 
who are trying to do a satisfactory 
and profitable truck merchandising 
job should be an integral part of 
every state and city dealer associa- 
tion. 

Many of the problems that face 


TRUCK NEW PRODUCTS, 
Page 34 


the retail dealer in trucks were 
brought on by the dealers them- 
selves. Not necessarily the dealers 
who are endeavoring to do a good 
truck job but by dealers with a 
truck franchise who don’t realize 
—or don’t care—how much they 
injure their fellow businessmen 
by continuing bad practices. 

Another dealer surveyed said, “I 
sincerely feel that OADA can be 
of considerable benefit to car-truck 
dealers and that such help would 
be highly beneficial. 

“With the truck population and 
truck sales increasing at a rapid 
| rate, and with passenger car gross 
| profit at an unsatisfactory level, I 
|think it is highly important that 
|these dual dealers be thoroughly 
| familiar with the truck business in 
| order to take advantage of the 
| gross profit possibilities it affords. 

* cad # 


| Sales at Net Invoice 


ie THE past, of course, many 
dual dealers have handled 
trucks as a necessary evil and have 
been content to recapture only fac- 
| tory net invoice on the sale of these 
units. This, of course, is not desir- 
|able, neither is it necessary. I be- 
lieve OADA can do much to im- 
prove this picture.” 

Other dealer comments included: 

“It is very difficult to sell trucks 

at a reasonable profit.” 

“The truck business is just as 
good as the new-car business as 
far as profit is concerned. Our 
only problem is a few dealers ad- 
vertising at a very low price. 

| They just muddy up the water on 
price. If you intend to do any- 
| thing at the state convention, it 

(Continued on Page 28, Col. 1) 





AMA’s Fact Book Bows... 


Trucks Set 


ETROIT.—Motor-truck use and 
the employment it creates in 
the U. S. are at an alltime high, 


AAA reports in the 1959 edition of | 


Motor Truck Facts, just released. 

The statistical handbook re- 
veals that truck transportation 
now employs 7,400,000 persons, or 





+ 


This sports cab for a GMC wideside pickup is now being offered by the GMC 


dealers. The unit, which is installed by 


the factory, sells for $500, The interior 


measures 53 inches high, 74 inches wide and 98 inches long. The unit offers over- 
night accomodations for up to five persons. The exterior is all aluminum, finished in 


aviomotive enamel. 


New Marks 


one of every 10 employed men 
and women in the nation. 

Last year, the publication adds, 
11,200,000 private and public owned 
trucks were in use on U. S. streets 
and highways—a new record. 
|Trucks account for nearly 17 per- 
cent of total U. S, motor-vehicle 
registrations, it says. 
| The book also shows that trucks 
|haul 1.6 billion tons of freight a 
| year—more than any other type of 
carrier. 


| 


* * * 





THE 1959 edition, with 48 pages| 


of charts and tables, also covers 
such subjects as truck production, 
highways, scrappage and special 
uses of trucks, Following are some 
of the book’s highlights: 


A total of 31 million motor | 


trucks have been produced in 


the U. S. since the beginning of | 


the truck-manufacturing indus- 


try. 

Trucks travel more than 113 
billion miles annually. More than 
600,000 trucks and buses were 
scrapped in the U. S. last year, 
compared with 664,046 factory sales. 

There are 59,000 truck fleets of 10 
or more vehicles in operation. 

The number of trucks have in- 
creased from 2.2 million to 3 mil- 
lion in eight years. 

One-third of all special taxes 
on highway users—$2.5 billion are 
paid by motor truck operators. 

One of every five trucks manu- 
factured in the U. S, is exported, 
with Latin America the biggest 
market. 

Some 30,000 retail dealers sell 
motor trucks in the U. S. 


Truekin’ 


- + by Jack Weed 


T BEGINS to look as if the boys 


of the Truck Body & Equipment | 
Assn. are going to have one of their | 


best conventions in Chicago this 
fall, They meet at the Hotel Sher- 
man Oct. 5-7 for their 12th annual 
gettogether. 


ager, says that all but 68 of the 


and equipment exhibition have 
already been sold and that ad- 
vance registrations are exceeding 
those of any other convention. 

With Chicago being one of the 
| major hubs of truck transportation, 


tors will expect to get dual results 


Trucks Haul More 
Of Frozen Foods 


Advantages Cited 
Over Rail Carriers 


4d wees hauled 56 percent of the 
total interstate shipments of 
frozen fruits and vegetables in 1957 
as against 53 percent for 1955, ac- 
cording to a report published by 
|the U. S. Department of Agricul- 
ture. 


According to the report, truck 
shipments predominated in all or- 
igin areas outside of the Mountain 
|and Pacific regions where rail car- 
| riers hauled 69 percent of all inter- 
state shipments in 1957. 

While the market study does 
not include any data on ship- 
ments since 1957, it still is re- 
garded as the latest authentic 
measure of the rapid increases 
| that have been made in the 
| movement of refrigerated prod- 

ucts. 

The market for truck shipments 
increased substantially during the 
| 1955-57 period. In 1955, 10 percent 
of all truck shipments equal to 








| 39.5 million pounds moved to mar-| 


| kets beyond 1,500 miles, while in 
1957 truck shipments to these dis- 
|tant markets totaled 62.5 million 


shipments of frozen fruits and 


| vegetables. 
ok * * 


| WUFTY-EIGHT of 107 processors 


tages of rail carriers for hauling 
(Continued on Page 29, Col. 2) 


How They Fared... 





| First 5 
| Make Months, 
1959 
Chevrolet 
Ford 


International 


11,541 
283,851 


|from showing 


Art Neusse, association man- 


it is easy to see that many exhibi-| 


| pounds—or 13 percent of all truck! 


reported one or more advan-| 


in this exhibition, 
Not only will they catch the dis- 
tributors of bodies and equipment 
from all over America, but they 
can expect to get a plus showing 
to the “walk-in” truck dealers and 
fleet operators of the area. 


The business end of the conven- 


| tion will cover manufacturing and 
190 display booths in the body | 


engineering problems of the indus- 
try and will include sessions on 


| merchandising and business ac- 
| counting. 


And as usual with the TBEA, the 


| ladies attending will be well taken 


care of with luncheons, style shows, 
a trip to one of the most fabulous 
shopping centers in the nation and 
a matinee performance of the 


“Music Man.” 
* 


Container Talk 


NE of the outstanding items on 

the agenda of the Truck Trailer 
Manufacturers Assn. meeting last 
month was the talk by Kenneth H. 
Tuggle, chairman of the Interstate 
Commerce Commission, on the 
growth of the containerization pro- 
gram. 

He looks to the wide use of 
containers, when they are stand- 
ardized in size and method of tie- 
down, as a big step forward in 
different modes of transportation 
being able to work together, 

He warned, however, that the de- 


velopment of the container system 
(Continued on Page 31, Col. 1) 


Truck Sales Show 
36.7 Pct. Rise 
Over 1958 Level 


By Kenneth C. Kelley Jr. 
Staff Writer 
N EW-TRUCK registrations in 
May totalled 86,566, up 36.72 
percent from the 63,314 units reg- 
istered in the like month of last 
year. 

Figures from R. L. Polk & Co. 
show that the May total ran 5.71 
percent below April registrations 
which amounted to 91,805 units. 
Even so it was the best May for 
the truck industry since 90,627 
units were sold in May of 1951. 

All makers, with the exception of 
Diamond T, shared ih the May 
sales increase over the year-earlier 


* * 





98,960 
79,288 
36,421 
21,202 
15,790 


total. The producers and their reg- 


(Continued on Page 30, Col. 3) 
” + * 


| Commercial Car Registrations 


By Makes 


First Five Months, 1959 vs. 1958 


First 5 
Months, 


Percent 
Points 
Change 


Percent Percent 
Share of Share of 
’59 Market ’58 Market 
35.76 34.86 
29.04 27.93 
10.29 12.83 
7.64 VAT 
5.89 5.56 
2.74 2.66 
1.64 1.78 
1.53 1.64 
-69 67 
27 Al 
12 12 
4.39 4.07 


100.00 


1958 


7,548 
5,055 
4,640 
1,904 
1,175 

327 


100.00 


* White includes Autocar, Freightliner, Ree and Sterling. 


** Miscellaneous includes Corbitt, 
Peterbilt, etc. 


Diveo, 


FWD, Kenworth, Marmon-Herrington, 
—Compiled from R, L. Polk & Co, data. 
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GMC OPERATION “HIGH GEAR" builds 


extra value into every “Farm-Bred Truck!" 





Opsiation High Gear GMC 5 ewrepng engineering. design ond quality 
control pragram brings you more truck for your money thee ever before! | 


Operation "High Geor” GMCs sweeping cagineering, design and quotity 
pateet program brings you mare truck fer your money thon ever before! 





GMC OPERATION “HIGH GEAR” builds 


extra value into every “Farm-Bred Truck! 


TT WN 


Jd 


TS 


5 


Opwratien ‘High Gear GMC s sweeping engineering. derign ond quatety 
rentrol program brings you more teurk for your money thas ever before! | 


GMC Builds Truck Sales In 
The No. 1 Farm Magazine 


Automotive manufacturers know that FARM JOURNAL families are the best automotive cus- 
tomers in the country. They own and operate more than half of all the passenger cars and 
trucks on farms. 


That is why GMC supports its dealers with consistent advertising in FARM JOURNAL. 
And this is the kind of support dealers understand and appreciate. 


GMC Dealers know the selling power of FARM JOURNAL. They know that GMC truck 
advertising in FARM JOURNAL covers their best rural customers and prospects with the 
density of a local newspaper. 


GMC OPERATION “HIGH GEAR® builds GMC OPERATION “HIGH GEAR” builds 


extra value into every “Farm-Bred “Truck!” extra valuc into every “Farm-Bred Truck!” 


Up cabon thigh Gear’ GMCs sweeping engineering. dewgn snd quality: area g Opcratran Megh Gear GMC 5 sweeping engineering. dexign end quolity- 
“ontrel program brags you more truck fer your maney than ever batere! Lentat pragram Brings you mere truck fer your money thon ever betove! 
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The magazine most of 
the best farm families 


everywhere depend on. 


GMC OPERATION “HIGH GEAR" builds 


extra value into every “Farm-Bred Truck!” 


Operaten High Gear” GMCs sweeping engineering dengn ond quaicty 
ceutical progemm trngs you more truck for your money than ever before! 


Piste s taba tae toe: aim oboe SME, SP edliene’? pathage 12 ai teandk 
a 


des Whster © MRE Bigesetgn aan tbe ome § 


ee 3 e 
wee te MR, Bae A cee te kt Mig tenes Daxatties 


Mie « Retain: Gear « Mca 
eee Pie Uae He oe | Rasteeuaie. 
ee ee 
nt Rename esate nitaae Gea © Easanie Shae T et 
wR meteacctas, 9 MER tend Bat nid So fb omg tan to Buen 
F emgies Feet yankeleaies Shamed semmhier gliee eats te tenet 
> ad 


7 a ue 








lahoma Group Launches Stud a 


$$$ Pr mdunches Study... 
Geared to Aid Truck Dealers 
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k manufacturers and the manufac. 
turers of bodies and equipment can 
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would be to work on these low 
Price ads.” 

“No dealer should hold a truck 
franchise unless he can show a 10- 
percent gross profit on any sale. 
Unfortunately, a lot of trucks are 
being sold for $25 flat or less.” 


* a * 


N ADDITION to complaints on 
dealers who “muddy up the wa- 

ter” by persistently cutting prices 
below the possibility of profit, the 
dealers surveyed were equally out 
of sympathy with the merchandis- 
ing practices of many body and 
equipment distributors. 

One dealer expressed the view of 
many when he said, “I cannot un- 
derstand why equipment sources 
are prone to sell anyone who enters 
their place of business at the same 
Price as dealers buy. The gross 
profit on equipment to dealers is a 
joke.” 

Several dealers offered sugges- 
tions on how to eliminate the two 
problems mentioned here. One 
dealer realistically says, “A large 
Portion of the business done by 
equipment distributors derives 
from truck dealers, Many distri- 
butors agree on the need for pro- 
tection and profit for the truck 
dealer but, unless all subscribe, 
Price cutting eliminates the deal- 
er.” 


Another says, “A simple state- 
ment from body manufacturers 
that they will sell only through 
authorized truck dealers would 
help.” 


* * * 


Ready to Leave Business 


yas is in line with a statement 
recently made by the owner of 
one of the largest and best-oper- 
ated truck body and equipment 
distributorships in the nation to the 
elias nice sedeesnees a 


Meeting Slated 1h 
By Equipment 
Interchange Body 


WASHINGTON. — The first an- 
nual meeting of the National Mo- 
tor Equipment Interchange Com- 
mittee is scheduled for Sept, 10-11 
at the Muehlebach Hotel, Kansas 
City, according to George Briggs, 
NMEIC chairman and President of 
Briggs Transportation Co., Eau 
Claire, Wis. 

On Sept. 10, he said, the subcom- 
mittee on equipment rental charges 
will meet. C. James McCormick, 
president, Indianapolis & Southern 
Motor Express, Inc., Vincennes, 
Ind., is chairman, This group rec- 
ommends the standard charges now 
in effect between the nearly 500 
motor commen carriers embraced 
in the NMEIC agreement, 

The subcommittee on finance and 
membership meets the same day. 
It is headed by Donn MeMorris, 
vice-president of Denve r-Chicago 
Trucking Co. and treasurer of 
NMEIC. He said his group will 
consider ways to increase carrier 
Participation in the agreement. 

Meeting the same day will be the 
interchange . advisory Panel to be 
composed of operations and other 
Personnel having direct charge of 
equipment interchange in common 
carrier companies. 

On Sept. 11, the NMEIC commit- 
tee, composed of some 32 carrier 
representatives from all districts in 
the U. S., will meet in conjunction 
with any interested members par- 
ticipating in the agreement. 

Additional} information about 
NMEIC membership is available 
from K. R. Hauck, secretary, 1424 
ew ae St, N. W.,, Washington 
6,D. Cc. 


Waukesha Buys Inventory 
Of California Distributor 


WAUKESHA, Wis. — Waukesha 
Motor Co. has purchased the inven- 
tory of Waukesha and Climax en- 
gines and parts from its distribu- 
tor, Waukesha Southern California. 

The firm also is planning to open 
branches in Watts, Bakersfield and 
Ventura, three communities for- 
merly served by the distributor. 
Waukesha already has a branch 
and warehouse at Vernon. 


effect that, if the body makers did 
not quit encouraging their outlets 
in the cutting of prices by giving 
the distributor a special low price 
to undercut a tompetitor 9n many 
deals, he was seriously considering 
getting out of the business. 

This distributor is the second- 


Lease Group Hits 
Membership Peak 


CHICAGO.—More than 25 firms 
have become affiliated with the 
National Truck Leasing System in 
recent months, bringing member- 
ship to an alltime high, according 
to W. Howard Amor, president. 

Amor, who heads Trucklease, 
Inc., Cleveland, said most of the 
new members are expected to par- 
ticipate in the organization’s 15th 
annual meeting which is scheduled 


generation head of a business that 
has been looked upon as a solid 
distributing firm ever since there 
has been a truck business. 

While the suggestion of the 
dealer that a statement from the 
body and equipment makers that 
they would sell only through 
franchised truck dealers would 
help, of course, it will take more 
than that to clear up the “muddy 
waters” that exist in many areas. 
It will take not only compliance 
with the statement but also Polic- 
ing of the wayward distributors 
to make it stick. 

This has been done in the past 
by several of the nation’s biggest 
and strongest distributing bodies. 
As a result of their action, the re- 
lations between franchised truck 
dealers and distributors cleared up 
quickly. 


* * * 


MANY feel that the industry is at 


Truck Tips 


Among the truck users who 
normally buy this month are 
operators in automotive, cartage, 
clothing and _ textiles, farming, 
fuel oil, moving and storage, 
service stations and school 
buses. 

Those who normally buy in 
September and who should be 
contacted intensively this month 
are bakers, door-to-door deliver- 
ers, livestock haulers, newspa- 
Pers and radio and TV dealers. 

Those who normally buy in 
October and who should be con- 
tacted now deal in chemicals, 
coal and confectioneries, as well 
as contract haulers, department 
stores, druggists, florists, furni- 
ture dealers, grocers, hardware 
men, house furnishers, meat and 
poultry vendors and dairies. 


active truck committees at the na- 
tional and state level of NADA can 
do much to clarify the merchandis- 
ing air. 
Many also feel that such commit- 
es working with both the truck 


es 


do much to bring real profits back 
into the business for both th fran. 
chised truck dealer and th. 

and equipment distributor, 


These committees also might 
have a very softening effect on 
another dealer’s complaint as 
voiced in this survey. This dealer 
said, “Too much pressure from 
the factory to handle trucks ona 
‘no profit’ basis, They ask you te 
sell at a profit but also ask for 
too high a quota to get a Profit.” 


Dealers composing the OADA 
Truck Committee are Millar White, 
General Truck Co. (GMC), Okla- 
homa City, chairman; Orval Spann, 
Spann Motor Co, (Dodge), Ada; 
Howard Crager, Crager GMC, Tul- 
sa; E. B. Ward, Ward Chevrolet, 
Stillwater; Jim Flemming, Flem- 
ming Chevrolet Co., Pryor; R. §, 
Townsend jr. Townsend Edsel 
Sales (GMC), Shawnee; O. E. Brit- 
tain, O. E. Brittain Motor Co. 
(Ford), Fredrick; Claud Collier, 
Claud Collier Chevrolet-Buick Co., 
Atoka, and Quincy Johnston, 


for Sept. 14-17 at the Ambassador such a point again. Quincy Johnston, Inc. (Harvester), 
Hotel, Chicago. There seems no question but that| te Woodward. 


SPICER 12-SPEED 
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Trucks Hauling More 


as compared with carriers; 3. 
Greater reliability; 4, Better 
trucking equipment; 5, Easier to 
contact; 6. Better delivery serv- 
ice; 7%. Know how to handle and 
protect frozen fruits and vege- 
tables, 

Top disadvantages cited motor 


29 


available; 3, Quality of equipment 
not always satisfactory. 


The principal advantages of 
using their own trucks as report- 
ed by processors were better 
service on LTL and short haul 
movements, more control over 
equipment and more personal 


carriers were: 1. Unwillingness to 
haul less than truck load _ ship- 
ments; 2. Rates too high; 3. Trucks 
not readily available; 4. Unwilling- 
serving customers without rail sid-| ness to serve off-line points; 5. Re- 
ings. strictions on number of pick-ups 
The top advantages cited for | and stop-offs. 
the regulated motor carriers 7 
were: 1, Truck readily available; 
2. Greater financial responsibility 


service to customers. The diffi- 
culty in getting back hauls, the 
large investment required and 
too much supervisory detail were 
reported most frequently as dis- 
advantages of owning one’s 
own equipment, 


Great strides have been made in 
the development of better refriger- 
ation equipment for truck hauls 
since this survey was made. Both 
the Truck Trailer Manufacturers 
Assn. and the Truck Body and 
Equipment Assn. have had active 
committees studying the problems 
of low temperature body construc- 
tion, and just recently the Budd 
company of Philadelphia has open- 
ed a testing center for testing and 


Of Frozen Foods 


(Continued from Page 26) 


these commodities, while 61 report- 
ed one or more disadvantages. 

Of 17 rail advantages reported by 
the 58 processors, the top three in 
terms of number of times reported 
were: 1. Lower rates on cross- 
country hauls involving 60,000-to- 
85,000-pound shipments per car; 2. 
Ability to haul larger single lot 
shipments, and 3. Mechanically re- 
frigerated cars maintain consist- 
ently lower temperatures than 
trucks. 

Top disadvantages given were: 
1. Service too slow; 2. Insufficient 
number of pick-ups and stop-offs 
allowed; 3. High freight rates on 
medium and short hauls and on 
LCL; 4. More difficulty and costlier 
to load and unload; 5, Difficulty in 


+. 
| Equipment Varies 


HE inconsistency concerning 
equipment availability is ex- 
| plained by the fact that the report- 
ing processors represent most of 
|the country’s major producing 
| areas, and among these areas there 
DEARBORN. — D. F. Ball, |is considerable variation in the 
heavy truck sales manager for | supply of regulated motor carrier 
Ford division, has announced | equipment. 
availability of a new “concrete | Top advantages given for exempt 


mixer application data book.” motor carriers were: 1, Lower developing even better insulation 
It is designed to assist ready- 


|rates; 2. Availability of equip-|anq body construction. 
mix concrete and construction 


ment; 3. Willingness to haul less . - oe 
companies in proper truck selec- | than truck load shipments. 
tion. The 30-page booklet is avail- | a ee eee 


Top disadvantages cited were: : 
. 7 . % vegetables, fruits and other 
able through Ford dealers. 1. Require more investigation be commodities is growing perhaps 


fore using; 2. Trucks not readily faster than any other phase of 


trucking in both over-road and re- 
tail delivery. New lighter and more 
efficient equipment is constantly 
being developed. 

In the Department of Agriculture 
study the 55 motor carriers includ- 
ed in the study used 3,126 trailers 
in 1957 for over-the-road hauling of 
frozen fruits and vegetables. These 
included 3,078 semi-trailers and 48 
full trailers. 

Data on the age of the equip- 
ment was obtained on 3,008 of 
these units. Equipment less than 
two years old numbered 1,317 
units; vehicles two and three 
years old, 1,043; four and five 
years old, 372 units; six and seven 
years old, 205 units, and eight 
years or older, 71 units. 


Since 1955, the report states, the 
trend has been toward trailers of 
35 feet in length or longer, As the 
national road program progresses 
and states ease up on length re- 
strictions, it can be expected that 
these trailers will be made even 
longer. 

On thickness of insulation, as re- 
ported on 2,834 pieces of equipment, 
64 units had two inches or less in 
the walls, 1,788 had three and four 
inches, 982 had five and six inches. 
In the floors, 64 had two inches or 
less, 1,520 had three and four 
inches, and 1,250 had five and six 
inches. In the ceilings, 64 had two 
inches or less, 1,598 had three and 
four inches, and 1,172 had five and 
six inches. 


Ford Issues Booklet 


For Concrete Mixers 


Double Winner— 


First in the Chicago region to win both 
the Dodge truck-of-the-month double dia- 
mond award and the Dodge car Key Club 
award is Salesman Edgar R. Miller, Clau- 
son Bros, Auto Sales Corp., Chicago, who 
received 75,000 prize points. Presenting 
the awards are, from left, Glen Neis, re- 
gional truck manager; Miller, and Dealer 
Carl Clauson. 


TRANSMISSIONS PASS 
MILE TEST! 


T. J. Carter, Vice President of Fleet, and Chas. 
S. Willis, Superintendent of Maintenance, ex- 
amine the pilot model Spicer 12-Speed Transmis- 
sion. This unit now has over 250,000 miles of 
perfect performance behind it. Interstate Motor 
Lines disassembled the pilot model at 71,000 
miles for inspection of bearings and synchroniz- 
ing units. Only minor adjustments to air controls 
were needed. 








* x * 


Mechanical Units 


APPROXIMATELY 95 percent of 
the regulated trailers had me- 
chanical refrigeration units com- 
pared with 89 percent of the ex- 
empt trailers. Types of refrigeration 
used were: Mechanical refrigera- 
tion, 2,662 units; ice bunkers with 
blowers, 70; dry ice on top of load, 
102. This latter type excludes those 
carriers which reported using dry 
ice to supplement their mechanical 
refrigeration during extremely hot 
days. 

Regulated motor carriers report- 
ed the use of floor racks in 2,197 
trailers and wall rack or strips in 
1,722 of the 2,505 trailers used in 
over-the-road hauling. 

Exempt carriers reported they 
used flaor racks in 300 of their 
311 trailers and wall racks in 193. 
On a percentage basis, floor 
racks were used in 88 percent of 
the regulated trailers and in 91 
percent of the exempt trailers. 
On the other hand 69 percent of 
the regulated trailers contained 
wall racks or strips compared 
with 58 percent of the exempt 
trailers. 

An idea of the growing impor- 
tance of refrigerated movement of 
fruits, vegetables, fruit juices and 
fish can be seen in the latest AMA 
Truck Facts. Forty percent of the 
fish, 64 percent of total fruit and 
71.4 percent of total vegetables 
move by truck today. 

Fifty-nine percent of all Florida 
citrus fruit flows north by truck 
and a large percentage of frozen 
fruit juices is shipped out of the 
state in refrigerated trucks. Ac- 
cording to Truck Facts, 59.9 per- 
cent of all Florida grapefruit, 58.4 
percent of the oranges and 62.1 
percent of the tangerines are 
hauled by truck. 


Interstate Motor Lines, highway transportation pioneer headquartered in Salt Lake 
City, has logged well over 4,000,000 maintenance-free miles on 53 Spicer 12-Speed 
Transmissions, Mode] 8125. 

IML is routed in the West—and blazes highway haulage trails over and through 
the Rockies, the Sierra Nevadas and the Wasatch Mountains. High-altitude wintry 
blasts and the fierce heat of salt-flat deserts have taken turns proving that Spicer 
12-Speeds will operate trouble-free under the worst conditions. 

T. J. Carter, IML Vice President of Fleet, says, ‘“‘We specify Spicer 12-Speed 
Transmissions because of their light weight, short overall length, high torque capacity 
and low maintenance cost.” 


Write to Dana Corporation for complete information on Spicer 
12-Speed Transmissions. Ask for the booklet that tells how to 
shorten your wheelbase by a foot, increase payload by 200 pounds, 
eliminate the auxiliary transmission and two-speed axle. 


<= DANA 


CORPORATION 
SERVING TRANSPORTATION — Transmissions e Auxiliaries e Universal Joints Clutches e Propeller Shafts 


Toledo 1, Ohio 
Power Take-Offs e Torque Converters e Axles e Powr-Lok Differentials e Gear Boxes e Frames 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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Designed for 'Walk-Through' Loading— 


“Swing-in, swing-out" doors of new Aerobilt shipping containers are said to permit 
“walk-through” loading and unloading of paired units while still aboard flatbed 
trucks or rail cars. The door of one container can swing into the adjoining container 
permitting loading and unloading operations to be carried out as they would with 
any standard truck trailer, When closed, the doors lock to a watertight seal by 
means of an articulate periphery seal. The aluminum containers were developed by 
Aerobilt Bodies, Inc., a subsidiary of Grumman Aircraft Engineering Corp., Beth- 
page, N. Y. 





LAST 
3 to 10 TIMES 
LONGER 


Through billions of miles of heavy-duty 
service, Eaton Inductalloy Axle Shafts have 
proved their ability to deliver superior 
performance. Freedom from break-down— 
more time on the road, less time in the 
shop—plus thousands of trouble-free miles 
added to axle life, mean lower over-all 


operating cost. 


failure. 





Eaton’s exclusive method of dual hardening truck axle 
shafts produces an extremely hard case extending deep 
into the material structure, and enables Inductalloy Axle 
Shafts to handle more work and abuse without fatigue 
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Month Is Best Since 1951... 





Truck Sales Up 36% 


(Continued from Page 26) 
istrations for this May and last}creased sales in the first five 


are: 














May, May, 

1969 1958 
Chevrolet 23,207 
BEE, wicnicectevsmivetiniveteens 17,424 
Internationa] _........ 9,940 7,542 
SID ccussmpctinwbivenvesingeest 6,479 4,752 
Dodge ....... 4,406 3271 
TPES. vcexectrcnmsneecomnes 2,181 1,447 
White ..... 1,485 1,131 
ae 1,249 1,125 
Studebaker ........... 555 424 
Diamond T ............ 205 245 
Brockway ................. 106 70 
Miscellaneous. ........ 3,676 2,676 
OP RTRMA | ssicksoreciqeas 86,566 63,314 


Truck sales in the first five 
months of this year totalled 382,427, 
a gain of 34.73 percent over the 
283,851 sales in the first like period 


of last year. 
* * * 


A producers, with the excep- 
| tion of Diamond T, showed in- 


EATON 
INDUCTALLOY 
SHAFT 


months. Seven increased their mar- 
ket penetration as well as sales. 
The seven, their unit sales in the 
first five months, percent of market 
and percentage-point gains are: 
Chevrolet, 136,773 units sold, 35.76 
percent of the market, a gain of 


Winter-Weiss Appointed 


Hobbs Trailer Distributor 


DENVER. — Winter-Weiss Co., 
manufacturer of truck equipment 
and heavy-duty oil-field machinery, 
has been named a distributor of 
truck-trailers built by Hobbs Trail- 
ers, Fort Worth. 

Winter-Weiss sells and services 
its products throughout 13 states, 
and has franchises with 800 auto 
dealers, 85 implement dealers, 25 
truck-trailer dealers and 12 dis- 
tributors, according to Adolph D. 
Weiss, president. 





hie Wew tuucks ov Old - 
earon INDUCTALLOY 


AXLE SHAFTS 










Eaton Inductalloy Axle Shafts are available not only in ORDINARY 
‘ s AXLE 
new axle equipment, but also as replacements for earlier SHAFT 
models. 
AXLE DIVISION 
EFA MANUFACTURING COMPANY 
CLEVELAND, OHIO 





.90 points; Ford, 111,038 units, 29,94 
percent, up 1.11 points; GMC, 29. 
227 units, 7.64 percent, up 37 
points; Dodge, 22,541 units, 5.89 per. 
cent, up .33 points; Willys, 10,499 
units, 2.74 percent, up .08 points; 
Studebaker, 2,622 units, .69 percent, 
up .02 points, and miscellaneous, 
16,797 units, 4.39 percent, up 3 
points. 

Brockway maintained its mar. 
ket penetration at .12 percent on 
sales of 452 units. 

The four producers whose mar. 
ket share declined, their sales, per. 
cent of market, and percentage. 
point losses are: 

International, 39,338 units sold, 
10.29 percent of the market, down 
2.54 points; White; 6,258 units, 1.64 
percent, down .14 points; Mack, 
5,850 units, 1.53 percent, down .11 
points, and Diamond T, 1,039 units, 
.27 percent, down .14 points. 

* * ok 
ALIFORNIA maintained its 
usual position as the top truck- 

buying state in May. The top 10 
states and their registrations for 
this May and last are: 


May, May, 

1959 1958 

1. California ......... 9,430 5,640 
er 5,510 5,497 
3. New York ............ 4,124 3,285 
4. Pennsylvania ...... 3,866 2,991 
5. Michigan .............. 3,799 2,602 
iy ED: secvasteninsocis 3,577 2,533 
Be QDs dbcesesctisidlesivess 3,475 2,451 
8. Georgia ................ 2,778 = 2,677 
SS ee 2,764 1,436 
10. Oklahoma. ............ 2,708 1,227 


May registrations topped the 
year-earlier totals in 45 states and 
the District of Columbia. Four 
states—Connecticut, Kansas, South 
Dakota and Massachusetts—show- 
ed declines. 


ICC Curb Asked 
On Rails Using 
Irregular Runs 


WASHINGTON.—T he Interstate 
Commerce Commission has been 
asked to exclude specifically the 
trucking subsidiaries of rail- 
roads from any consideration in an 
ICC proposal which would permit 
regular route motor common car- 
riers to operate over irregular 
routes. 

In a statement filed with the ICC, 
the American Trucking Assns. said 
that the ICC apparently had not 
intended to “encompass considera- 
tion of operations by rail-controlled 
or affiliated motor common car- 
riers of property” in its proceeding 
to determine whether changes 
should be made in the certificates 
of public convenience and necessity 
issued to motor carriers. 

If such were the case, ATA said 
that the Commission should “issue 
an order which will specifically 
preclude any consideration of oper- 
ations as conducted by such car- 
riers.” 

However, if the Commission did 
intend to include consideration of 
operations by rail trucking subsidi- 
aries, ATA requested that the 
present certificates issued to such 
subsidiaries “not be changed or 
modified” because to do so would 
violate the National Trarisportation 
Policy and provisions of the Inter- 
state Commerce Act. 


ICC Check Spots 


Defective Trucks 


BUFFALO.—A weeklong Inter- 
state Commerce Commission safety 
check of trucks near Silver Creek 
disclosed that approximately 17 
percent of the heavy vehicles 
stopped for inspection were found 
defective. They were ordered out of 
service until repaired. 


Robert C. Beardsley, ICC district 
supervisor, said the checks are con- 
ducted on a nationwide basis four 
times yearly. 

He said that an estimated 180 ve- 
hicles were stopped after leaving 
the weight-station on Route 20. 
About 30 were found defective to 
the point where a breakdown or an 
accident could have resulted from 
continued operation, he said. 


Trailmebile Expands 
JERSEY CITY, N. J.—Trail- 
mobile, Inc., has opened a sales and 
service facility here at State High- 
way No. 1 and Sip Ave. 
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Truckin’ eeee By Jack Weed 
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should be “evolutionary and not! provisions when handling his turn- 


revolutionary.” 

He pointed out that two major 
problems must be solved soon: 
Standardization and rates. He was 
encouraged, he said, to see that 
some progress is being made on 
the former, Concerning rates, he 
said the main responsibility of the 
ICC is to see that charges are 
“reasonable and free from undue 
prejudice and. preference.” 


* * 
ICC’s Views 
“JN SHORT,” he said, “the com-| 
mission is solidly behind prog-| 
ress in the transportation industry 
through the use of containers.” 

On the other hand, he noted “it| 
intends to see that the container is 
not used as a subterfuge or device 
for cut-throat competition and that 
the purpose behind containerization 
remains at the level of better, more 
economical and more efficient serv- 
ice to the shipping and receiving} 
public.” 

It is the consensus that de- 
mands of the public will guide 
the container use to its final 
place in transportation. 

Today some of the larger over- 
road haulers are bucking the use 
of containers because the water) 
carriers are jumping into their use| 
faster than other modes of hauling | 
freight. Some also fear the collap-| 
sible rubber tank type of container | 
that is now beginning to be used by 
some haulers as a means of hauling 
a solid load one way and a fluid| 
load on the return trip. One hauler | 
in the Northwest is hauling live-| 
stock one way and bringing mo-| 








lasses back to his home port on the} 
return trip. 

If the container produces the 
savings in handling and inter- 
change of freight from one mode of | 
transportation to another that it| 
promises at this early stage in its| 
development, these reactionaries | 
will no doubt quickly adopt it be-| 
cause the public will demand it. | 

ok * ok 
| 


| 


Righting the Record 


gees goofed in titling W.| 
W. Johnson, of International | 
Harvester, in a recent appointment | 
notice. Just to set the record right, 
W. W. is used-truck merchandising 
manager, He’s the guy in that com- 
pany who helps the dealers sell 
the tradeins at an acceptable net. 

H. S. Watson Co., Toledo and 
Emeryville, Calif., has published 
a compact and highly informative 
Truck Equipment Handbook for 
truck salesmen that is one of the 
most complete I have ever seen. 
It takes up tires, axles, transmis- 
sions, brakes, load distribution and 
power dividers of all types, and in- 
cludes tables of commodity weights 
and other useful information that 
a truck salesman needs every day 
in trying to figure out the right 
truck for the job. 

Watson has put a price of one 
buck on the booklet and I think 
it is worth every penny of it. I 
know I am going to save the one 
Mark Anthony sent me. 

The ICC has issued new brake 
Tegulations S193.40 on “adequacy of 
brakes” and S193.41 on “parking 
brakes” that should be known by 
all dealers and salesmen selling 
heavy-duty equipment. 

* * * 


Sell or Trade? 


T. MILLER, of R-C Motor 

* Lines, Inc., Jacksonville, Fla., 
told delegates of the National Ac- 
counting and Finance Council meet- 
ing in Boston that he had found 
Some advantages to a firm in 
Straight sales of trucks and equip- 
Ment rather than tradeins. He out- 
ed how a carrier can realize a 
lower tax under the capital gains 


149 Mack Diesel Trucks 


Purchased by Bell Lines 


PLAINFIELD, N. J.—Sale of 149 
diese] trucks for more than $2 mil- 
lion to Bell Lines, Inc., Charleston, 

. Va, hag been announced by 
Mack. 

Fred Sclavi, Bell general man- 
ager, said the firm is replacing 
hearly its entire intercity truck 
fleet. The new Macks, he said, will 
Teplace older Mack units which 
have averaged nearly 500,000 miles 
fach in service. 


} 





|over of equipment this way. 


He also advised his audience 
that they must follow the rules 
of such transactions to the letter 
and that there could be no con- 
nection between the buyer of the 
old equipment and the seller of 
new and that each individual 
sale and purchase must be re- 
corded separately. 

There are a number of leasing 


Ohio Dairy Farm Tests 


Electric Delivery Truck 

WARREN, O.— Warren Sani- 
tary Milk Co. is testing a 16- 
battery electric truck made by 
Cleveland Vehicle Co., Cleveland. 
The dairy said it might purchase 
some of the trucks, if they prove 
superior to gas-driven models in 
performance and economy. 

The truck is said to travel up 
to 25 miles per hour and to have 
good acceleration. 











companies following the practice of 
selling their own trucks and trac- 


tors for a number of years, espe-| 
cially when they have their own} 


repair shops, can put the trucks 
they sell in top operating condition 
and offer the buyer a warranty on 
the units. 


Some of these haulers have built 


| up such a following of used-vehicle 


buyers that they purchase all of 
their replacements on a flat-bid 
basis, Truck dealers have a tough 
time making any long profits on 
selling trucks to such buyers, 


Dealers contacting highway 
builders might find some valuable 
information in a case history of 
how Bob Cochrane & Son, Louis- 
ville contract hauler, converted his 
fleet of dump trucks to overcome 
unexpected obstacles and complete 
an important highway building 
project on schedule, This case his- 
tory is in booklet form and can be 
obtained from Hercules Steel Prod- 
ucts Co. 

A letter from Phil Bonner, of 
Berman Service, Inc., truck-leasing 
firm of Allentown, Pa., tells me 
that his firm has just leased 30 big 
International tractors to B & P 
Motor Express, Inc., Pittsburgh, to 
support a big Midwest expansion 
program. Just another angle where 
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Cummins Gets Pin— 


C. L. Cummins, left, founder of Cum- 
mins Engine Co., Inc., Columbus, Ind., is 
presented his 40-year service pin by 
President R. E. Huthsteiner. Cummins re- 


tired as honorary chairman and member | 


of the board in 1957. He now resides 


as Sausalito, Calif. 





dealers in the leasing business may 


| expect some additional business as 


a result of the national good-roads 
program and the St, Lawrence 
Seaway opening. 

ad * * 
Truck Auctions 


ECAUSE two truck auctions, 
Dixie at Atlanta and Colorado 
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|at Littleton, Colo., hold their truck 
sales only once a month, we are 
unable to get results in time for 
the current truck section. We have 
decided to run these truck auction 
results as quickly as they are 
| available. 

| While there might be some ad- 
vantage to running the results of 
all truck auctions for the month at 
one time and in the truck section, 
this might prove a hardship on 
dealers who rely on current price 
quotations. 

We will designate the truck auc- 
tions, which will run with the pas- 
senger-car auction results, so that 
truck dealers can readily identify 
them, 


| Navy to Get Road Simulator 


CINCINNATI. — Commonwealth 
Engineering Co. of Ohio, Dayton, 
has designed a rough-road simula- 
tor which the Navy will use in de- 
termining how delicate electronic 
equipment withstands bouncing. on 
uneven roads. The simulator will 
test equipment mounted on trucks 
| running at speeds up to 40 m.p.h. 
and having maximum axle loads of 
10,000 pounds. 











*“Go Galion!""—Japanese transiation 


People in the know 
GO GALION! 





No matter what the job or where, people 
in the know say “Go Galion!” Good rea- 
sons, too. Galion bodies and hoists have 
world-wide acceptance, a reputation for 
quality. Galion distributors have the 
know-how and facilities to recommend 
and deliver that “just-right” unit at com- 
petitive prices and give customers service 


you find Galion on 


ing sugar in Cuba, 


‘ 


when and where they need it. That’s why 


the job around the 


world — building airstrips in Iran, roads 
in Turkey, turnpikes in Tennessee; haul- 


rice in Japan, soy- 


beans in South Dakota. Team up with 
your Galion distributor soon and Go Gal- 
ion! It spells profit—in any language. 


Dept. AN 859 


GALION Dump Bodies, Hoists, Dump Trailers 


GALION ALLSTEEL BODY COMPANY © GALION, OHIO, U.S.A, 





VARIOUS MODELS of Levacar were studied 


many months preceding construction of “life- 
size” unit. 


SCALE MODEL turned on its side reveals the 


“levapads”— three round discs that shoot jets 
of air out at a pressure great enough to raise 
the platform off the ground. 


A RESEARCH ENGINEER is shown riding on 


an earlier experimental “levapad” platform 
at Ford Motor Company’s new Research and 
Engineering Center. 


FULL-SCALE LEVACAR MACH 1 is given a trial run at the Ford 
Rotunda by Dr. Andrew A. Kucher—Vice President, Engineering 
and Research. Styling of the Levacar was supervised by George 
W. Walker (standing), Vice President and Director of Styling. 


The Levacar, made of aluminum, is 94” long, 48” high, 54” wide. 
Controls are electric. 
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TOMORROW’S MOTORIST... 
ny Levacar Mach I 


Centuries ago, man’s fertile imagination gave birth to a delightful fantasy: the 
tale of a carpet capable of flight. Today, at Ford Motor Company, men of similar 
imagination combined with engineering genius have created its practical counter- 


part—a vehicle without wheels that rides on a film of air! 


After many months of research and experimentation, Ford Motor Company’s 
Levacar Mach 1 was publicly demonstrated for the first time at this year’s Ford 


Rotunda Summer Show. 


There, thousands witnessed the phenomenon of a wheelless car skimming along 
on a film of air only an eighth of an inch in thickness. They learned about 
levapads, the powerful air jets which raise the car from the road surface, and 
how this same device is used to jet-propel this modern flying carpet. They learned, 
too, how, one day in the future, passengers may be carried over inter-city 


distances in such vehicles, traveling safely at speeds up to 500 miles an hour! 


The Levacar Mach 1 is another example of the foresight and ingenuity of the 
engineers responsible for making Ford Motor Company cars the most advanced 


automobiles on the American Road. 





Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 
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FORD * THUNDERBIRD * EDSEL ¢ MERCURY * LINCOLN » 
CONTINENTAL MARK IV * ENGLISH FORD LINE * TAUNUS * 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS °¢ 
FORD TRUCKS» INDUSTRIAL ENGINES » 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 









THE AMERICAN ROAD 
DEARBORN, MICHIGAN 





ord 


MOTOR COMPANY 












BRAKE FLUID—Simoniz Co., 2100 Indi- | 


ana Ave., Chicago 16, Ill., has introduced 
a heavy-duty brake fluid designed to give 
extra safety and protection to all hy- 
draulic brake systems. It exceeds SAE 
specifications 70-R-1 and 70-R-3, it is said. 
It will not boil up to 380 degrees and 
flows to 60 degrees below zero, accord- 


ing to Simoniz, and is available in 12-| — 


ounce and gallon sizes. 
* * 


has been announced by Electric 
Auto-Lite Co., Toledo 1, O. 

Designed for auxiliary vehicles, 
such as golf carts and supermarket 
“go-carts,” and for materials-han- 
dling equipment, the Auto-Lite 2GC 
battery provides longer and better 
service under the most severe con- 
ditions where existing batteries in 
these applications have failed, 
Auto-Lite said. 





PIN 


INSERTER—Sunnen Products 


Co., 


7910 Manchester Ave., St. Lovis~ 17, Mo., 
has expanded its line of press-fit connect- | 
ing rod tooling to cover service needs on 


International Harvester's truck engine 
models V-226, V-304 and V-345. Identi- 





LIGHT CRANE—An “Ideal” crane for 
lifting up to 1,500 pounds has been 
added to the line of equipment sold by 
Storm-Vulcan, Inc., 2225 Burbank, Dallas 
35, Tex. The firm said the crane can also 





fied as B-180, the new set consists of a 
locating base, guide bushing, driver, 
adapter ring and a storage box. 

* * * 


6-Volt Sta-Ful Battery 
Is Offered by Auto-Lite 


A line of “sta-ful”’ batteries for 
passenger cars operating on a six- 
volt system are being marketed by 
Electric Auto-Lite Co., Toledo. 

The “sta-ful” battery is designed 
to need water only three times a 





ear in normal use, Auto-Li id. 

be used on docks or in shops by mount- ¥y ' al - * o-Lite said 

ing on a floor dolly. . 
* 


For °59 Chevrolet 


Houser Engineering & Mfg., Inc., 
Bluffton, Ind., offers a Select-A-Lite 
for '59 Chevrolets. The device di- 
rects a beam of light on the gear 
selection dial. 





AIR-SPRING TANDEM—A lightweight 
AR Series tandem using equalizing-beam 
design is offered by Henrickson Mfg. Co., 
Lyons, Ili. The firm said the air springs 
are self-adjusting to compensate for road 
and load conditions and that axle align- 
ment is maintained by torque rods and 
vertical drive pins. The tandem features 
all-aluminum saddle and air reservoir and 
a choice of lightweight forged steel or 
forged clumiaum equolizing beams. 

© 





BRAKE BOOSTER —A hydraulic brake 


Auto-Lite Offers Battery booster for light trucks has been mar- 
|keted in the West by Dealer Enterprises, 


For Auxiliary Vehicles | Inc., 9052 W. Pico Blvd., Los Angeles 35, 


A special battery engineered to/| Calif. The unit can be mounted on the 
overcome the rugged service de-|end of the master cylinder or, by using 
mands of deep cycling applications | a bracket assembly, in a remote location. 

* * * * 





WRECKER—Weld Built Body Co., Inc., 5903 Preston Court, Brooklyn, N. Y., claims 
its model 7A off-highway wrecker is the heaviest wrecker ever manufactured in the 
U. S. Length of complete vehicle—33 feet. it is custom designed to recover the 
heaviest vehicles and features a 30,000 pound front mounted winch. Front end of 
chassis is reinforced with structural steel with a wide face plate bumper constructed 
of %-inch steel. A second 30,000-pound winch is located in the wrecker frame and 
has independent controls mounted on rear of truck. Boom capacity is 50 tons 


with a removable A-frame. Height of boom is 12% feet. Boom is constructed of 4 
inch tubing reinforced with 2 by 2 by % inch angle brackets and 5/16 inch struc- 
tural steel struts. Approximate length of booms 12'% feet. A third winch, having a 50- 
fon rating, is mounted at the rear of the truck. All three winches can be operated 
independently or together. 
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TRUCK NEW PRODUCTS 





MARKER LAMPS—A dual bulb, 0" ring 


type clearance and marker lamp, de- 
signed to make installation, bulb chang- 
ing and lamp maintenance easier, has 
been announced by Signal-Stat Corp., 
523-539 Kent Ave., Brooklyn 11, N. Y. 
Less than one inch thick, the lamp, called 
12M, features a ‘‘pry-off" lens that is 
molded of acrylic plastic and provides 
light output and 360-degree visibility. 
The lamp also features a self-lubricating | 
“O" ring to secure the lens in place with- 
out screws or retaining rings, and a slot 
which, by permitting a screwdriver to 
be inserted anywhere along the die cast 
base, is said fo. simplity tens removal. 
* 





Folder on Acrylic Finishes | 


Pittsburgh Plate Glass Co., 8000 W. | 
Chicago Ave., Detroit 4, Mich, 
* x * 








SHOCKLESS HITCH—Known as the 
“Safelock," a new trailer hitch has been 
developed by Western Unit Corp., 17747 
E. Railroad St., City of Industry, Calif. 
The hitch makes use of an air or vacuum 
system that holds the pintle eye firmly 
in the coupling. When coupling, the draw- 
bor triggers the top latch and avtomatic- 
ally locks the drawbar within the hitch, 


the firm said. 


* * 


Arco Black Enamel 


A black enamel for automotive 
refinishes, which is high in solids 
and low in viscosity, has been an- 
nounced by Arco Co., 7301 Besse- 
mer, Cleveland 27, O, The high 
solids content of Arco Premium 
Black Enamel enables it to fill sur- 
face imperfections successfully, ac- 


cording to the company. 
* * x 


Plastic-Panel Cleaner 


A liquid cleaner and polishing 
agent for transparent plastic panels 
—including windows and wind- 
shields on boats, automobiles, air- 
craft and television receivers—has 
been announced by Schwartz Chem- 
ical Co., Inc., 50-01 Second, Long 
Island City 1, N. Y. It is called 
Rez-N-Polish. 





brake for boat, house or utility trailers 
that operates off the vacuum system of 
pickup trucks is manufactured by Velvac, 
Inc., 3534: W. Pierce St., Milwaukee 15, 
Wis. The firm said the brake can be con- 
trolled by a hand valve or synchronized 
with the foot-brake pedal. It is available 
in a single-line system for trailers up to 
2,000 pounds and in a double-line system 
for units up to 5,000 pounds. It applies 
brakes automatically when the trailer is 
uncoupled, the fre said. 

* 


TRAILER BRAKES—A vacuum power 


Ditzsler Color Announces 
2 Acrylic Refinishing Aids 


Ditzler Color division of Pitts- 
burgh Plate Glass Co. has an- 








and long life of super acrylic lac- 
quers. 

The products are Duracryl A.L.E. 
(Acrylics-Lacquers-E nam els) all- 
purpose primer-surfacer and Dura- 
cryl A.L.E. putty. Developed pri- 
marily for use over and under 
acrylics, both products can be used 
with equal success in refinishing 
enamel and nitrocellulose lacquer, 
the division said. 

* 














* 


* 








SHALLOW LAMP—New 


interior 
design of its seven-inch acrylic lens is 
said to provide wide light distribution 
and intense distance penetration for aq 
shallow-depth stop lamp offered by Griffin 
Lamp Co., Third and Sycamore, Hamilton, 
O. The firm said the lamp, Model B-200, 
has a depth half that of former glass- 
lens models. 


optic 


* * 


Metal Mender 
“Met-L-Urge,” a metal-mending 


QUICK STARTS—A 2,000-watt external| compound said to bind securely to 





| or industrial engines in zero weather has | 
A brochure entitled “How to Re-| 


pair Acrylic Finishes the Easy 
Way”—free. Ditzler Color Division, 


type engine heater to assist starting truck 


been introduced by Phillips Mfg. Co., 2816) 
Aldrich Ave. S., Minneapolis 8, Minn. The | 
firm said the device has a heating ele-| 


metal, wood or ceramics, has been 
introduced by Schmidgall Labora- 
tory, 307 Cass St., Peoria, Ill. After 
hardening, the compound can be 
machined, drilled, sanded or pol- 


ment, adaptable to 110 or 220 volts, 
which heats and circulates engine coolant | 
throughout the engine. 

eo: 6 


ished, the firm said. 
* * 


* 


* 





LEVELING VALVE—Automotive Division, 
Wagner Electric Corp., 6400 Plymouth 
Ave., St. Lovis 14, Mo., has announced 
an air ride leveling valve that is said 
to keep floor height constant on trucks, 
trailers and buses equipped with air 
suspension. The valve controls the amount 
of air in the pneumatic spring type 
bellows, thereby leveling the vehicle to 
compensate for increase, decrease or shift 
in load, it is said. 


DOCK BOARD—A free floating, fully 
automatic dock board to replace the steel 
plate normally used for loading or un- 
loading has been announced by Auto- 
Mechanical Dock Board, Inc., 660 Con- 
crea Rd., Columbus 19, O. The firm said 
automatic operation enables the dock 
board to adjust itself to the proper level 
so it will rest on the horizontal plane of 
the truck bed. The truck itself sets off 
the dock board's automatic controls. 

* * 








SUPER STOCK HAULER—A 40-foot tandem double-drop stock hauler with a three- 
position elevating deck has been developed by Gramm Trailer Corp., 425 E. O'Connor 
Ave., Lima, O. In position one, the elevating deck is level with front and rear floor- 
ing to allow a storage compartment in the drop area. In position two, removable 
bulkheads with gates are placed at both ends of the elevating deck and the deck 
is then raised to a midway position, enabling stock to be stored in all four com- 
partments. In position three, the elevating deck is raised to the roof and the front 


ond rear bulkheads are removed so the trailer can be used as a double-drop van. 
ae * * 








FIBERGLASS TRUCK BODY—A number of trucks with fiberglass bodies are now 


nounced two products to aid|being used by Tuboscope Co., Houston. The tops of these truck bodies, excluding 
automotive refinishing shops in|the cabs, plus the rear fenders, are manufactured out of fiberglass by Commercial 
duplicating more accurately new|Fibreglas Products, Inc., Houston, Tex. The advantages of fiberglass are said fo be 
pastel colors plus the brilliant gloss| its high resistance to corrosion, strength and ease of maintenance. 
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News to Note... 
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Truck News in Brief 


INDIANAPOLIS.—The largest 
order of trolley coaches produced 
for export in the U. S. is being 
shipped to Brazil, according to 
Marmon-Herrington Co. 

The 115 vehicles are the first 
trolley coaches manufactured in 
this country since 1955, the com- 
pany said, The lightweight vehicles 
have aluminum bodies, weigh 18,- 
550 pounds, have a gross vehicular 
weight of 35,000 pounds and can 
geat 49 passengers. Approximately 
3,000 pounds of Olin aluminum are 
used in each coach for outer sheets, 
side panels, pressed sash panels, 
yentilating ducts and ceiling panels. 

ok oe K 


Swing to Light-Duty 6 
Is Rising, GMC Says 

PONTIAC.—GMC truck pur- 
chasers are specifying six-cylin- 
der engines in light-duty trucks 
in increasing numbers, according 
to R. C. Woodhouse, general 
truck sales manager. 

With a choice of a 130-horse- 
power six-cylinder gasoline en- 
gine or a 200-horsepower V-8, at 
extra cost, GMC buyers in June 
went 84 percent for the six-cylin- 
der power plant, Woodhouse said. 
For the first six months of this 
year the percentage for the six- 
cylinder is 83.4, while for the en- 
tire year of 1958 it was 77.9 per- 
cent, he added. 

* * oa 


Dodge Plant Honored 


DETROIT.—The National Safety 
Council’s Award of Merit has been 
presented to the Dodge truck plant 
for achieving more than 1,000,000 
man-hours without a lost-time ac- 
cident. 


* * * 


Troyler Gets Army Order 

SCRANTON, Pa.—An Army Ord- 
nance contract for 1,470 1%-ton 
cargo trailers at a cost of $1.3 mil- 
lion has been awarded to the Troy- 
ler Corp. The firm currently is 








producing 1,917 1%-ton trailers 

under a $1,976,000 contract previ- 

ously awarded by Army Ordnance. 
* cS * 


Ohio Distributor Named 


NEW YORK.—Whitehouse 
Equipment Co., Inc., Toledo, has 
been appointed distributor for 
Northwestern Ohio for the High- 
way Trailer Co. 


ea “~ + 
Motor Wheel Receives 


Consolidated Freight Order 


LANSING.—Motor Wheel’s 
Centrifuse brake drums will be 
used on 50 new trailers being 
purchased by Consolidated 
Freight Co. as a part of a $600,- 
000 fleet modernization and ex- 
pansion program, according to 
Carl F. Schultz, vice-president, 
Motor Wheel Corp. 

Centrifuse drums are manufac- 
tured by fusing molten iron to a 
steel drum shell by centrifugal 
force. Schultz said they have 
been an important factor in 
Motor Wheel’s automotive sales 
gain in the last six months. 
Many large fleets are specifying 
them on equipment purchases, 
he said. 


* * * 
Robert Cooper Resigns 


As Cooper-Jarrett Chief 


JERSEY CIT Y.—Robert E. 
Cooper jr. board chairman of 
Cooper-Jarrett, Inc., has resigned 
as president of the motor-carrier 
company. His brother, Guy Cooper, 
Previously executive vice-president, 

been elected to succeed him 
and to serve as chief executive of- 

P, 

Robert Cooper will continue as 
thairman of the executive commit- 
tee. He said the action was moti- 
Vated by his wish to devote him- 
Self more fully to sales and to 
exploration of merger possibilities. 

+ * oa 


New Equipment Catalog 


Is Offered by Hercules 


GALION, O—New single and 
tandem axle, light, medium and 
vy-duty contractor-t ype dump 
eodies, dump trailer units and hy- 
lic hoists are among the prod- 


ucts displayed in a new equipment 
tatalog released by Hercules Steel 


Products Co. The catalog is avail- 
able on request. 

Latest model steel dump bodies 
shown include units designed for 
use by building contractors, build- 
ing-material suppliers, landscape 
gardeners and others with light- 
weight hauling jobs; plus many 
medium and heavy-duty units de- 
signed for both on and off-highway 
hauling and dumping applications. 

* ad * 


Truck Driver-Training Kits 


Offered by White Motor 
CLEVELAND. — Specialized 
driver-training materials again are 
being offered by White Motor Co. 
as a service to truck fleet opera- 





tors. They include nine driver- 
training forms and a 50-page book, 
“Driver Selection and Training.” 

The materials may be obtained 
by writing the Sales Promotion De- 
partment, White Motor Co., 842 E. 
Seventy-Ninth St., Cleveland 1, O. 
The book is priced at 50 cents, and 
the forms are available at cost of 
printing, White said. 


* * * 


U. S. Buys Ford Trucks 


WASHINGTON.—The Federal 
government has released a contract 
for more than 200 Ford extra-heavy 
trucks to be built at the Ford di- 
vision’s truck plant in Louisville. 
Representing more than a million 
dollars, the contract calls for the 
delivery of Ford T-700 dump and 
water sprinkler trucks. 

* * * 


B & O Buys 491 Trucks 


GALION, O.—Baltimore & Ohio 
Railroad has purchased a fleet of 
491 trucks from Perfection Steel 
Body Co. for its maintenance de- 





partment, The GMC chassis are 
equipped with Perfection’s heavy- 
duty platform stake bodies, 


* * * 
Los Angeles Truck Show 


Picks April Dates in 1960 


LOS ANGELES. — Dates for the 
1960 National Truck, Trailer and 
Equipment Show have been an- 
nounced by Art Luvaas, president 
of the sponsoring Automotive Coun- 
cil of Los Angeles. 

The trade show is billed for Apr. 
7-9, 1960, at Los Angeles’ Great 
Western Exhibit Center, site of the 
1956 and 1958 shows. 


* ea * 
Dayton Rubber Develops 


‘Long-Wear’ Truck Tire 

DAYTON, O.— Development of 
a high-speed, long-wearing truck 
tire with high retreading potential 
has been announced by Dayton 
Rubber Co. 


Called the Dayton Thorobred 
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Deep Skid XDL, the new all-nylon 
cross rib highway type tire em- 
bodies a new concept in design and 
engineering, the firm said. Fleet 
operation tests indicate mileages 
up to and beyond 115,000 before 
retreading, said Harry Gooden- 
berger, tire sales vice-president. 


* * * 


Boyd Gives Up Control 


Of White Truck Outlet 


RALEIGH, N. C.—W. Spotswood 
Boyd, head of W. S. Boyd Sales 
Company Inc. (White) is transfer- 
ring his controlling interest in the 
firm to three business associates, 
T. E,. Lee, Dewey W. Wood and 
Lewis D. Walker. Boyd will con- 
tinue as chairman of the board. 


Lee has been named president 
of the company, Wood, vice-presi- 
dent, and Walker, secretary-treas- 
urer. Boyd has been president since 
the company was incorporated in 
1946. He has been in the auto and 
truck business since 1910. 
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SERIES 


Maximum payload... greater hauling power... 


easier handling ... plus all the advantages of the 
conventional truck. That's what you get in the new 
Brockway “87-incher”...and more. Here are a few 
of the new Brockway Huskie features: Wider choice 
of power — gasoline or NH diesel series © Larger 
cooling capacity @ Improved power steering 
@ All steel, Safety-View Cab @ Dual Headlights 
® Step-Aside fenders © Easy-Access maintenance. 


BROCKWAY 





Like all Brockway Huskie 


“87-incher” is built to haul your load over the 






terrain you haul it. Quality components are 
matched and balanced to fit the exact re- 
quirements of your job 


unique flexible production mett 


efficiency and econ 


omy 
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MOTOR TRUCKS. cormanp, ny. 


Division of Mack Trucks, Inc. 


Let him 
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A Living Legend of the Highway 
for more than 45 years. 
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Budd Lab to Rate 


Refrigeration 


Ability of Trailers 


WASHINGTON. — The Budd Co. 
testing facility in Philadelphia has 
been selected as the first independ- 
ent test lab for refrigerated trail- 
ers, according to the Truck-Trailer 
Manufacturers Assn. 

Approval of the Budd lab climax- 
ed several years of study by TTMA, 
the Agriculture Department and 
National Bureau of Standards to 
develop a practical and reliable 
method of testing a trailer’s refrig- 
eration efficiency, said C. W. Alex- 
ander, TTMA president. 

He said the Budd facilities in- 
clude a huge climate room which 
ean hold the largest trailers and 
which has a temperature range of 
from 110 degrees above zero to 30 
degrees below. 

“We're hoping that the TTMA 
- rating plate (which will be placed 
on all rated trailers) will become 
recognized by shippers as a ‘seal- 
of-approval’ type of certification 
assuring them that their goods will 
be transported safely under the re- 
quired refrigeration,” he said. 
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‘Custom Building’ Offered : ee 
Diesels from Diamond T 


~ 


Is Sax Necessary?— 


James A. Buscemi, right, general man- 
ager of Howard Motors, Plymouth-DeSoto 
in Chicago, takes an alto saxophone in 
“on trade” on the five new Plymouths 
recently purchased by Les Brown, band 
leader on the “Steve Allen Plymouth 
show." Brown purchased the cars for 
use on a tour of one-nighters being 
played by his band throughout the coun- 
try this summer, The one-hour weekly 
Plymouth show will be telecast every Mon- 
day night on the NBC-TV network begin- 
ning Sept. 28. 





Full 280° 


boom swing 


tional diesel series featuring many 
major improvements, the 921D and 
922D, have been announced by Dia- 
mond T Motor Truck Co. 

Numerous options permit “cus- 
tom-building” of each truck to 
meet the buyer’s specific require- 
ments, a spokesman for the firm 
said, Both models already are in 
production, he added. 

The trucks are available with 
five power plants—four by Cum- 
mins with horsepower ranging 
from 190 to 262 and one by GM 
with 218 horsepower. 

Nine main transmissions are of- 
fered, ranging from four-speed to 
12-speed, including Fuller Road- 


Rangers and the Spicer Synchro-| 
master. Options include four auxil-| 


iary transmissions and aluminum 
cases on a number of gear boxes. 

Presto-matic, Diamond T’s new 
semiautomatic transmission sys- 
tem, is available at extra cost 


the quality leader in Truck-Cranes 


The Crane that’s built into your truck! 


Take your crane with you right along with the load! Why 


tie up another specialized rig when the Anthony Truck- 


Crane does it better . . . travels with your truck. Lift 2% 


times as much as most end loaders! Make your truck self- 


loading — and self-unloading. Do many jobs formerly done 


by larger, more expensive cranes — and do them better. Tell 


your Anthony distributor you’re ready for that demonstra- 


tion... now! Anthony Company, Streator, Illinois. 


HYDRAULICALLY 
PROJECTED BOOM FOR 
ACCURATE SPOTLOADING 


Unmatched compactness— 
requires only 18” mounting 
space @ 100% hydraulic 
operation—for smooth, ef- 
fortless power @ Full 280° 
boom swing for flexibility 
@ Choice of booms. 


ANTHONY 
co ate QE & 


DUMP BODIES AND HOISTS 


OumP TRAILERS AFT GATE 


TRUCK-CRANE 








with certain Spicer transmissions 

and 14-inch two-plate clutches. 

With Presto-matic the driver 
can “inch” in heavy traffic without 
touching the gear-shift. 

Eleven rear axles are offered in 
capacities from 22,400 pounds to 
29,000. Among them are single- 
speed and two-speed types, of spiral 
bevel and hypoid designs. 

Front axles range from the Tim- 
ken FD901, rated at 9,000 pounds, 


| through the Timken FE900, rated 


at 11,000 pounds, and the Shuler, 
at 15,000 pounds. 

The two models are built as 
tandem-axle units also for over- 
the-road service as well as for 
off-highway work. 

Three different front-axle posi- 
tions are available. They are the 
basic position, the “B” version in 
which the axle is set back 11% 
inches from the basic, and the “F” 
version in which the axle is set 
forward 1% inches. 

Diamond T said it has cut from 
850 to 1,650 pounds from the weight 


| of the 922D’s chassis, depending on 


wheelbase and specifications. The 
lighter weight is achieved by a 
wider use of aluminum. 

Gross combination weight rat- 
ing of the two models goes up to 
78,000 pounds, while the gross 
vehicle weight of the six-wheel- 
ers goes as high as 60,000 pounds. 
Wheelbases range from 133% to 
242% inches. 

Both models have the “D” cab 
which is 72 inches wide and of 
girder-type construction. Steel roof 
and side panels are one piece and 
are welded to the vehicles’ steel 
frame for rigidity and strength. 

A sleeper cab is another option. 
It has a 75-by-24-inch bed which 
rests on a four-inch box spring. 
Under the sleeping compartment is 
a locker for storage of clothing 
and blankets. 

The sleeper cab is 80 inches wide 
at the rear and is 22% inches 
longer than the regular “D” cab. 


Feld Leasing Adds 
Service Building 
For Large Trucks 


KANSAS CIT Y.—Feld Car & 
Truck Leasing Corp. is construct- 
ing a building at 4221 Gardner to 
service large over-the-road trucks. 
Completion is scheduled for late 
August. The company will keep its 
present facilities at 2401 Summit. 

Charles Helm, general manager, 


said the new building will be a! 
one-story, concrete and-steel struc-| 


ture with 8,000 square feet of floor 
space. There will be two entrances 
at each end, which will permit 15 


large trucks to be serviced at one| 


time, 


The building will cost about $125,- | 
000 and will be located on a 106,000- | 
square-foot plot. It’s intended pri-| 
marily for a service operation, but | 


it also will be used to handle short- 
term rental of tractors and trailers. 


Helm said about 95 percent of the | 


firm’s business will remain at the 
Summit location. 


Dodge 3-D Rodeo 


Truck Salesmen Chase 
Prizes in Contest 


DETROIT.—Dodge truck dealers | 


and salesmen are taking part in a 
Western-style rodeo featuring bar- 


beques, cookouts and driveaways of | 


all-white Sweptline pickups. 

Special half, three-quarter and 
one-ton Sweptlines have been pro- 
duced for the Triple “D” Rodeo, 
which runs through June 30. 

For the consumer, Dodge said, 
Triple “D” means “Dodge Discov- 
ery Drive.” For dealers and sales- 
men, it means “Dollars Depend on 
Demonstrations.” 

Dodge truck salesmen are earn- 
ing extra merchandise prizes based 
on points awarded for each dem- 
onstration ride in one of the Swept- 
lines during the two-month cam- 
paign. In addition, they still are 
receiving their regular prize points 
for each truck sale through the 
Truck-A-Month Club. 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our "Profit Sharing 
Bird Dog Plan" to increase Sales, 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 











ADVERTISEMENT 


I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
25 for complete details. 

A CLI LT EL NIE SETS 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


New York City's 
Car Cooling Center 


$250 COMPLETE 
FREE INSTALLATION 
6 Month Guarantee 


Specializing only in 
Auto Air Conditioning 
® Sales 

® Service 

® Installation 

® Repairs 

® Parts 


Financing 
Available 


HIGHWAY AUTO AIR 


CONDITIONING CO., INC. 
676 Grand Concourse, Bronx, N.Y., LU 5-0088 
Open 7 days a week— 
24-hour telephone service. 


MOTOR 
MASTE! R 


DEFIANCE+ OHIO 
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New Diesel from International .. . 


ro Tractor for Toll Roads 


CHICAGO —Introduction of a] on the two toll roads since tests 
new diesel-powered International| began last February used Inter- 
model DCOF-405 tractor designed} national tractors. 
especially for truck-train service on| The DCOF-405 is a 160-inch 
toll roads has been announced by| wheelbase cab-over-engine six- 
R. M, Buzard, vice-president of In-| whee] tractor rated at 127,400 
ternational Harvester’s motor truck| pounds gross combination weight, 
division. the maximum allowable under new 

Buzard also announced the toll- | regulations. 
road tractor would be available) Standard engine is a Cummins 
with an optional new 375-horse- | 335-horsepower NRTO-335. A 12- 
power International diesel en- | sneed transmission is used, and a 


gine, the first IH-built diesel | wide range of wheelbase lengths 
power plant the company has : =e eta 


ever offered in its truck line. 


“Our decision to build a tractor 
to meet the requirements of toll- 
road service was based on the re- 
cent action by the New York Thru- 
way Authority and the Massachu- 
setts Turnpike Authority permit- 
ting permanent operation of 
double-bottom rigs, and the suc- 
cessful performance of our experi- 
mental equipment that participated 
in the extensive tests,” Buzard 
said. 

“In addition to the engines which 
met all performance requirements 
in our trucks during the test pe- 
riod, we are offering in this model 
our new turbocharged International 
diesel. Its 375 horsepower are de- 
signed to meet the most severe de- 
mands of highway hauling.” 

Four of the six companies that 
ran truck trains experimentally 








































Ford Diesel Added 


CHICAGO —A diesel-powered 
Ford over-the-road tractor has 
been assigned to the highway fleet 
of Spector Freight System, Inc., for 
a two-year experimental period. 
John Ferguson, transportation 
vice-president for Spector, said the 
unit will operate in regular service 
between Chicago and New York. 








Supreme Court 
Bars Recovery of 
Shipping Charge 
WASHINGTON. — The Supreme 
Court last month ruled that the 
Motor Carrier Act provides no 


method for shippers to challenge 
a trucker’s charges for past ship- 





poy: ments. 

a Rates can be questioned, the 
e! You Ff court said, only in a proceeding on 
rs have future tariffs before the Interstate 






Commerce Commission. 


The court noted that Congress 
had specifically refused to give 
shippers the right to seek repara- 
tions before the ICC for past over- 
charges, and said it would be il- 
logical to allow the same end to 
be achieved through the courts. 

The Government ruling was 
given in a case involving a suit 
by the U. S. Government against 
TIME, Inc., and Davidson Transfer 
& Storage Co., Inc., two trucking 
firms. 


ll New Dealers 
Named by Divco 


DETROIT.— Appointment of 11 


ee Page 


buy for new sales and service dealers for 
ch atten- Diveo trucks has been announced 
a = by Newton Glekel, president of 


Diveo-Wayne Corp. Glekel stated 
that the dealer appointments are 
Part of a long-range program to 
increase sales representation and 
introduce new vehicles. 

The recent dealer appointments 
include: Connecticut White Truck 
Corp. West Haven, Conn.; Cook 
Body Co., Charlotte, N. C.; El] Paso 
Mack Trucks, Inc., El Paso, Tex.; 
Evangeline Mack Trucks, Inc., La- 
fayette, La.; Fleming-Raney Motor 
Sales, Inc. Dayton, O.; Harlan 
Shinkle Truck Sales, Peoria, IIL; 
4B. Hollinger & Son, Inc., Lan- 
faster, Pa.; Motor Equipment 
Corp., San Antonio, Tex.; Patso Co., 
Inc, Houston; Reading Mack Dis- 
fibutors, Inc., Reading, Pa, and 
Gus. Schroeder Truck Repair Co., 
St. Louis, 


Buffalo General Tire Plans 


Commercial-V ehicle Facility 

BUFF ALO.—General Tire of 
alo, Inc., has leased a building 

& 2371 Broadway, Sloan, where it 
open a new plant for recap- 
of tires on commercial ve- 





President Frank R. Rameaka 
Said the center also will handle 
’s and service of truck tires and 
Whee) balancing and alignment, all 
&clusively for commercial vehicles. 














Now — Rockwell-Standard adds the 
latest in lightweight suspension sys- 
tems to the already famous “Cradle- 
Ride” Design. Get all these big 
advantages with the newest, most 
advanced suspension unit: 


Up to 310 pounds lighter! The new 
all steel Rockwell-Standard Suspen- 
sion provides weight savings of up 
to 230 pounds over competitive tan- 
dem suspension units . . 
to 310 pounds with aluminum frame 
support brackets and torque rods. 


and axle ratios and.tandem, pusher 
or trailing axles with V-belt drive 
are available. 

Buzard said two types of sleeper 
cabs are available with bumper-to- 
back-of-cab lengths of only 72 or 80 
inches. Either permits use of 40- 
foot doubles within the prescribed 
98-foot overall length limit, he 
added, Both are hydraulically op- 
erated tilt cabs. 

The new diesel is a six-cylinder, 
four-cycle turbocharged power 
plant with 817-cubic inch dis- 
placement. Maximum rated 
horsepower is 375 at 2,100 revolu- 
tions-per-minute. Maximum 
torque is 1,038 pounds feet at 1,- 
450 r.p.m, 

Featuring advanced-design parts 
and systems, the engine is the most 
powerful ever built by IH, Buzard 
said, 

Design features include direct 
fuel injection under pressures to 
20,000 pounds-per-s quare-inch by 
individual camshaft actuated multi- 
orifice injectors, exclusive TH twin- 
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plunger metering pump, dual in-| New International Model— 


take and exhaust valves, aluminum 
alloy pistons, wet cylinder sleeves 


This is the new International DCOF-405 designed for truck-train service on toll 


and fully counterbalanced Tocco-| roads and other heavy-duty, long-distance hauling operations. The standard power 
hardened crankshaft with seven| plant is a 335-horsepower Cummins NRTO-335 diesel. A new 817-cubic-inch, 357- 





main bearings. 


Quick, easy maintenance! Remov- 
able bolted-on torque rods plus slid- 
ing block spring attachment permit 
easy removal of either axle... com- 
pletely eliminates need for lubrica- 
tion. Nylon spring seat bushings 
require minimum maintenance, as- 
sure trouble-free operation. 


Smooth “Cradle Ride’’ Design. The 
famous Rockwell-Standard design 
that has carried and cushioned tan- 
dem loads for years. The load is more 
stable ... driving is easier and safer. 


. Saves up 


| horsepower turbocharged IH diesel is optional. 





MORE PAYLOAD FROM ROCKWELL- STANDARD 


MEW 


Lightweight 
Pusher Tandem! 


Combines the new lightweight sus- 
pension with a Rockwell-Standard 
drop center axle and single-driving 
axle to give a pusher tandem unit 
unmatched in weight savings and 
balanced construction. 











Auto Personnel 





Donald W. Olson has been named , 


manager of Firestone Tire & Rub- 
ber Co.’s Fargo (N. D.) sales dis- 
trict. He has been with the com- 


pany since 1948 and most recently | 
wag stores supervisor in the Chi-| 


cago district. 


Firestone also appointed Carl R. | 
Miller to a newly created advertis- | 
Chrysler Corp. Announces 


|Promotion for Judkins 


ing post. He will specialize in 
agricultural relations and will work 
with farm youth groups and farm 
and agricultural organizations. 
Dean E. Weidman will succeed 
Miller as maanger of farm tire 
omen. * * #* 


Tyrex Appoints Kneass 


West Coast Representative 


William H. Kneass has been 
named West Coast representative 
for Tyrex, Inc, Kneass’ appoint- 
ment is part of a national ex- 
pansion of the Tyrex field force 
which now includes representa- 
tives in Detroit, Chicago, Akron, 
Cleveland and New York. 

Kneass, formerly manager of a 








Whittier, Calif.. was a founder 
and first president of the South- 
ern California Tire Dealers and 
Recappers Assn, Prior to the 
Goodrich assignment, he had 
been a distributor for U, S. Rub- 
ber Co. in Los Angeles for 10 


years. 
* * & 


Appointment of Roger B. Judkins 
as personnel director for the auto- 


|motive sales ‘group, has _ been 


announced by 
Chrysler Corp., 
Detroit. 
Judkins will 
direct personnel 
activities of the 
staff of the auto- 
motive group and 
the corporate 
sales staff and 
also will be re- 
sponsible for the 
functional guid- 


R. B. Judkins ance and coordi- 
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sales divisions. With Chrysler since| as a territory manager in Billings, 
1955, he previously served on the} Mont, He had been district man- 
corporate personnel staff as man-| ager in Seattle prior to the transfer. 
agement compensation manager, * * & 


* * & Blackhawk Names Kiley 
McIntyre Named to Head General Sales Manager 


Ford Motor of Australia Blackhawk Mfg. Co., Milwaukee, 
John G. W. McIntyre has been | has announced 
named managing director of Ford the promotion of 
Motor Co, of Australia Pty., Ltd., | Wesley J. Kiley 
a wholly owned subsidiary of | to general sales 
Ford Motor Co, of Canada, Ltd. | manager of the 
McIntyre succeeds Charles A. Blackhawk auto- 
Smith, who has retired, Smith | motive division. 
is remaining on the board for the | Kiley joined 
time being. Blackhawk in 
* 1950 and has 
been advertising 
manager, market 
planning man- 
W. J. Kiley ager and man- 
ager of distributor sales. 
* * * 


|GMAC Appoints Head 


‘ . Of Branch Operations 
Auto-Lite Shifts Crofut General Motors Acceptance Corp. 


To Denver as Sales Chief has announced the following execu- 


Blair Crofut, a member of the tive changes, effective July 1. 
replacement parts selling organiza-| Thomas F. Gentleman, vice-presi- 
tion of Electric Auto-Lite Co. for| dent, has been placed in charge of 
seven years, has been transferred | branch operations in the U. S. He 
to the Denver sales district as|succeeds Gavin Brackenridge, re- 
manager. tired. Fred L. Stephans has been 








* * 


GMAC Advances Berger 


R. Cooper Berger has been ap- 
pointed Houston branch manager 
for GMAC. He succeeds H, Allen 
Wills, who has been transferred to 
the firm’s executive offices in New 
York City. 





Pa 





—.. 
—— 


partment, succeeding Elmer @ 
Sanders, also a retiree. Russell M. 
Bollinger has been appointed map. 
ager of truck financing. He gye. 
ceeds W. Harold Rowe, who hag 
resigned to join Yellow Manufae. 
turing Acceptance Corp. 
a cd * 


Dodge Promotes Thomas 


Paul R, Thomas has heen pro- 
moted to assistant regional sales 
manager for Dodge’s Cincinnatj 
region, Thomas has worked with 
Dodge in the Cincinnati region 
since 1955, His duties have in- 
cluded city manager, regional 
sales promotion manager and 


regional truck sales manager, 
ok ok ok 


Tighe, McKechnie Named 
To Chrysler Finance Posts 


The appointments of Edward R, 
Tighe as manager of the corporate 
profit analysis department and 
Richard McKechnie as manager of 
the corporate general and admin- 
istrative budget department have 
been announced by Chrysler Corp, 

Tighe formerly was manager of 
the corporate general and admin- 
istrative budget department, the 
position now held by McKechnie, 
who was assistant manager of that 


department. 
* ck 











































B, F. Goodrich retail store in | nation of personnel activities in the Crofut joined Auto-Lite in 1952' named manager of the plans de- 


ane Brown Trailer Ups Thorpe 
To General Sales Manager ) 


R. Gordon Thorpe has been ; 
named general 
sales manager of 
Brown Trailer 
division, Clark 
equipment Co, ! 
Michigan, Ind. 
Thorpe w il] be 
responsible for all 
sales activity of 
the division. 
Thorpe has been 
with Brown 
Trailer for the 
past 12 years. 














R. G. Thorp 
* 


GMAC Shifts Beck 


James S, Beck has been ap- 
pointed branch manager of the 
General Motors Acceptance Corp. 
office in Miami. He formerly man- 
= GMAC’s office in Pueblo, 

olo. 


* * * 


R. B. & W. Elects Davey 
Sales Vice-President 


John S. Davey has been elected 
sales vice-pres- 
ident for Russell, 
Burdsall & Ward 
Bolt & Nut Co., 
Port Chester 
N. Y. 

Davey has 
served RB & W 
in executive en- 
gineering, mar- 
keting and pro- 
duction capacities 
for 30 years, most 
recently as re- 
search and engineering vice-pres- 
ident. Previously he was assistant 
sales vice-president and assistant 
to the general manager. 

« * * 





a a a 





J. 8. Davey 


en Gt itd i le i a tk 


ua: a atte 


Brown Rubber Appoints 


Adams and Jamison 
David B. Adams has been ap- 
pointed president of Brown Rubber 
Co., Inc., Lafayette, Ind. 
John R. Jamison has been ap- | | 
pointed executive vice-president. ( 
Oo” * « 


IH Promotes Paul 


E, Russell Paul is the new man- 
ager of the motor truck division of J | 
the Salt Lake City branch of Inter- 
national Harvester, succeeding 











~ When we play with fire we know what we're doing 





This is one of the uses of fire that 
Tung-Sol knows best—the sealing oper- 
ation that joins the lens of a sealed 
beam headlamp to the reflector. It is 
one of the most critical of all opera- 
tions in the manufacture of automobile 
headlamps. Intense jets of propane 
flame must be precisely controlled to 
bring the glass to a plastic stage at the 
flanges without disturbing the configu- 
ration of either part. Tung-Sol’s ability 
to use fire constructively is just one of 
the many skills acquired in half-a- 
century of lamp-making. 


In addition to pioneering the devel- 
opment of automotive lamps, Tung-Sol 
designed and developed the universally 
used Tung-Sol signal flasher. Tung-Sol 
circuit breakers protect the electrical 
equipment circuits in today’s auto- 
mobiles. 

The Tung-Sol lamp line includes a 
wide selection of types developed for 
instrument panels and similar low 
voltage equipment applications. Con- 
sult Tung-Sol about your lamp require- 
ments. Tung-Sol Electric Inc., Newark 
4, New Jersey. 


%) TUNG-SOL 


Sealed Beam and Miniature Lamps —Flashers —Circuit Breakers 








Fred Weidner. 
* 


* * 


McNamara Joins Scott Board 


Robert S, McNamara, Ford Motor 
Co, car and truck group vice-pres- 
ident, has been elected a director 
of Scott Paper Co, to fill the v@ 
cancy left by the resignation of 
U. M. Dickey. 

* 


* * 


DeVine Named to Head 
Tyrex Merchandising Unit 


Richard I, DeVine, general 
sales manager for viscose fibers 
of all divisions of Beaunit Mills, 
Inc., has been named chairman 
of the Merchandising Advisory 
Committee of Tyrex, Inc. 

The committee comprises sales 
representatives of five major 
manufacturers of tire yarn 
cord which formed Tyrex, Inc., to 

(Continued on Page 39, Col, 1) 
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mote Tyrex viscose tire cord. 
Besides Beaunit Mills, Tyrex 
members companies are Ameri- 
ean inka, American Viscose 
Corp., Courtaulds (Canada), Ltd., 
and Industrial Rayon Corp. 
cs * * 


Clayton Appoints Boggs | 
Eastern Regional Manager 


Clayton Mfg. Co. El Monte, 
Calif. has appointed Orville Boggs 
as Eastern regional manager, suc- 
ceeding Howard 
Legg, who will 
handle special 
marketing prob- 
lems of Clayton’s 
Steam Cleaner 
division. 

Before his new 
appointment,| 
Boggs was gen-| 
eral sales mana-| 
ger of Allen Elec- 
tric & Equipment | 

Orville Boggs Co., having spent | 
13 years with that company in| 
yarious sales capacities. 

cg * oe 


| 
GMAC’s Rowe Returns 


To Yellow Mfg. Acceptance | 


W. Harold Rowe, a GMAC vice-| 
president since last year, has been| 
elected executive vice-president of | 
Yellow Mfg. Acceptance Corp, and) 
a member of its Board of Directors | 
and Executive Committee. 

Rowe was a YMAC vice-presi- 
dent before joining GMAC two)| 
years ago. 





* * * 


Olds Promotes Reeves 


John Reeves has been promoted 
from Oldsmobile assistant zone | 
manager in Chicago to Portland | 
(Ore.) zone manager. He succeeds 
George H. Carr, who has been| 
named Oklahoma City zone man-| 
ager. 

* ok * 
| 

LeFevre Joins Fruehauf | 

William LeFevre has resigned as| 
chief engineer of Freightliner| 
Corp., Portland, Ore., to become re-| 
search manager of Fruehauf Trail-| 
er Co.'s Engineering division in| 
Detroit. 


* * 


Golling Appointed Assistant 


To Chrysler-Imperial Chief 


A. W. Golling has joined the) 
Chrysler-Imperial division as ad- 
Ministrative as- 
Sistant to the 
general manager. 
Golling attended 
Hillsdale College 
and Michigan 
State University 
Majoring in mar- 
keting and eco- 
nomics. 

For six years 
he held a super- 
visory position in a 
the customer re- A. W. Golling 
Search staff of another auto com-| 
pany. From 1955 until taking over 
his new assignment, Golling was) 
Manager of Chrysler Corp.’s con- 


sumer research staff. 
* x co 


Plymouth-DeSoto’s Brentz 


Gets New West Coast Post 


Ray D. Brentz has been named 
distribution and programming 
Manager for Plymouth-DeSoto, 
Western area. He will direct plan- 
ning, coordinat- 
ing and executing 
plans for the 
Portland, San 
Francisco and 
Logs Angeles re- 
gions. 

Brentz had 
been assistant 
manager of the 
Los Angeles re- 
gion, and before 
that was distribu- 
tion manager and 











Ray DD. Brentz 
DeSoto district manager. Brentz 
ined the firm in Detroit eight 
years ago as general supervisor in 


the DeSoto engine division. 
* a OF 


Messler Heads Sales 


Robert Messler has been named 
Vice-president and general sales 
ager of Sprayaway Corp. of 
rica, Tulsa, Okla, Messler will 
fontinue as president of Polaris 





(Continued from Page 38) 





Enterprises, Inc., Toronto, the Can- pointed manager of castings sales| 


adian distributor for Sprayaway, 
although he will maintain his head- 
quarters in Tulsa. 

* * * | 


Toms Gets 30-Year Pin | 


William A. Toms, Atlanta district | 
sales manager for M-E-L, has re- 
ceived a 30-year pin from Ford 
Motor Co. 


a ar ca 
Walters Gets New Duties 


With Saco-Lowell Divisions 


Royden Walters, executive assist- 
ant to the president of Saco-Lowell 
Shops, has taken on the addi- 
tional duties of executive vice- 
president and assistant general 
manager of the Textile Machinery 
division at Easley, S. C., and the 
Gear & Machine division at San- 
ford, Mass. 

He replaces Harry K. Smyth, 
who is on sick leave. Henry A. 
Jewell has been appointed works 


All the muscles you need 
for BIG-TRUCK JOBS... 


and then some! 





manager at Easley and Howard J.| Des Moines, and later held a sim-| Products division, Bendix Aviation 


| Haug has been named to a similar 
| post at Sanford. 
| * 


|All Alcoa Castings Sales 


| Are Put Under Butler 


* * 


William R. Butler has been ap- 


for Aluminum 
Co. of America. 
Butler, in 
charge of die 
casting sales 
since 1955, now 
will be respon- 
sible for the sale 
of sand, die, per- 
manent mold and 
plaster castings. 
The appointment 
marks the first 
time the sale of 


Wm. R. Butler 
all foundry products has been) of military engineering, has been|eral sales manager, cushioning 


grouped in one department, 
* * * 


M-E-L Appoints Wehde 


Assistant L. A. Sales Chief 


L. A. Wehde has been appointed 
assistant Los Angeles district sales 
manager for Mercury-E ds el-Lin- 
coln. 





|ilar position in San Francisco. In 


11958 he became Western area sales | 


|manager for Taunus and English 
| Ford. 
} * * * 

Houdaille Promotes 2 


| Emanuel Schugar has been ap- 
pointed a group vice-president of 


Houdaille Industries. Russell A. 


| Johnson, former general sales man- 

|ager of the firm’s Wales-Strippit 

| division, has been named to suc- 
ceed Schugar as general manager 
of the division. 

| * cd eo 


FWD Promotes Larson, 

| Elliott in Engineering 

| Two promotions in engineering 
|have been announced by FWD 


Corp. 
Arne V. Larson, former director 


| named assistant to the engineering 
| vice-president. William F, Elliott, 
project engineer, has succeeded 


Larson. 
* * Ba 


Bendix Products Promotes 


Thomas in Automotive Unit 
T. H. Thomas has been appointed 


Corp. . 

| RR. H. Long has succeeded Thomas 
as manager of automotive engi- 
neering. Thomas will be in charge 
of all manufacturing and engineer- 
ing activities in the automotive 


| section. 
* * * 


Hogan Gets Sales Post 


Joseph C. Hogan has been named 
| western divisional sales manager 
of Highway Trailer Co. For the 
last decade Hogan was assistant to 
| Walter F. Mullady, former presi- 
| dent and chairman of the board of 
the American Trucking Assns. 

| * * * 

| Coughlin Succeeds Reppert 


|At American Hard Rubber 


James P. Coughlin, formerly gen- 





| products division, Armour and Co., 
| has been appointed sales vice-presi- 
| dent of American Hard Rubber Co. 
| Prior to joining Armour, Coughlin 
was divisional manager of the elec- 
| tric arc welding division of West- 
| inghouse Electric Corp. 
| He succeeds Roland Reppert, who 
|has been named to the newly- 


Wehde joined Ford Motor Co. in| assistant general manager of the/ created position of marketing vice- 
1956 as sales manager for Edsel in| automotive section of the Bendix) president. 


TWIN-CYLINDER Hydraulic Hoists 


When you’re working out the specs for a really heavy-duty dump 
truck, take a close look at the hoist equipment. Dollar for dollar, 
a Heil twin-cylinder, arm-type hoist gives you more long-life, 


chassis and equipment. 


dependable lifting capacity and reserve strength—more bonus 


values than any other 


Compare a Heil hoist with other makes of similar rating. 


hoist you can buy. 


Here’s what you’ll find... 


HEIL Hoists 


Dumping time: 12 seconds 


Pump capacity: 24 gpm 


Independently mounted pump, 


easily aligned with PTO 


Splined drive shaft, 'He-in. 


dia., solid steel 


Only 8 moving wear points, all 


with lube fittings 


Full 50° dumping angle 


Choice of 3 cab control systems 


Screw-on hoist cylinder head, 
easily removed for servicing 


Dumping time: up to 25 seconds 


Pump capacity: as low as 10 gpm 


Hollow drive shaft, % to 


dia., with square-end slip joint 


not lubricated 


Dumping angle often 45° or less 


Ordinary Hoists 


Fixed-position pump must be con- 
nected at poor angle with PTO 


As many as 15 wear points, some 


Two systems, sometimes only one 


Bolted or welded, fixed-head design 


%-in. 


THE HEIL CO. 


heavy-duty hoists. 
Nome 
Address. 


City 


= 





MILWAUKEE 1, 


Milwaukee 1, Wisconsin 


Send me free Spec Sheet on 
Heil twin-cylinder, twin-arm, 








HEIL Twin-Arm, Twin-Cylinder, Hydraulic Hoist, especially 
designed for heavy-duty service with tandem axle truck 


FREE! 





“~ 
, 
as 


State. 


Recess 


WISCONSIN 
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Sales Conditions in Various Areas . 


Auto Market Reports 


Salem, Ore. 


No extraordinary sales records 
have been made by some 15 dealer- | 
ships in the Willamette Valley dur- 
ing the first six months of 1959, | 
but business continues to be sound | 
and substantial—some 10 percent) 
better than for the cates 
months of last year. 

Increased employment in many | 
agricultural lines has helped both| 
the new and used-car dealers, For- | 
eign cars are showing a big boost} 
in sales over last year. Shop work, 
in spite of high rates, holds up well. 
—(F, K, Haskell.) 


* * * 


Buffalo 


New-car registrations in the Buf- 
falo area during May totalled 4,579, 
compared with 3,188 in the year- 
ago month. 

By makes, sales were: Ford, 
1,191; Chevrolet, 1,037; Plymouth, 





| 333; Pontiac, 328; Rambler, 328; | illac, 


Oldsmobile, 274; Buick, 228; Dodge, | 
142; Mercury, 114; Studebaker, 99; | 
Cadillac, 86; Chrysler, 71; DeSoto, | 
30; Lincoln, 22; Edsel, 21, and mis- 


cellaneous, a6. —(George E. Toles. | 
7 


Cillkid bus, O. | 


New-car sales in metwepeitten | 
|Columbus, O., slowed up a bit in| 
the first half ‘of July, but still were | 


13; Simca, 7; 


politan, 4: Morris, 4; Saab, 4, and 
| miscellaneous, 26. 


New-truck sales totalled 138, By| 


makes, they were: Chevrolet, 40; 


Ford, 27; International, 15; Dodge, | 
9; | 


13; Volkswagen, 10; White, 
GMC, 8; Mack, 6; Brockway, 4; 
Diveo, 3, and Reo, 3.—(Ernest L. 
| Arms.) 


Triumph, 7; 
Isetta, 6; Hillman, 5; Chrysler, 4; | 
DeSoto; 4; English Ford, 4; Metro- | 


31 percent ahead of the same pe- 
riod last year. P id 

Registrations totalled 1,093, com-| roviaence 
pared with 1,305 in the first half of| June new-car sales in Providence, 
June and 834 in the same period of| numbering 1,369, fell below the 
July, 1958. Ford continued to out- | peesiome month’s count of 1,410, ac- 
run Chevrolet, but Plymouth barely | cording to figures compiled by the 
managed to keep ahead of Pontiac.| state dealer association. 

By makes, registrations were: By makes, June pentatrattons| 
Ford, 319; Chevrolet, 263; Plym-| were: Ford, 401; Chevrolet, 290; 
outh, 72; Pontiac, 68; Oldsmobile,| Rambler, 146; Plymouth, 93; Olds- 
59; Dodge, 50; Rambler, 47; Stude-| mobile, 71; Pontiac, 52; Dodge, 35; 
baker, 36; Buick, 29; Mercury, 28; | Renault, 32; Cadillac, 29; Buick, 25; 
Renault, 19; Volkswagen, 15; Cad-| Mercury, 23; Hillman, 21; Volks- 


* * * 





| 





|cago art dealer checks final 


Delivered in Chicago— 


The first Rolls-Royce to be delivered via 
the St. Lawrence Waterway was landed 
in Chicago. Owner Wally Findlay, Chi- 
landing 
papers offered by U. S. Customs Inspector 
Fred Plummer. The car is a $17,000 Silver 
| Cloud model, 


wagen, 20; Studebaker, 19; Chrys- 
ler, 16; Imperial, 4; DeSoto, 3; 
Saab, 2; Edsel, 1; Lincoln, 1; 
| Willys, 1, and miscellaneous, 84. 
New- truck registrations number- 





You Need 
‘Is Available 
Right Now 


Because your Spicer distributor maintains a com- 
plete stock of all models of Spicer Power Take-Offs 


and PTO joints at all times, you can depend 
on prompt delivery — whenever you need it — 
wherever you are. Ask your distributor about the 
Spicer line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION ~- DEPT. 85 - TOLEDO 1, OHIO 
Products offered by Dana: Spicer and “Mechanics” Type Universal 


Joint Replacement Kits «¢ 


Spicer Universal Joints and Drive Lines 


¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches ¢ 


Monmouth Clutch Plates . 


Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 


‘ed 131 in June, compared 











ace 
vith 121 
a month earlier. By makes: Ford, 
38; International, 30; Chevrolet, 26: 
GMC, 7; Volkswagen, 6; Lidge, 5; 
| Mack, 4; White, 2; Willys, : Diveo, 
1; Studebaker, 1, and miscellane. 


ous, 9. 
a + * 


Toledo 


Dealers in Toledo and Lucas 
| County sold 1,794 new cars in June, 
compared with 1,829 in May and 
1,106 in June, 1958. 

The first-half total was 9,991 this 
year, compared with 6,685 in the 
1958 period. 

June sales by makes were: Chey- 
rolet, 486; Ford, 435; Plymouth, 121; 
Pontiac, 117: Oldsmobile, 114: 
Buick, 73; Rambler, 73; Do ige, 56: 
Studebaker, 40; Mercury, 36; Re. 
nault, 32; Volkswagen, 27; Edsel, 26: 
Cadillac, 25; Chrysler, 18; DeSoto, 
16; Fiat, 12; English Ford, 10; 
Simca, 10; Imperial, 4; Willys, 4; 
Lincoln, 3, and miscellaneous, 50, 

New-truck sales totalled 168 in 
June, compared with 147 in May 
and 105 in June a year ago. First- 
half sales were 854, compared 
with 491 a year ago. 

By makes, the June count 
showed: Chevrolet, 49; Ford, 44; 
GMC, 20; International, 13; Dodge, 
10; Willys, 7; Volkswagen, 4; Mack, 
2; Studebaker, 2, and White, 2. 

* * * 


Vancouver, B. C. 


Competition from European- 
made autos is becoming stronger 
in the Vancouver (B. C.) area 
During the first half of this year 
they accounted for 36.1 percent of 
total new-car sales. 


In June, their share of the mar- 
ket shot up to 43.6 percent, a new 
high. 

Sales of all types — Canadian, 
American and European—in the 
six-month period ran well ahead 
of last year at 12,186 units, up 
1,508. Truck sales rose 66 units to 
total 1,274. 


Chevrolet captured the biggest 
share of the market with 2,060 
sales in the six-month period. Pon- 
tiac was runner-up with 1,482 and 
Ford was third with 1,195. 


Market penetration for the top 
10 sellers in the first half: Chevro- 
let, 16.9 percent; Pontiac, 122; 
Ford, 9.8; Vauxhall, 8.0; Meteor, 
5.5; Volkswagen, 5.2; Austin, 5.0; 
English Ford, 4.9; Plymouth, 3.1; 
Dodge, 2.6, and Hillman, 2.6—(F. H. 
Fullerton.) 


Finance Firms 
In Youngstown 


Warned on Repos 


YOUNGSTOWN, O. — Auto 
finance companies in Youngstown 
face criminal prosecution because 
of their methods in repossessing 
financed automobiles. 


With the steel strike and many 
auto Owners wondering when their 
next paycheck will come, Irwin IL 
Kretzer, City prosecutor, said he 
is receiving complaints that finance 
companies are picking up financed 
autos from city streets without the 
owner’s consent. 

Complaints are from owners who 
claim they are Only a» month be- 
hind in finance payments, he said. 

Managers of several finance com- 
panies have told him that under 
their mortgage contracts they have 
a right to pick up a car when pay- 
ments are in arrears or if they 
believe the loan is insecure, Kretzer 
said. 

“We are going to investigate 
these complaints,” Kretzer said. “If 
the finance companies feel insecure, 
they should file legal repossession 
action. 

“I am warning finance companies 
to proceed with caution before they 
take a car. The finance companies 
may be held responsible for any 
valuables left in a car and criminal 
action may be filed against them.” 

Meanwhile, the Municipal Court’s 
three judges have drawn up 4 
journal entry in which they say 
no more wage attachments will be 
accepted in the civil branch of the 
court during the steel strike. 


Coulter Expands Shop 
PHOENIX, Ariz.—Coulter Cadil- 
lac Co., 320 N. Central, has leased 
a building at 325 N. First to be 
used for expansion of Coulter's 
body shop services, according to 
Dean Coulter, owner. 
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News to Note eve 


~ Auto News in Brief 


DETROIT.—H. K. Porter Co., 
Inc., has consolidated all sales 
offices in the Detroit area, with 
the exception of the Vulcan-Kidd 
Steel division, in new offices at 
3900 E, Outer Drive. 

Paul A. Benke, Porter vice- 
president, will supervise the 
Detroit-area sales office, Vulcan- 
Kidd will continue to operate 
from its warehouse at 1521 E. 
Eight Mile Ra. al 


Chicopee to Handle Sales 


Of Southern Mills Fabrics 


ATLANTA.—Chicopee Mills, Inc., 
will become sole selling agent to 
the seat-cover industry for woven 
fiber fabrics manufactured by 
Southern Mills, Inc., according to 
William D. Ellis, president of 
Southern, and Thomas O, Boucher, 
president of Chicopee. 

Southern Mills has expanded its 
manufacturing facilities at Senoia, 
where all fiber will be produced, 
and the lumite division of Chicopee 
will handle sales. 

* * co 


Stainless-Clad Bumpers 


Make Debut on Buses 


PITTSBURGH. — Stainless-clad 
bumpers were used for the first 
time on 60 buses made by Mack 
Trucks, Inc., for Niagara Fron- 
tier Transit System, Buffalo, 

Stainless-clad material is com- 
posed of three layers of steel 
made in the form of a sandwich. 
Field tests of stainless-clad ma- 
terial for use on automotive 
bumpers are now several years 
old. These tests are being con- 
ducted by Allegheny Ludlum 
Steel Corp. in conjunction with a 
number of automotive manufac- 
turers. Allegheny Ludlum _ sup- 
plied the stainless-clad material 
to Parish Pressed Steel division 
of Dana Corp., Reading, Pa., for 
the bus bumpers. 

* * Eo 


Standard Financial Offers 


Equipment-Purchase Plan 


NEW YORK.—‘Standard Finan- 
cial Corp. has announced a plan 
which will enable automotive 
equipment makers to set up a full 
program of installment sales. 
Standard said it will provide the 
financing and handle all customer 
credit, collection and paper work 
at no extra charge. 

Equipment purchasers, Standard 
said, would be required to make a 
15 percent downpayment in cash 
or trade. The finance company will 
advance the manufacturer 90 to 
100 percent of the customer’s in- 
stallment note, minus the finance 
charge. 

* * * 


Jacobs Says Hertz to Grow 


Despite Government Suit 


CHICAGO.—Walter L. Jacobs, 
president, Hertz Corp., said the 
company will continue to grow 
internally and through acquisition 
of existing businesses despite the 
government’s antitrust suit filed 
May 1, 

“Results thus far in 1959 are 
the best for any similar period 
on record, and our volume in the 
last 60 days has reached an all- 
time high,” Jacobs said. “We be- 
lieve this year will mark the be- 
ginning of the most important 
growth in our history, both 
through internal development and 
through sound acquisitions.” 

* oe * 


Truckers Fight Rights Given 


Railroad’s Motor Subsidiary 


WASHINGTON.—The U. S. Su- 
preme Court has been asked to 
consider the plea by three trucking 
associations and six trucking com- 
Panies for reversal of a Federal 
court decision giving contract car- 
rier rights to the trucking subsidi- 
ary of the Southern Pacific Rail- 
way Co. 

At issue is a decision by the 
Federal District Court in Wash- 
ington, D. C., upholding an ICC 
tuling giving contract carrier 
Tights to the Pacific Motor Truck- 
ing Co. These rights would permit 
PMT to haul autos from General 
Motors assembly plants at South 





Gate, Raymer and Oakland, Calif. 
to eight Western states. 


Dow Plans to Test-Market 


Own Brand of Antifreeze 

MIDLAND, Mich.—Dow Chem- 
ical has confirmed that it is con- 
sidering promotion of its own 
brand of antifreeze under the 
Dow name. 

Dow has been an important 
producer of antifreeze in the past 
for sdle under private labels and 
will continue this part of its pro- 
gram, The Dow-brand product 
will be test-marketed this fall in 
selected areas. 

+ * a 


Buffalo Firm to Reclaim 


Nylon from Worn Tires 
BUFFALO.—U, S, Rubber Re- 

claiming Co., Inc., plans to reclaim 

nylon from used auto tires, Pres- 





ident Chester H, Peterson said it 
could mean expansion of the com- 
pany’s plant. 

He said tests show the reclaimed 
nylon “is as good in quality as 
virgin nylon.” It has a slight tint 
but, Peterson added, there are 
“millions of uses” for nylon in 
which it isn’t seen and in which the 
tint is no drawback. 

* * a 


Big Four Industries Seeks 


Oldest Tire-Changing Units 


CINCINNATI.—Big Four In- 
dustries is conducting a contest 
to find the oldest tire-changing 
machines still in use. 

The owner of the oldest Big 
Four Henderson changer will re- 
ceive a Florida vacation and a 
new Model P-58B tire changer. 
The owner of the oldest model 
of another make will receive a 
P-58B changer. 

* * * 
| National Pneumatic Accuses 


| Midland-Ross in Patent Suit 


BOSTON.—National Pneumatic 
| Co., Inc., manufacturer of auto- 
matic door controls and safety 
equipment for buses and railroad 
cars, has initiated a patent- 





THATS WHAT BROUGHT ME IN! 
| HAD TO FIND OUT HOW YOU 


*Plus the manufacturer's 4,000-Mile 


CAN POSSIBLY 
GUARANTEE A CAR 
FOR 40,000 MILES! 








infringement action in New York 
District Court against Midland- 
Ross Corp., of Cleveland and 
New York. 

The complaint charges that 
Midland-Ross is infringing oma 
National Pneumatic patent for a 
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mechanism for operating rear 
doors of motor buses, streetcars 
and the like. 
of * + 
Scott Motors Receives 


Chrysler Dealer Award 


BALTIMORE —Scott Motors 
(Chrysler-Plymouth-Imperial) has 
received Chrysler Corp.’s “Quality 
Dealer” award. 

The firm, owned by Clarence 
Scott, is the first in Maryland to 
receive the award, The citation was 
presented by R. H, Nixon, Chrysler 
regional manager, and G. E, Moore, 
Chrysler Eastern area manager, 

* * * 


Rockwell-Standard Buys 


Kerrigan Iron Works 


NASHVILLE.—The business 
and certain of assets of Kerrigan 
Iron Works here have been 
acquired for cash by Rockwell- 
Standard Corp. 

Kerrigan, which manufactures 
lighting poles, will be operated as 
a wholly owned subsidiary of 
Rockwell-Standard under the 
name Kerrigan Iron Works Co. 
The purchase also included cer- 
tain assets of the estate of the 
late Philip Kerrigan jr, and Mrs. 
Kerrigan, No price was disclosed, 


NO MYSTERY ABOUT IT! VALVOLINE 
OIL ADDS ITS GUARANTY TO THE CAR 
MANUFACTURER'S WARRANTY. 


FOR YOUR PROTECTION, 


gr 


ALL THE WAY! 





ANOTHER NEW CAR SALE... THANKS To 
THE VALVOLINE GUARANTEE. HeE'LL BE 
BACK, KEEPING HIS GUARANTY IN FORCE 
WE'LL GIVE HIM GOOD SERVICE AND 
SELL HIM HIS NEXT CAR,TOO! 


to— * SELL MORE NEW CARS! 
% BOOST SERVICE DEPT. PROFITS! 


% MAKE MORE NEW 


CAR REPEAT SALES! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Warranty 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 
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24 Hours in a Volvo... 


AUTOMOTIVE NEWS, AUGUST 3, 1959 


News Notes on Imported Autos 


oo hours of city 
driving in Los Angeles in a 
Volvo ended up in 827 miles cov- 
ered at an average of 38.11 miles 
per gallon. 

Lee Hamer and Charlie Martin, 
who said they got tired of hearing 
mileage claims from persons who 
kept track only -when driving in 
the country, handled the car in the 
marathon run. 

They used an auxiliary gas tank 
in the trunk to permit a nonstop 
24 hours. The tank was filled, 
sealed and refueled under super- 
vision of a Mobilgas executive. 

* * + 

Triumph 
UROPEAN MOTORS, INC., De- 
troit, received 156 Triumph 
TR-3 roadsters in the largest single 
shipment of foreign autos (438) 
into the Port of Detroit thus far. 

The cars, which included other 
English makes, arrived aboard the 
vessel La Chacra from London. 





The vehicles were destined for dis- 
tribution in the Midwest. 
” * * 


Rootes Motors 


ALES for the first six months of 

1959 of Hillman, Sunbeam, Singer 
and Humber automobiles have in- 
creased more than 76 percent over 
the first six months of 1958, accord- 
ing to John T, Panks, managing 
director, Rootes Motors, Inc. Sales 
for the first half of this year 
amounted to $38,144,000 as com- 
pared to $21,672,000 for the same 
period in 1958, he added. 


a * * 


Mercedes-Benz 


E first Mercedes-Benz Micro- 
Bus to be sold to a bus company 
providing regularly-scheduled pub- 
lic intercity transportation in the 
U. S. is now in operation in Spring- 
field, Mo., according to L, A. 
Fleener, president of Mercedes- 
Benz sales. 
The purchaser was Warren R. L. 


the bus on a route between Spring- 
field and Fayetteville, Ark, 


= * * 
Renault 


| gpomees for an expanded sales and 
promotion program for the Re- 
|nault in Colorado and Wyoming 
| were disclosed with the announce- 
|ment of the opening of a Denver 
|zone office. The Denver office, lo- 
|cated at 1240 Lincoln St., will be 
|}under the direction of Jack Chal- 
|lender as zone manager. The Den- 
|ver office will maintain a $100,000 
inventory of parts, Renault said. 
* * * 





Volkswagen 
E largest single shipment of 
import cars to be routed 
through the New Orleans port con- 
sisted of 860 Volkswagens arriving 
on the British vessel La Pradera. 


| About three-quarters of the ship- 





Cox, president of the Main Line 
Bus Co., Springfield, who operates | | 


Citroen Exhibit at Le Mans— 


Citroen display at recent Le Mans race in France was in keeping with cor's ad- 
vanced design. Le Mans race combines carnival and auto-speed themes in giant event 


which draws thousands of spectators, 


ment will remain in the territory 
of International Auto Sales and 
Service, Inc., distributor for four 
states. 

Riviera Motors, Volkswagen dis- 
tributor at Portland, Ore. an- 
nounces appointment of Ray Ben- 
nett as territory wholesale man- 


Clyde Wear operates the Burroughs typing Sensimatic accounting machine as Rudy Webster, assistant treasurer, looks on. 


“Our Burroughs Typing Accounting Machine saves us 


says 


$4,000 in office expenses annually,” 


Everette C. Bolinger, 


Secretary- Treasurer of Rodgers 
and Co., Inc., Pontiac-Cadillac 
Dealer, Knoxville, Tennessee. 


*“‘We mechanized our accounting 

system,” says Mr. Bolinger, ‘‘ with 

a Burroughs F-1500 typing Sensi- 
matic accounting machine. 


‘The machine saves a good $4,000 in our office expenses 
annually. We now furnish management with up-to-date 
revenue and expense figures any time. This is easily done 


fi 8 Coen See a — 
t into matic sa is 
rie words. No obligation. 


because the F-1500 stores up to 19 totals and automati- 
cally prints them in the proper column of each journal. 


““With our Burroughs F-1500 we cut figuring and dis- 
tribution of inter-departmental charges from two days 
to two hours. Payroll preparation from twelve hours to 
three. And because we now update records daily, mailing 
customer statements is just a matter of stuffing them 


in envelopes.” 


Save money and get your figures while they’re news. 
See a typing Sensimatic demonstration by a systems 
counselor at our nearby branch. Or write Burroughs 
Corporation, Burroughs Division, Detroit 32, Michigan. 


Burroughs and Sensimatic—TM’s 


Burroughs Corporation 


“NEw pimensions / IN ELECTRONICS AND DATA PROCESSING SYSTEMS” 


ager, covering Oregon, Montana 
and Idaho. 


* * * 


British Motor Corp. 


ee! THE first six months of this 
year sales of British Motor Corp. 
cars in the U. S. reportedly in- 
creased by 98.7 percent over the 
same period last year. 


Hambro Automotive Corp, 
U. S. representative of BMC, said 
it sold 28,301 vehicles from Jan- 
uary to June. In the same period 
last year 14,245 vehicles were 
sold. 


Top selling BMC line in the U. §. 
in the first half of the year was 
Austin-Healey, with 9,032 cars, fol- 
lowed by MG with 7,963 and Mor- 


ris with 7,839, according to Hambro. 
* * * 


Saab 


AAB MOTORS, INC., said Saab 

cars placed first and _ second 
overall in Europe’s 10th annual In- 
ternational Midnight Sun Rallye. It 
was a 54-hour nonstop test which 
covered 1,700 miles. 


Saab also took second, third and 
fourth places in the ladies class 
and second in a class for standard 
production cars. 

The company said a Saab won 
the Index of Performance for modi- 
fied cars at the Marlboro (Md.) six- 
hour endurance race for sports 
cars. 

Saab also mentioned a 12th-place 
finish in the LeMans 24-hour Grand 
Prix de Endurance, A Saab Gran- 
turismo 750 covered 1,945 miles and 
averaged 80 m.p.h, The company 
noted that this was “a standard 
production model with an engine 
only a trifle the size of most of 


those in the race.” 
a * * 


Lambretta 


Se synchromesh gears 
and spring suspension are 
among the features of two new 
’59 Lambretta motor scooters, the 
125LI and the 150LI, according to 
Innocenti Corp., U. S. distributor. 

The company said the new mod- 
els deliver speeds up to 55 m.p.h. 
and gas mileage of more than 75 
miles per gallon. They have a new 
braking system utilizing expansion 
type fin-cooled brake-drums. 

€ on * 


Sunbeam 


UNBEAM RAPIERS took the 

first five places in their 1300- 
1600 c. c. class in the 1959 Alpine 
Rally. 


* * * 


DAF 


A NEW Cleveland firm, Midwest 
Cars of Holland, Inc., has been 
appointed a Midwest distributor of 
the Dutch-built DAF 600, first car 
manufactured in that country since 
1927, 

The firm is headed by William 
H. Haas, who had been with Down- 
town Chevrolet Motors, Cleveland. 
He said he expects to set up a num- 
ber of dealerships in the Midwest. 

* * * 


Renault Claims Record 


For First Half, Month 

NEW YORK.—Renault dealers in 
the U. S. sold a record 40,663 cars 
during the first half of 1959, two 
and one-third times as many as the 
17,446 sold in the first six months 
of 1958, Jack C. Kent, general sales 
manager of Renault, Inc., reported. 

June sales of 8,295 Renaults also 
set a record, Kent said, This was 
2% times the June, 1958, sales of 
3,463 cars, and nearly 15 percent 
more than were sold in May, 1959, 
when the previous monthly record 
of 7,281 sales was established, he 
claimed. 
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Used-Car Notes 


MIN NEAPOLIS. — Edina Motors 
(Mercury) moved its used-car lot 
to 2229 E. Lake St. after neighbors 
objected to the former location, 
which was adjacent to a residential 
area. The dealership had operated 
the former controversial lot for 1% 
years but decided not to renew its 
license at the site. 

* * * 


New Bowman Lot 


CHARLESTON, S. C.—wW. C. 
(Sam) Bowman has opened a used- 
car lot at 3747 Rivers Ave. Buck 
Morris is sales manager-partner. 

* * «& 


Two Open U. C. Lot 


MANCHESTER, N. H. — Trudel 
Motor Sales, a used-car establish- 
ment, has been opened at Elm and 
Valley Sts., Manchester, N. H. The 
proprietors are Don Archambault 
and Bernie Bresnahan. 

ed * OK 


Stewart Opens 3rd Lot 


LITTLE ROCK, Ark.—Doyle 
Stewart, who has been in the auto- 
mobile business since 1945, has 
opened his third used-car lot. It is 


located at 2222 E. Broadway in| 


North Little Rock. 


* * * 
Rinehart and Moore Open 


U. C. Lot in Phoenix 


PHOENIX, Ariz—Tommy Rine- 
hart and Dwayne Moore have 
opened Rinehart Motors at 1536 
Grand Ave, The used-car firm occu- 
pies a 185-by-100-foot lot. 

Rinehart operated a used-car 
business in Miami for 15 years 
before coming to Phoenix in 1958. 
Moore has lived in Phoenix four 
years. a 


Beavers-Berger Opens 


DENVER.—G. D. Beavers and 
Merrill B. Berger have opened 
Beaver-Berger, Inc., at 3150 S. 
Broadway. Both were formerly 
associated .with Downtown Buick. 
The firm is now in the used-car 
business and plans to become a 
new-car dealership about Jan. 1, 

* ok * 


Geary Moves U. C. Deal 


FORT WORTH.—John Geary has 
moved his used-car operation to 
2837 White Settlement Rd. from 900 
W. Belknap. 


* * * 


Poitevient Opens Lot 


MOULTRIE, Ga.— Poitevient 
Oldsmobile-Pontiac Co. in Moultrie, 
Ga. has opened a used car lot lo- 
cated on Spence Field Road. 

* a * 


Baker Opens Supermarket 

DENVER.—A used-car super- 
Market has been opened by Bill 
Baker Motors, Inc., at 1214 W. Ala- 
meda Ave. Paul W. Mohr, formerly 
with GM, is president of the opera- 
tion. 

* * 


Ives Ford Expands 


BUFFALO.—AI Ives Ford Inc., 
has purchased a tract of land on 
the southwest corner of Main St. 
and West Delavan on which it 
Plans to construct a used-car fa- 
cility. 


cod * * 


Charlotte Independents Elect 


CHARLOTTE, N. C. — Ray E. 
Skidmore has been elected presi- 
dent of the Charlotte Independent 
Automobile Dealers Assn. Tubby 

gan was named vice-president, 
and R. A. Rogers jr., secretary- 
treasurer. 


* * * 


Dealer Opens New Lot 


PROVO, Utah.—Golden West 
Fine Cars, Inc. (Lincoln-Mercury- 


Roads Rough, Alaska Dealer 


To Bring In Cars by Boat 


KETCHIKAN, Alaska—John 
Carlson, used-car dealer here, said 
he will ship cars north from Seattle 
by water hereafter, instead of driv- 
ing them over “such washboard” 
a8 the road to Prince Rupert, B. C. 

He said six of the 21 used cars 
in his shipment were damaged dur- 
ing the drive through British Col- 
Umbia, and several were late, de- 

ng one day the departure of a 
ge from Prince Rupert to here. 
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English Ford), has opened a new) 
and used-car lot at 1475 S. State in 
nearby Orem, The lot will have} 
space for 60 vehicles and an office 
building, according to Lowell Jud-| 
kins, president. 

* ca * 


Universal Buys Belk Firm 


BISMARCK, N. D.—R. P. Mce- 
Carney, president of Universal Mo- 
tor Co., 520 Main, has announced 
the purchase of Belk Midway Motor 
Mart. Bruce Belk, operator of the 
latter firm, has been named general 
sales manager of Universal. 

* * * 


| Graff Expands Used-Car Lot— 


| Otto P. Graff, Inc. (Ford), has expanded its used-car lot into one of the largest 
ROCK HILL, S. C.—Monroe &| operations in the Flint area. According to Max H. Graff, general manager, the out- 
| Street Motor Co., Inc. (formerly| door salesroom covers 1.1 acres and is large enough for drivein facilities for used-car 





Opens New Lot 


Pratt Motor Co.), has held grand| shoppers. The lot features a 120-by-30-foot building for reconditioning and repair. 

opening of its new sales lot at} It has seven stalls and a parts storage bay. The lot also has an office building for 

624 Saluda St. |salesmen. Graff said the land, buildings and equipment represent an investment 
* * & | of $150,000. 

Bennett Heads U. C. Unit 


Georgia state board of registration| mobile Dealers Assn., vice-presi- 


has been eiecitecd chairman of the| of the Augusta Independent Auto-! gional vice-president of NIADA. 


Buy better truck 
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Dealers Estimate 
Tradein Values at 
Appraisal Clinic 


RICHMOND, Va.—An appraisal 
clinic at which each dealer or his 
appraiser estimates tradein values 
independently has been introduced 
by the Harrisonburg-Rockingham 


f| County Dealers Assn. 


In a letter recommending the 


| clinic to other dealer groups, the 


Automotive Trade Assn. of Virginia 
explained the setup. 

Dealers in the area bring five to 
10 recent and unreconditioned 
tradeins to a designated spot, such 
as a drivein theater or a restaurant 
parking lot. 

The dealer or his appraiser val- 
ues each car independently and the 
results are tabulated for all of the 
dealers. A sample tabulation, rep- 
resenting 20 appraisals with allow- 
ances on an average $3,500 new- 
car deal, was enclosed by the as- 
sociation. 

The top retail estimate was $1,250 
and the low $595, compared with 


AUGUSTA, Ga.— Paul Bennett} of used-car dealers. He is president| dent of the Georgia IADA and re-| the book’s $910. The allowance fig- 
ure ranged from $650 to $1,400. 





bodies, at less cost, 


in less time, by ordering PARISH 


prefabricated steel body 


of days at a cost far less 





Then the doors, panels 


WRITE TODAY FOR 
YOUR FREE COPY 


vidual requirements. 
Illustrated booklet shows ad- 
vantages and construction of 
Parish prefabricated all-steel 
truck body framing. 





@ DANA PRODUCTS: Transmissions © Universal 





Joints ¢ Propeller Shafts ¢ Axles ¢ Torque Con- 
verters ¢ Gear Boxes © Power Take-offs * Power 
Take-off Joints * Rail Car Drives « Railway Gen- 
erator Drives ¢ Stampings © Spicer and Auburn 
Clutches ¢ Parish Frames ¢ Spicer Frames ¢ Forgings 


frames 


It pays to know your Parish body builder. For he 
can deliver customized truck bodies in a matter 


than you’d expect to 


pay. You’ll buy a better body, too, because the 
Parish frame he’ll use is 50% stronger and 30% 
lighter than standard carbon steel. 


Part of the savings is due to the speed with 
which Parish prefabricated steel truck body frames 
can be assembled. Two men, working with only 5 
prefabricated panels, can do the job in less than 
a day ...a time savings of over 60%. 


and floor will be in- 


stalled to your exact specifications . . . creating a 
truck body that’s customized to méet your indi- 


Next time you order truck bodies, make sure 
they last longer and cost less by specifying Parish 
prefabricated frames: For the name of your 
nearest Parish body builder, write Parish Pressed 
Steel Division, Dana Corporation, Reading, Pa. 
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Dodge Cifes Three Dealers— 


Quality dealer awards to the three Dodge dealers in Milwaukee were presented 
in a joint ceremony. H. C. Wood, left, Chicago regional sales manager, made the 
presentation to W. W. Rank, Rank and Son, Inc.; J, W. Doering, Doering Motors Co., 
and T. A. Rogers, Edwards Motor Co. 
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What's New... 


KANSAS CITY.—The Automotive | 
Warehouse Distributors Assn, has | 
announced creation of the Presi-| 
dent’s Award to be given each year | 
to the Automotive Man of the Year. 

Martin Fromm, AWDA executive 
secretary, said the candidate must 
be connected with the independent 
automotive aftermarket, and must 
have made an outstanding and 
unique contribution to the industry. 

AWDA’s President Thomas S. 
Perry said nominations for this 
honor can be sent by anyone con- 
nected with the industry to The 
Automotive Man of the Year, c/o 
AWDA, 6314 Brookside Plaza, Kan- 
sas City 13, Mo. Nominations must 
be made by Sept. 15 by midnight, 
he added. 

Perry also announced the ap- 
pointment of a selection commit- 
tee which includes Hamilton C. 
Cochran, marketing manager of the 
Saturday Evening Post; Ben For- 
syth, editor of the Northern Auto- 


In Parts and Accessory Distribution 





motive Journal, and Bill Herbert, 


editor of the Southern Automotive | 


Journal. 

The presentation of the award 
will be made annually at the time 
of the AWDA national membership 
conference, which usually is held 


during the first week of November. 
ok oe * 


Aeroquip Appoints 
Eight Distributors 

JACKSON, Mich.—The appoint- 
ment of eight new industrial dis- 
tributors has been announced by 
M. Lloyd Jones, manager of dis- 
tributor sales, Aeroquip Corp. They 
are: 

Dixie Engine Co., 3899 Tuskegee 
Ave., S.W., Atlanta; Auto Parts & 
Electric Co., P. O. Box 392, States- 
ville, N. C.; Bearing Chain & Sup- 
ply Co., 2613 Canton, Dallas; Gas 
Supply Co., 245 Ninth Ave., N., 
Minneapolis; Cummins Diesel Sales 
Corp., 1171 S.E. Tenth Court, Hia- 
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A Monopan! is literally a metal plank’ c com- 
plete with decorative outer face, insulation 
and finished inner face. Complex configura- 
tion makes it the strongest panel of its type. 






The unique double en de- 
sign creates strong panel-to-panel joints, 
permits push-together assembly. Vinyl gas- 
kets seal out moisture permanently. 











































ready for use as installed. 


| MOST ADVANCED 
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insulated curtain wall 
of its type 

and its brand new 
on Butler buildings 


Here’s a fellow that’s literally making construction his- 
tory. In one simple operation he’s erecting a complete ex- 
terior wall, finished inside and out—fully insulated—and 


This revolutionary advance in curtain wall construction 
is made possible with new Butler Monopanl. It is the first 
factory-fabricated, factory-insulated panel that is factory 
sized to fit a pre-engineered structural system . 
is exclusive on Butler buildings. 

Today, even the largest Butler buildings can be enclosed 
in just days with handsome, slender—space-saving— 
curtain walls that permanently seal out weather and are 
equal in insulating ability to thick masonry. 

Now, with new Monopanl, the Butler system of build- 
ing is an even faster, better way to build... 
ever, the lowest-cost way to build well. 

Call your nearby Butler Builder for full details. Ask 
him about Butler financing, too. He’s listed in the Yellow 
Pages under “Buildings” or “Steel Buildings.” Or write: 


.. and it 


more than 


from a design by A. Francik and. re tes, Architects 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 
Manufacturers of Metal Buildings - Contract Manufacturing 
Equipment for Farming, Oil Transportation, Outdoor Advertising 





leah, Fla.; Bloomington Bat tery 
Service Co., 209 S. East St., Bloom- 
ington, Ill.; Tasco Products, Inc, 
18 S. Eighth St., Geneva, I'l, and 
Cummins Diesel Sales Cor)., Box 
144, 1941 Clarkson, Jacksonville, 


AWOT to Open 
26th Convention 
In Dallas Oct. 21 


AUSTIN, Tex.—The 26th annua] 
convention and the sixth annual 
booth conference of the Automo- 
tive Wholesalers of Texas will be 
held Oct. 21-24 in the Hotel Adol- 
phus, Dallas. 

Speakers will include Victor L 
Toft, president of the Automotive 
Service Industry Assn.; J. M 
Heffelfinger, Boozer-Test Manage- 
ment Service, Indianapolis; W. W. 
Callan, Central Freight Lines, 
Waco, and Rep. Wright Patman, 
Texas Democrat. 

Other features of the business 
sessions will be panel discussions of 
industry problems, reports from 
seven committees and considera- 
tion of a convention cruise to the 
Caribbean in 1961. 

The AWOT also will provide a 
meeting place in the booth area 
where more than 100 manufac- 
turers and their representatives 
can discuss mutual problems with 
their wholesalers, according to Fred 
D. Pinkston, association president. 


A program also is being arranged 
for women guests, he said. 
7 * ~ 


Merit Mufflers Appoints 
Two Territory Managers 


TOLEDO —Two new territory 
managers have been appointed by 
Merit Mufflers, according to Larry 
Cambridge, sales manager. 

The new appointees are Bob 
Black, who will serve the South- 
eastern states, and Robert J. Moore, 
who will cover portions of the 
North Central states. Black will 
maintain headquarters in Atlanta; 
Moore, in Minneapolis. 

aa * ok 


Reavis Appointed 


ENGLEWOOD, N. J.—Jack P. 
Hennessy Co., Inc., and its Three 
Star Sales Corp., announce the ap- 
pointment of R. W. Reavis, of 
Wheatridge, Colo. as exclusive 
sales representative for the Rocky 


Mountain states. 
* * 


Brown H sali 


MoPar Council 


FRENCH LICK, Ind.—Kendrick 
B. Brown, Automobile Wholesale 
Parts Corp., Detroit, was elected 
national chairman of the MoPar 
Parts Wholesaler Advisory Council 
at its first conference here, A char- 
ter for the group also. was drawn 
up at the session. 

Principal delegates who attended 
included: 

Brown, representing the Midwest 
area; Donald P. Nelson, U. S. Parts 
Corp., Washington, Eastern; C. E. 
Hutton, Motor Parts South, Mem- 
phis, Central. 

William W. Corwin, Auto Parts, 
Inc., Fargo, N. D., Western; Vern 
A. Culver, Factory Motor Parts, 
Inc., San Francisco, and two dele- 
gates-at-large, Charles S. Bygate, 
Tri-State Automotive Parts Co, 
Pittsburgh, and Ralph D. Jones, 
Carparts, Inc., Springfield, Mass. 

as oK es 


Sterling Automotive 


To Build New Plant 


CHICAGO.—Sterling Automotive 
Mfg. Co. will move from the south 
side of Chicago to a new plant in 
Centex industrial park in Elk 
Grove Village, according to Irving 
Cheris, Sterling president. 

Cheris said his company has 
acquired 256,000 square feet at 
Nicholas Blvd, and Lunt Ave. and 
has broken ground for a_ 30,000 
square-foot building that wil! be 
the first of several units contem- 
plated. The first unit is scheduled 
for completion late in August. 
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Car Ads U 


~ Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Newspaper advertising for new 
cars in May of this year ran at 
an annual rate 69.6 percent above 
that of May, 1958, and 35.7 percent 
above April, according to reports 
compiled by Media Records and 
released by the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

The annual rate of expenditure 
in May of this year was $128,105,- 
000, compared with the May, 1958, 
rate of $74,555,000, the Bureau an- 
nounced. 

The low-priced cars were the 
Jargest advertisers, accounting for 
$52,965,000, calculated on an annual 
pasis. In May, 1958, the low-priced 
field accounted for $30,209,000, and 
in April of this year its annual rate 
of expenditure totalled $40,944,000. 

Medium-priced cars accounted 
for $50,284,000 in May of this year, 
compared with an annual rate of 
$27,868,000 in May of 1958 and $42,- 
615,000 in April this year. 

The high-priced cars hit an 
annual rate of $5,291,000 in May 
of this year, compared with $6,- 
$11,000 in May, 1958, and $4,506,- 
000 in April of this year. 

The remainder of May’s annual 
rate of expenditure is accounted for 
by foreign cars, $19 million, and 
advertising of two or more Ameri- 
ean cars in the same ad, $1,400,000. 
This category accounted for an 
annual rate of $10,050,000 in April, 
and $10,667,000 in May last year. 

Expenditure rates for the low- 
priced cars increased 75 percent 
over May of last year, while the 
medium-priced cars were up 80 
percent. 




















* * * 


‘Maverick’ Series Renewed 


“Maverick,” the television ser- 
ies recently awarded an Emmy 
as the best western, has been re- 
newed for a third year by Willys, 
which sponsors the program in 
association with other Kaiser in- 
dustries. 

Kickoff date for the show’s 
new season is Sept. 20. 

oe *” Oo 


Wilding Forms New Unit 


A new organization of the De- 
troit services of Wilding, Inc., in- 
dustrial sales promotion and mo- 
tion picture firm, including the 
formation of a new division, has 
been announced. 

The new Detroit division, to be 
known as the Dearborn division, 
succeeds Wilding-Henderson, Ing., 
a Detroit subsidiary which h 
been incorporated into the parent 
company. | 

A new Detroit production orgai#- 
ization also has been formed 
relieve both the Dearborn divisi 
and Wilding’s Great Lakes divisign 
of various administrative duti¢s 
connected with production. ‘ 

The Dearborn division will » 
headed by John Parrott, vice-presi- 
dent and general manager. He 
formerly was in charge of Wilding- 


Henderson. 
+ * or 


Look Circulation Cuarantee 


Look magazine has announced 
that effective with its Feb. 16, 
1960, issue, the circulation guar- 
antee of the magazine will be 
siz million, as compared with the 
Present 5,550,000. 

_Look said it expects to be de- 
livering a circulation bonus of 
between 400,000 and 500,000 dur- 
ing the last quarter of this year. 

* + * 


New Weaver Agency 
Weaver Mfg. Co., Springfield, II1., 
has announced appointment of 
Clark & Bobertz, Inc., of Detroit 
and Cleveland, as its advertising 
agency. Weaver produces automo- 
tive service equipment, including 
lifts, jacks, brake testers and sim- 
equipment. The account will be 
Serviced from Clark & Bobertz’ 
Detroit office. 
* 


* * 


Gore Gets Fadex Account 


Fadex Commercial Corp., U. S. 
importer of NSU Prinz, Isetta and 
W autos, has appointed Chester 
Gore Co., Inc., to handle its ad- 
Vertising. 
The ad campaign will make ex- 


in Newspapers... 
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tensive use of national consumer 
and trade magazines, newspapers, 
consumer automotive publications, 
Sunday supplements, radio, TV and 
outdoor advertising, Gore said. 

* * * 


Lee Joins VW of America 


Paul Lee has been appointed ad- 
vertising manager of Volkswagen 
of America, Inc., according to Carl 
H. Han, vice-president. 

Lee formerly was with Campbell- 
Ewald, Inc., and Armstrong Rubber 
Co. as assistant advertising man- 
ager, For four years he managed 
a chain of retail auto dealerships in 


New Haven, Conn. 
ad * * 


Personnel Changes 


Gerald H, Rideout from assistant 
director to director of public rela- 
tions for Buick, succeeding Waldo 
E. McNaught, who has been named 
manager of divisional relations on 
General Motors public relations 


QUALITY BUILT BY DELCO-REMY DISTRIBUTED NATIONALLY THROUGH | 





staff ... William E. Hamilton from 
assistant director of plant city and 
field relations for the GM central 
public relations staff to staff coor- 
dinator . . . Raymond E, Hayes 
from director of field relations ac- 
tivities and special projects to 
manager of plant city regional pub- 
lic relations activties for GM... 
Robert B. Conroy from account 
executive on the Plymouth tele- 
vision account handled by Grant 
Advertising in the U. S. to super- 
visor of the Chrysler accounts to 
be handled by Grant Advertising 
of Canada, Ltd. .. . Sidney Wallach 
from account ex- 
ecutive in Grant’s 
Los Angeles office 
to account execu- 
tive on the Chry- 
sler account in 
-&OEURTS. x. 040 
Harry T, Davis 
from advertising 
manager for the 
Ford-Edsel-Mon- 
arch division of 
Ford Motor Co. of 

R. B. Conroy Canada, Ltd., to 
director of merchandising for 
Grant in Toronto... Karl Fischl 
from Transfilm, Inc., New York, to 
director of marketing for the East- 


ern sales division of Wilding, Inc. 
. . . Edward B. Chester from tech- 
nical editor to head of the Cornell 
Aeronautical Laboratory, Inc., pub- 
lications branch . . Thomas L. 
Tobin from assistant public rela- 
tions director of National Gypsum 
Co, to public relations coordinator 
for CAL . » Betty Nolan from 
public relations director of the 
British Automobile News Bureau 
to director of public relations of 
Nisonger Corp., importer of for- 
eign-car instruments, parts and 
accessories in New Rochelle, N. Y. 
. . . Emanuel Raices from Inter- 
chemical Corp., Newark, N. J., to 
head of the sales promotion depart- 
ment of Ruder & Finn, Inc., New 
York public relations firm... 
Harry HaHer, from free lance con- 
sultant to staff of the American 
Road Builders’ Assn, as director of 
membership and special events. . 
William Czygan from materials 
editor of Iron Age magazine to 
senior account executive for Duffin- 
Hughes Associates, Philadelphia 
... Eldon E. Fox from advertising 
and sales promotion manager for 
Edsel to assistant manager of 
Batten, Barton, Durstine and Os- 
born office in Minneapolis .. . 
Burton R. Durkee from vice-pres- 
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ident and Portland (Ore.) manager 
of Botsford, Constantine & Gard- 
ner, Inc., West Coast advertising 
agency, to coordinator of creative 
services in the Detroit office of J. 
Walter Thompson ... John C. 
Buker from vice-president and ac- 
count executive to succeed Durkee 
as Portland manager of BC&G ... 
Hedley Donovan from managing 
editor of Fortune magazine to edi- 
torial director of all Time, Inc., 
publications . . . William W. Her- 
sey from manager of dealer public 
affairs information activities on 
Ford Motor Co.’s civic and govern- 
mental affairs staff in Dearborn to 
assistant manager and administra- 
tive supervisor of the company’s 


.| Northeast public relations office in 


New York ... George Cadenas 
from manager of publicity and 
agency public relations for Kenyon 
& Eckhardt, Inc., to account execu- 
tive at Allied Public Relations, Inc., 
New York . .. Roger O. Valdiserri 
has been named manager of a 
newly-formed news bureau at 
Studebaker-Packard. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


Nao 





"67 
Sept. 


Prices of '58s added and ’50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 


LITTLETON, COLO. 


Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of July 20. 
BUICK—’58 Special 4-dr., $1,650°*. 

’S7 Century 2-dr. Riviera, $1,650* (ps), 

$1,450°; Special Riviera, $1,575* (ps). 
°56 RM conv., $1,425* (ps); Century 
Riviera, $1,000°. 

55 RM 4-dr., $700* (ps). 

"54 Special 4-dr., $480. 

CADILLAC—’58 (62) Coupe de Ville, $3,- 
900* (ps); 2-dr., $3,750* (ps), $3,485* 
(ps), $3,314* (ps); conv., $3,700* 
( 


Ps). 
"56 (62) Sedan de Ville, $2,035*° (ps), 
$1,780° (ps). 
"5S (62) 4-dr., $2,020* (ps), $1,615° 
2-dr. $1,750° (ps), 
$1,150 (ps). 


CHEVROLET—’'59 Impala () conv., 2 at 
$2,880* (ps), $2,700* (ps), $2,280* 
(ps); 4-dr. hardtop, $2,535° (ps). 

"58 Impala (8) 2-dr. hardtop, $2,035* 
$1,825° Brookwood (8) 
4-dr., 2 at $1,850°; Biscayne (8) 
4-dr., $1,520*, $1,415*, $1,400*; Del- 


hardtop, 


aon 


Nahe 


mer 





men 
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"67 = °58 
Oct. 


"57 =°58 
Nov. 





58 
Jan. 
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"68 =°59 
Feb. 


: 


"58 59 
April 


March 


Figures alongside bars represent dollars. 


ray (8) 2-dr., $1,450, $1,090. 


'57 Two-ten (8) 4-dr., $1,570*; Bel Air 
(8) 4-dr., $1,500* (ps). 
’56 Bel Air (8) sport coupe, 2 at §$1,- 


240*, $1,150*; Two-ten (8) 4-dr., $990. 
’55 Corvette (8) conv., $1,245*; Bel Air 
(8) 2-dr., $1,075, $970*, $815*; Two- 
ten (8) Delray, $725. 
CHRYSLER—’58 NY Town & Country, 
$3,390* (ps). 
'57 Windsor Town & Country, 
(ps), $1,780° (ps). 
°56 Windsor 4-dr., $780* (ps). 
’55 NY hardtop, $950* (ps), $750* (ps). 
CONTINENTAL — '58 Mark III hardtop, 
$3,300* (ps), $3,200* (ps). 
DODGE—’58 Coronet (8) 2-dr., $1,740* 
(ps); 2-dr, hardtop, $1,650* (ps), $1,- 
640* (ps). 


$1,965* 


EDSEL—’58 Pacer 4-dr. hardtop, $1,540* 
(ps); 4-dr., $1,320°. 

FORD—’58 Thunderbird (8) 2-dr., 2 at 
$3,600* (ps); hardtop, $3,585* (ps); 
Galaxie (8) conv., $2,999° (ps); 
Ranch Wagon (8) 2-dr., $2,010. 

*58 Thunderbird (8), $3,300* (ps), $3,- 


185* (ps); Country Sedan (8) 4-dr., 
$1,875* (ps); Fairlane (8) 4-dr., $1,- 
660° ( 


"57 Thunderbird (8), $2,460° (ps); Coun- 
try Squire (8) 4-dr., $1,500; Fairlane 
500 (8) 4-dr. Victoria, $1,350, $1,300*; 
Custom (8) 2-dr., 2 at $1,050°. 

’56 Fairlane (8) 4-dr. Victoria, $1,225*, 
$1,185*, $1,175* (ps); Ranch Wagon 


(8) 2-dr., $890. 
’55 Fairlane (8) Crown Victoria, $1,050* 


(ps); conv., $910* (ps); Country Sedan 
(8) 4-dr., $1,010°*. 


IMPERIAL—’58 LeBaron 4-dr., $4,640*. 
’57 LeBaron 4-dr., $2,170* (ps). 
LINCOLN—’58 Premiere 4-dr., 2 at $2,- 


860* (ps). 
’56 Premiere 4-dr., $1,740* (ps). 


MERCURY — '58 Monterey 4-dr. hardtop, 
$1,720* (ps). 
’57 Montclair 4-dr. hardtop, $1,310*; 


2-dr. hardtop, $1,285*; Monterey 4-dr., 
$1,265*, $1,195*. 

56 Montclair conv., $1,270* (ps). 

’55 Monterey 2-dr. hardtop, $735*, $655*. 


OLDSMOBILE — ’59 (88) 4-dr. Holiday, 
$2,995* (ps). 
*57 (88) 2-dr., $1,385°. 
"56 (88) Super 4-dr., $1,115* (ps); 
conv., $1,015°*. 
’55 (88) Super 2-dr., $1,120°; 4-dr., 
$1,015* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $1,600. 
’58 Plaza (8) 4-dr., $1,135. 
’57 Belvedere (8) 4-dr. hardtop, $1,570*, 
$1,540*; 2-dr. hardtop, $1,420* (ps); 


4-dr., $1,135*. 
’55 Belvedere (8) 4-dr., $570. 
PONTIAC—'58 Super 4-dr., $1,850* (ps); 


Star Chief 2-dr., $1,660; Chieftain 
4-dr., 2 at $1,550°. 
’57 Star Chief 4-dr., $1,545* (ps), $1,- 


430*; Chieftain Safari 4-dr., $1,225*; 
2-dr., $1,125*. 
"54 Chieftain 4-dr., $450*. 
RAMBLER—’59 Super (8) Cross Country, 
$2,450. 
MISCELLANEOUS — ’59 Chevrolet %-ton 


NeOoM 
ono 
Bwor 





"68 °59 
duly 


"68 °59 
May 


"58 
dune 


(Copyright, 1959, by Automotive News) 


pickup, $1,800; %-ton pickup, $1,700. 
’57 Chevrolet %-ton pickup, $1,010, $915; 
Dodge %-ton pickup, $825; GMC %- 
ton pickup, $675. 
56 International %-ton pickup, $800; 
Chevrolet %-ton pickup, 3 at $750. 
55 Ford %-ton pickup, $570. 


CHICAGO 


Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of July 21. Market 
very strong on all sharp cars. Sold 430 
cars from 614 consignments. 

BUICK—’59 Electra hardtop, $2,945* (ps). 

*58 Super 4-dr., $2,125* (ps). 

57 Century Riviera, $1,745* (ps). 

’56 Century conv., $1,310* (ps); Special 
4-dr., $945* (ps), $860; Riviera, $785* 
(ps). 

’55 Century Riviera, $900* (ps); Super 
conv., $780* (ps); Riviera, $735* (ps); 
Special Riviera, $750*; 2-dr., $670*, 
$605*; RM 4-dr., $725* (ps). 

’54 Special 2-dr. Riviera, $610* (ps), 

s 


$500*. 

CADILLAC—’59 (62) Coupe de Ville, $5,- 
000* (ps); 4-dr., $4,600* (ps), $4,200* 
(ps); 2-dr., $4,315* (ps). 

"58 (62) Coupe de Ville, $3,390* (ps). 
’57 Eldorado conv., $3,300* (ps); (62) 4- 


dr., $2,270* (ps). 

*56 (62) Coupe de Ville, $1,900* (ps); 
4-dr., $1,660* (ps); 2-dr., $1,650° 
(ps); (60) Special 4-dr., $1,820* (ps). 

"55 (62) conv., $1,600* (ps); Coupe de 
Ville, $1,510* (ps). 








’54 (62) Coupe de Ville, $1, 295+ (ps) 
$1,235* (ps). ’ 
CHEVROLET—’59 Corvette (8) cony, $2 
360° (ps); Impala (8) hardtop, go’. 
510* (ps); Impala (6) conv., $2,399s 
(ps); Bel Air (6) 4-dr., $2,029. Bel 
Air (8) 4-dr., $1,900; Biscayne (8) 4 
dr., $1,670*. 7 
58 Impala (8) conv., $2,150* (ps), go 
075* (ps), $2,000, $1,975* (ps); ha 


~ 


rd. 


top, $2,100*, $2,020*; Brookwood (8) 
4-dr., $1,845*, $1,825* (ps), $1,795 
(ps), $1,655°; Brookwood (6) 4.qr 
$1,755*; Bel Air (8) 4-dr., $1,795s’ 
$1,700*, $1,700* (ps), $1,650*; harg 
top, $1,640*; Biscayne (8) 4-dr., $1,. 
710*, $1,580, $1,575; 2-dr., $1, 499s 


(ps), $1,475*, $1,465*; Delray (6) 2. 
dr., $1,530*; Delray (8) 2-dr., $1,510 
57 Bel Air (8) hardtop, $1,575* (pg). 
$1,540*, $1,535*, $1,525* (ps), $1,515° 


$1,400* (ps), $1,355*; 4-dr., $1,495¢' 
$1,460*, $1,405*; Two-ten (6) 4.ar’ 
$1,455*; 2-dr., $1,150; One-fifty (} 
2-dr., $1,150*. 

’56 Bel Air (8) conv., $1,475*, $1,209 
$1,045*; hardtop, $1,270*, §$1,070*' 


$1,055*, $1,040*; 4-dr., $1,125*, g)’ 
005*; 2-dr., $1,090*; Bel Air (6) hard. 


top, $1,080*; 4-dr., $1,030*; Two-ten 
(6) 4-dr., $1,125, $1,105*, $985; 9. 
dr., $955*, $920, $825*; Two-ten (8) 
2-dr., $960*. 

55 Bel Air (8) conv., $1,145* (pg) 
$980*, $895*, $850*, $825*; station 
wagon, $1,100*; 4-dr., $805*; Bel Air 
(6) 2-dr., $865*; hardtop, $830; 4. 
dr., $725*; Two-ten (8) 2-dr., $849, 
2 at $785*. 


’54 Bel Air 4-dr., $600*, $595. 
CHRYSLER—’57 Windsor 2-dr. 
$1,340* (ps). 

’56 NY 4-dr., $1,010* (ps). 

*55 NY hardtop, $685* (ps); Windsor 4. 
dr., $600* (ps), $585* (ps). 

DeSOTO—’58 Fireflite 4-dr. hardtop, $1,. 
915* (ps). 

’57 Fireflite 4-dr., $1,740* 

56 Firedome 4-dr., $875* $795* 
(ps). 

’55 Fireflite 4-dr., $945* (ps), $725*. 

DODGE—’58 Custom Royal (8) 4-dr., $1,- 
770* (ps). 
55 Royal (8) 2-dr. hardtop, $700*, 
FORD—’59 Thunderbird (8), $3,875* (ps), 
$3,740* (ps), $3,625* (ps), $3,550° 
(ps). 

58 Thunderbird (8), $3,045* (ps); Coun- 
try sedan (8) 4-dr., $1,850* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $1,805* 
(ps), $1,715* (ps), $1,705*, $1,695* 
(ps); conv., $1,775* (ps); 4-dr., $1,- 
665*, $1,585*; 2-dr., $1,445* (ps); Cus- 
tom 300 (8) 4-dr., $1,785*; Ranch 
wagon (8) 4-dr., $1,575*; 2-dr., $1,385. 

"57 Fairlane 500 (8) Skyliner, $1,875* 
(ps), $1,710* (ps), $1,550*, $1,360° 
(ps); conv., $1,500*, $1,475*; Victoria, 
$1,460*, $1,100*%; 4-dr., $1,400* (ps), 
$1,225* (ps); Fairlane 500 (6) conv., 
$1,030*; Country sedan (8) 4-dr., $1,- 
515* (ps), $1,110*; Custom 300 (8) 4- 
dr., $1,150. 

’56 Custom (8) 2-dr. Victoria, $1,115* 
(ps); 2-dr., $785; Country Squire (8) 
4-dr., $1,085* (ps); Fairlane (8) 4 
dr. Victoria, $1,050* (ps); 2-dr. Vie- 


toria, $855*. 
55 Country sedan (8) 4-dr., $980*, 


hardtop, 


(ps). 
(ps), 


$855*; Fairlane (8) 2-dr., $900*; 
(Continued on Page 47, Col. 1) 








ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 


Denver Auto Auction 
6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


+ 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Ai Excha in our 12th 
yt = 
Sale every Wednesday - 11:00 AM. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 























FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 



















Crossroads 
- «+ where they meet... buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 
an ad in Automotive News. 







a se 
INDIANAPOLIS—Indianapolis Auto 


NEW JERSEY 





Auction, P.O. Box 24007. Wed. 11:00| Minutes from New York City 


A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


M!CHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and insure Tities 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 











AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
ee ee 


OAT BEG LAR S38 Ads | 
NO HOUSE CARS! 


oO 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tvesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





PENNSYLVANIA 


Now! 3 Lanes 


AT THE WORLD'S BIGGEST 
AUTO AUCTION 


Manheim 
Auto Auction, Inc. 


Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 


700-900 Clean Cars Auctioned Every Friday 
Auction Checks Issued; Guaranteed Titles 








PENNSYLVANIA 


CORRY AUTO AUCTION 
Route 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 


“The friendliest auction with the most ac 
" For reserved numbers call 
36-391. Auctioneers: Ray Austin, 

Odi Owner: 





itt 
fee 








TEXAS 











AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued: 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 














WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 








For Fast, Accurate Directions te 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





















Used-Car Auction Prices 





















wn Victoria, $870*; 2-dr., $645; 
)*1705" F Ranch wagon (8) 2-dr., $655°. 
$1,795s' | pINCOLN —'58 Capri 4-dr., $2,625* (ps). 
0 hara. 57 Premiere conv., $1,825* (ps). 
-dr., $1. 596 Premiere 2-dr. hardtop, $1,685* (ps), 
$1,690" $1,570° (ps). * 
‘y (6) 2. 55 Capri 2-dr. hardtop, $730* (ps). ; 
.» $1,510 MERCURY — ’°59 Monterey conv., $2,870 
75* : ). 
 $lsen 10° Montclair 4-dr., $1,705* (ps); Mon- 
 $1,495° terey 4-dr., $1,550*. 

6) 4.dr. 57 Coramuter 4-dr., $1,605* (ps); Mon- 
fifty (6) terey hardtop, $1,520* (ps), $1,235*; 
Montclair conv., $1,290*. 

, $1,200° 56 Custom station wagon 4-dr., $1,200°; 
$1.070°" 4-dr, hardtop, $975* (ps); Montclair 

25°" $1, 4-dr, hardtop, $800*, $795*, $760*. 

(6) ‘hard. 55 Monterey station wagon 4-dr., $1,- 

Two- 020*, $920*; Montclair 4-dr., $875*, 

$985; 9 25*; 2-dr. hardtop, $725*. 

o-ten’ (8) OLDSMOBILE—’59 (88) Holiday, $2,590° 
5). 

‘5* (ps) son (08) 4-dr, Holiday, $2,165* (ps), $2,- 
; station dr. Holiday, $1,890* (ps), $1,875* 
Bel Air (ps); 4-dr., $1,755*; 2-dr., $1,765°. 
$830; 4. 57 (98) 4-dr. Holiday, $1,810* (ps); 2- 
ir, § dr. Holiday, $1,750* (ps); (88) conv., 

$1,760* (ps); 4-dr. Holiday, $1,695* 
(ps), $1,500* (ps); 2-dr. Holiday, $1,- 
hardtop, 450*; (88) Super Holiday, $1,750* (ps). 
: 56 (88) conv., $1,415* (ps); (98) 4- 
dr, Holiday, $1,360* (ps), $1,285* 
‘in (ps), $1,175* (ps). 
a 155 (88) 4-dr., $830* (ps), $800*; Holi- 
top, $1, day, $775* (ps), $725*. 
* | pryMOUTH—’'58 Belvedere (8) conv., $1,- 
s 840* (ps); 4-dr. hardtop, $1,675* 
1), $795° (ps); Suburban (8) sport 4-dr., $1,- 
810*; Savoy (8) 4-dr., $1,230*; 2-dr., 
$725* $1,050. 
-dr., $1,- "57 Belvedere (8) 4-dr., $1,200*; Plaza 
: (8) 4-dr., $1,020; Savoy (8) 2-dr., 
5700*, $950*. 
i5* (ps) ‘56 Suburban (8), $785*; Belvedere (6) 
$3,550° 4-dr., $550°. 
55 Belvedere (6) 4-dr., $560*; 2-dr. 
); Coun- hardtop, $515*. 
54 Belvedere hardtop, $450*, 
PONTIAO — ’59 Bonneville 4-dr. hardtop, 


$3,030* (ps); Star Chief 4-dr., $2,990* 


(ps). 

‘68 Star Chief 4-dr., $2,370* (ps); Bon- 
neville conv., $2,350* (ps); Chieftain 
4-dr., $1,600* (ps); 2-dr.,$1,375*. 

"57 Star Chief Safari 4-dr., $1,625* (ps); 
4-dr., $1,150*. 

56 Star Chief Catalina, $945* (ps). 

RAMBLER—’58 Custom (8) Cross Coun- 
try, $1,795* (ps), $1,775*. 

‘56 Custom Cross Country, $1,190*, 

55 Super Cross Country, $710. 

MISCELLANEOUS—’54 Chevrolet pickup, 
$675. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 22. 
BUICK—’59 Invicta 4-dr. hardtop, $2,680* 

(ps); LeSabre 2-dr. hardtop, $2,415* 
(ps). 
58 Super 2-dr. Riviera, $1,575* (ps). 
"57 RM 4-dr. Riviera, $1,545*; Super 
2-dr. Riviera, $1,540* (ps); Century 
4-dr. Riviera, $1,525* (ps); Special 
2-dr, Riviera, $1,320*. 
"56 Special conv., $1,010*; Century 4-dr., 


$955* (ps). 

"65 Super 2-dr. Riviera, $750* (ps), $745* 
670". 

$2,500*. 


(ps); Special 2-dr., $ 

CADILLAC—’57 (62) 2-dr., 

"66 (62) Coupe de Ville, $1,890*. 

CHEVROLET—’59 Impala (6) conv., $2,- 
215. 

"58 Impala (8) conv., $2,155* (ps); 2-dr. 
hardtop, $1,910* (ps); Brookwood (8) 


4-dr., $2,075* (ps); Bel Air (8) 2-dr., 
$1,710*; Delray (8) 2-dr., $1,400, $1,- 
35: 





0. 

‘57 Bel Air (8) conv., $1,535*. 

"56 Bel Air (6) 2-dr., $790. 

"55 One-fifty (6) station wagon, $750; 
2-dr., $410; Bel Air (6) 2-dr., $715* 
(ps), $480; Two-ten (8) 4-dr., $475*. 

CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,440* (ps). 

‘O—’57 Firedome 2-dr. hardtop, $1,- 

450* (ps); 4-dr. hardtop, $1,260*; 
Firesweep 4-dr., $1,300* (ps). 

"55 Firedome 2-dr. hardtop, $720*. 

DODGE—’59 Coronet (6) 2-dr. hardtop, 
$1,925. 

"58 Custom Royal (8) 2-dr, hardtop, $1,- 
850*; Coronet (6) 2-dr., $1,410. 

"57 Coronet (8) 4-dr. hardtop, $1,310*; 
2-dr. hardtop, $1,290*%; 4-dr., $1,225* 


(ps). 
"56 Coronet (8) 4-dr. hardtop, $785*; 
$655*, 


4-dr., $750; 2-dr., $680*. 

"55 Royal (8) 2-dr. hardtop, 
$560*; 4-dr., $510*; Custom Royal (8) 
2-dr, hardtop, $600*. 

EDSEL—’58 Corsair 2-dr. $1,- 
540°. 

oe Country Sedan (8) 4-dr., $2,- 
5. 

‘58 Fairlane 500 (8) conv., $1,815*; 
4-dr. Victoria, $1,760*; 2-dr., $1,530; 
Ranch Wagon (8) 2-dr., $1,510. 

*57 Fairlane 500 (8) skyliner, $1,685* 
(ps); 4-dr. Victoria, $1,490* (ps), $1,- 
375* (ps); 2-dr. Victoria, $1,470* 
(ps), $1,370*, $1,300* (ps); 2-dr., $1,- 
270*, $1,240*; 4-dr., $1,150*%; Custom 
300 (8) 2-dr., $940°*. 

F "66 Country Squire (8) 4-dr., $1,225*; 

Country Sedan (8) 4-dr., $1,175*; 

Fairlane (8) 2-dr. Victoria, $1,060*, 

$1,050* (ps), $1,010* (ps); conv., 

$920*; 2-dr., $830*; Ranch Wagon (8) 
2-dr., $950* (ps). 

‘55 Fairlane (8) 2-dr. Victoria, $1,250* 
(ps); Custom (8) 2-dr., $500*, $500; 
Main (8) 2-dr., $485. 

"54 Main (6) 2-dr., $305. 
COLN —’57 Premiere 4-dr. 
$2,125*. 

MERCURY — ’59 Monterey 2-dr. hardtop, 
$2,450* (ps). 

*ST Montclair 2-dr. $1,530*; 
Monterey 2-dr. hardtop, $1,- 
300*; 4-dr., $1,275*. 

*56 Montclair conv., $1,060°*. 

’55 Monterey station wagon, $770*. 

OLDSMOBILE—’57 (88) Super 2-dr., $1,- 
850* (ps); 4-dr. Holiday, 2 at §$1,- 
775* (ps); conv., $1,660* (ps); (88) 
oe Holiday, $1,610* (ps); 4-dr., $1,- 
55*. 

56 (88) 4-dr. Holiday, $990*, 

PLYMOUTH—’58 Suburban (6) custom 4- 
dr., $1,570; Suburban (8) Custom 4- 
dr., $1,490%; Savoy (8) 4-dr., $1,195; 
2-dr., $1,175*, $1,160, $1,140, $1,125. 

"57 Belvedere (8) 2-dr. hardtop, $1,290* 

(ps), $1,210 (ps), $1,160*, $1,155* 

(ps), $1,025* (ps); 4-dr. hardtop, $1,- 

180*; Suburban (8) custom, $1,275*; 

Plaza (6) 4-dr., $905; 2-dr., $800*. 
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’56 Belvedere (8) 2-dr., $740; Belvedere 


(6) 2-dr. hardtop, $650*°; Savoy (6) 
2-dr., $420. 
’55 Savoy (6) 2-dr., $525; Plaza (6) 2- 
dr., $420, $375. 
PONTIAC—’58 Super 4-dr., $1,780*; Chief- 
tain 2-dr., $1,200°. 
’57 Star Chief conv., $1,700* (ps); 4- 


dr. Catalina, $1,535* (ps); 4-dr., $1,- 
375*; Chieftain 2-dr, hardtop, $1,350*. 
55 Star Chief conv., $845*; 2-dr. Cata- 
lina, $550*; Chieftain 4-dr., $675*; 2- 
dr. Catalina, $490*; 2-dr., $430*. 


RAMBLER—’59 American (6) station wag- 
on, $1,580. 

"58 Super (6) Cross Country, $1,800; 
American (6) 2-dr., $1,235; 4-dr., $1,- 
060. 

"57 Super (6) Cross Country, $1,350, 

‘55 Custom Cross Country, $725*. 

STUDEBAKER—’59 Lark (6) 2-dr. 
top, $1,720. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
July 20. Weather: Warm and showers, Sold 
132 cars from 151 consignments. 
BUICK—’58 Special 4-dr., $1,890*. 


hard- 


’57 Special 4-dr., $1,600* (ps); 2-dr., 
$1,224*; Super 2-dr., $1,370* (ps). 

’56 Special 4-dr., $1,220*, $910*. 

°55 Special 2-dr., $700*; 2-dr. Riviera, 
$570*; Super 4-dr., $660* (ps). 

°54 Super 2-dr, Riviera, $380*; 4-dr., 


e ALL CHECKS AND TITLES GUARANTEED 
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$310°. 
CADILLAC—’59 Coupe de Ville 4-dr. hard- 
top, $4,400*. 
’58 (62) 2-dr., $3,400°. 
"57 (62) 2-dr., $2,660* (ps); 4-dr., $2,- 
450* (ps). 


CHEVROLET — '59 Brookwood (6) 4-dr., 
$2,000. 
’58 Impala (8) conv., $2,025* (ps), $2,- 
015* 


‘57 Bel Air (8) 4-dr., $1,400, $1,320*; 
Two-ten (6) station wagon, $1,365; 
2-dr., $1,050; Two-ten (8) 4-dr., $1,- 
300°. 

’56 One-fifty (8) 4-dr., $845*. 

"55 Bel Air (8) conv., $900%; 4-dr., 
$900*, $750*; Bel Air (6) 2-dr., $800*; 
Two-ten (8) 4-dr., $860*, $700*; Two- 
ten (6) 4-dr., $750, $585. 

"54 Two-ten Delray, $540*, $450; Bel 
Air 4-dr., $500, $450. 

DeSOTO—’58 Fireflite 4-dr., $1,240*. 
’57 Adventurer conv., $1,560*. 
’56 Firedome 4-dr., $875* (ps). 
DODGE—’57 Custom Royal (8) conv., $i,- 
510* (ps); Coronet 2-dr., $1,050. 

'54 Meadowbrook (8) 2-dr., $300; Royal 
(8) 4-dr., $185*. 

FORD—’59 Fairlane (8) 4-dr., $2,430*. 

’58 Fairlane (8) 4-dr, Victoria, $1,725* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,640*; 2-dr., $1,300*. 

’57 Fairlane (8) conv., $1,425*; Country 
Sedan (8) 4-dr., $1,400*; Ranch Wag- 
on (8), $1,100; Custom (8) 2-dr., 
$1,050; Custom 300 (8) 2-dr., $900. 

’56 Fairlane (8) conv., $1,100*; 2-dr., 
$915*, $850* (ps), $650*; Country 
Sedan (8) 4-dr., $1,030*; Ranch Wag- 
on (8), $870*; Custom (6) 4-dr., 
$620*, $600*, $260; Custom (8) 4-dr., 
$580*. 

’55 Fairlane (8) 2-dr, Victoria, $845*; 
2-dr., $560*; 4-dr., $700*, $275; Coun- 
try Sedan 4-dr., $735*. 

’54 Crest (8) 4-dr., $510*; Custom (6) 
2-dr., $320*, $290; Country Sedan (6) 


NGW- 


Wise 








Model Breakdown 
Of Auction Averages 











July, June, May, 
Model 1959 1959 1959 
$2,625 $2,572 
1,888 1,890 
1,333 1,343 
949 966 
V1 7138 
447 468 
298 298 
198 218 
Average $1,031 $1,056 $1,062 





4-dr., $320; Main (6) 2-dr., $300*. 
LINCULN —'57 Premiere 4-dr., $2,025* 


(ps). 
MERCURY—’58 Commuter 4-dr., $1,830*. 
’57 Monterey 4-dr., $1,400*. 
’56 Medalist 4-dr. hardtop, $800*. 
*54 Custom 4-dr., $490*; Monterey 2-dr., 
$205* (ps). 
OLDSMOBILE — '58 (88) 4-dr., $2,300* 


(ps). 

"56 (88) Super 4-dr, Holiday, $1,250*; 
(88) 2-dr. Holiday, $980*; (98) 4-dr., 
$1,187* (ps). 

’55 (88) 2-dr. Holiday, $875* (ps); (88) 
Super 4-dr., $840*. 


PACKARD —’53 Patrician 4-dr., $350* 
(ps). 

PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,610*. 

"57 Belvedere (8) 4-dr., $1,190* (ps); 
Belvedere (6) 4-dr., $1,175*; Plaza 
(6) 4-dr., $850; 2-dr., $810. 

"56 Belvedere (6) 4-dr., $780*; Plaza 


(8) 4-dr., $610*. 


Wy 


use their 


UTO AUCTION! 


ARE YOU TAKING FULL ADVANTAGE OF THE ONE NEAREST YOU? >& 


@ All members of this Association are pledged to a strict 


Code of Ethics. 


The bership i posed of Auction Operators 
° who ‘co aan = rience, Findncial responsibility, 


Honor and Success in 


ir operation. 


@ National Aute Auction Association covers the Entire U. S. 


and hes achieved an indispensable 


place in the automotive 


industry and advenced into a brilliant and highly respective 


@ Banks - Finance Companies: — Repossessed Cars can be 
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"55 Savoy (6) 2-dr., $510. 
‘54 Savoy (6) 4-dr., $430; Belvedere (8) 
2-dr., $250. 
PONTIAC—’57 Star Chief 2-dr. Catalina, 
$1,250*. 
'56 Chieftain 2-dr, Catalina, $750*, 
’55 Star Chief conv., $800. 
‘64 Star Chief 4-dr., $470*; Chieftain 
4-dr., $310*. 
MISCELLANEOUS—’ 57 Ford 1-ton, $550. 
56 Chevrolet %-ton pickup, $660, 


SEATTLE 


South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of July 22. 
Buyers are buying the better cars only 
and really paying for them, Sold 141 cars 
from 385 consignments. 

BUICK—’57 Century Estate Wagon, §2,- 
030* (ps); Special 4-dr., $1,135*, 

66 Century 2-dr, Riviera, $1,185* (ps). 

54 Super 2-dr, Riviera, $505*%; RM 
conv., $490* (ps). 

CADILLAC—’57 (62) Sedan de Ville, §2,- 
930* (ps), $2,800* (ps). 

*56 (62) Sedan de Ville, $2,350* (ps); 
Eldorado conv., $2,210* (ps). 

"52 (62) Coupe de Ville, $420* (ps). 

CHEVROLET—’'59 Impala (8) sport coupe, 
$2,500* (ps). 

’58 Corvette (8) conv., $3,250, $3,165*; 
Impala (8) sport coupe, §2,180*, §2,- 
070* (ps); Bel Air (8) 4-dr, hardtop, 
$1,855* (ps), $1,450* (ps); 4-dr., $1,- 
795*; Biscayne (8) 4-dr., $1,630; Bis- 
cayne (6) 2-dr., $1,535. 

’57 Two-ten (6) station wagon, $1,675* 
(ps); Two-ten (6) 2-dr., $1,285; Bel 
Air (8) sport coupe, $1,550; 4-dr., $1,- 
390°. 

"56 Nomad (8) 2-dr., $1,595*; Bel Air 
(8) sport coupe, $1,435*; 4-dr., $1,- 
220°. 

’55 Bel Air (8) sport coupe, $1,150*, 

’54 Bel Air 2-dr., $515. 


(Continued on Page 50, Col, 1) 


lore 


handled anywhere in the U: S. with details taken care of 
locally by the closest member of the National Auto Auc- 
tion Association. Save Trouble—Save Expensive Transpor- 


tation—S 


Free, Refurbishing 


and repairs at Dealer 


cost, Cars sold for cash at Auction to the highest dealer 


bidder. 
@ Leasing Firms—Your units for 


fu 


Liquidation can quickly be 
of for Cash, Location of Cars no 
at Fleet Cost, No consignment teo large or small. 


, Re- 


@ New Car Dealer:—Adjust your used car inventory every 


20 days, Auctions are the answer. 


*%* FOR YOUR NEAREST N.A.A.A. AUCTION MEMBER WRITE:— 


NATIONAL AUTO AUCTION ASSOCIATION 


Executive Office: 803 So. Columbia St., Frankfort, Ind. .. 














New Home for Crain-Hillis— 


Crain-Hillis Motor Co., 1111 S.E. Grand Ave., Portland, Ore., has opened a show- 
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| New Commercial-Car Registrations, 


| All States for May, 1959-1958 


| Truck istrations by states are 


























released wo as compiled tude- - 
v mond 0. 
——— ee P| Mack | baker | White | Willys | Misc. | TaL 
49 States Previously Reported ‘59 106; 30496 201 4359| 25033; 6374; 9797 1221 536, 1400; 2114; 3621! asasy 
| ForMay _ ___ 58) 70} -22842|—— 244) 3234) 17195) 4666) 7443|_—*1105) 413) 1120) 1414) 2626) gaa 
| Oregon 7 59 | 409) 4| 47| 346; ~—s«105 143 28| 19 85 | 67 55) 1308 
re Pip ie MME ok ee Ee 5 i] 33} 50g 
| All States Reported ‘59 106; 30905!  205| 4406; 25379; 6479; 9940; 1249 555, 1485, 2181| 3676) easy 
For May ‘58 _70| 23207} 245) 3271) 17424) 4752) 7542) 25,424) 1311447) 2676) 3314 
| Year 59 452\ 136773) 1039| 22541! 111038, 29227| 39338; 5850) 2622) 6258| 10492| 16797| 382 
| To Date 58 327| 98960 1175} 15790) 79288] 21202) 36421} 4640; 1904) 5055) 7548) 11541) 28386) 


room to display its line of imports—NSU Prinz, BMW Isetta 300 and BMW 600. The| 


firm's 10,000-square-foot building has facilities f ts, i d . The| © ] C R « ° 
Ne tes easetearas it Satu. tees sates hs eorawes eater New Commercial-Car Registrations, 


this line. 


Used Imported Cars 





Albany 


Ford—(English)—’58 station wagon 4-dr., 


Renault—’57 Dauphine 4-dr., $610. 
Volkswagen—'58 2-dr., 2 at $1,300. 


Bordentown, N. J. 


Austin—'59 Healey conv., $1,450. 
Opel—’58 2-dr., $1,095. 
Renault—'59 4-dr., $1,290. 
"57 4-dr., $685. 
Volkswagen—'59 2-dr., $1,575, $1,495. 
"58 2-dr., $1,510. 
"57 conv., $1,085. 
"56 2-dr., $475. 


Caldwell, N. J. 


Austin—’'59 4-dr. deluxe, $1,400. 
Renault—'57 Dauphine 4-dr., $750*. 
Triumph—’59 TR-10 4-dr., $1,030. 
Volkswagen—’'56 Sunroof 4-dr., $800. 


Chicago 


Lioyd— 58 2-dr., $420. 
Vauxhall—’59 4-dr., $1,485. 


Danville, Va. 


Renault—'58 4-dr., $1,030. 
Volkswagen—'58 2-dr., $1,305. 


Detroit 


Fiat—’58 4-dr., $1,015. 

Vauxhall—'58 Victor Super 4-dr., $1,085. 

Volkswagen—'58 Sunroof 2-dr., $1,420; 2- 
r., $1,125. 


Ebensburg, Pa. 


Fiat—'58 station wagon, $870. 


Flint 
Crosley—’'53 2-dr., $100. 
Ford (English)—’'59 Anglia, $1,135. 
"57 Anglia, $565. 
Hiliman—'57 conv., $875. 
Lioyd—'58 station wagon, $600; 2-dr., 


Kansas City, 7 


Triumph—'56 TR3 conv., $1,2 
Volkswagen—'58 2-dr., $1,222. 


Littleton, Colo. 


MG—’58, $1,600. 
Renault—’'59 4-dr., $1,600. 
Volkswagen—'59 station wagon 2-dr., $1,- 


625. 
°58 station wagon 2-dr., $1,500. 


Los Angeles 


Austin—'55 Healey roadster, $1,090. 
Isetta—'58 BMW 600 2-dr., $570. 
"52 Mark VII 4-dr., $300. 

MG—'59 MGA roadster, $2,075. 

*57 MGA roadster, $1,440. 

"55 TR 1500 roadster, $1,075. 
Morris—’57 Minor 4-dr., $695. 
Opel—’58 2-dr., $1,100. 
Porsche—’ 57 1600 2-dr., $2,780. 
Renault—'57 Dauphine sunroof 4-dr., $830. 

"58 Aronde 4-dr., $1,080. 

"57 Versailles, $800. 
Triumph—’59 TR-3 roadster, $2,195. 
Vauxhall—'59 4-dr., $1,500. 
Volkswagen—'59 Sunroof 2-dr., $1,725. 

°58 Karmann-Ghia 2-dr., $1,900; Sunroof 

2-dr., $1,250. 

"57 2-dr., $1,310. 

"56 2-dr., $1,150. 

"55 2-dr., $910, $900. 
Volvo—'58 2-dr. , $1,550, $1,425. 

"57 2-dr., $1,050. 


Manheim, Pa. 


Austin—’58 Healey conv., $1,400. 
Fiat—’59 600 2-dr., $850. 
"58, $725. 
*57 4-dr., $860. 
Hiliman—'57 station wagon 2-dr., $625, 
$475. 
*S3 4-dr., $230. 
Jaguar—’57 MK140 2-dr., $1,950. 
"56 4-dr., $1,330. 
"55 conv., $1,675. 
"4 4-dr., $750. 
"53, $140. 
Mereedes—'57 Benz conv., $4,120, $4,050. 
Opel—’58 2-dr., $1,110. 
Renault—'59 4-dr., $1,340, $810, $760. 
"58 4-dr., $1,080, $1,050. 
"57 Dauphine 4-dr., $900. 
Saab—'59, $1,525. 
Simea—'58 4-dr., $1,525. 
Sunbeam—'59 2-dr. hardtop, $1,625. 
‘Triumph—’59 TR-3 conv., $2,290. 


Truck Tolls Listed 


WASHINGTON.—A new compila- 
tion of truck tolls on all major 
bridges, ferries, tunnels and turn- 
pikes in the U. S. has been pub- 


lished, at $1 a copy, by American | 


Trucking Assns., Inc., 1424 Six- 
a St. N. W., Washington 6, 
D. C. 


































































































31 States for June, 1959-1958 
14 States Previously Reported — "59, Ss«a2|~=«3706| S38] | 3716) 787, 1417, 188) 99) 186, 538) 429) 120% 
For June 58] __3472|___si ie 2651, 651} 1044}, 132]_ 65} 84] 37] 328) om 
Alaska : 59 24| 4 29 16 23) 4 4 6 4) 1m 
st a ee a iT % 
Vauxhall—’58, $1,350; 4-dr., $1,100 Arkansas 59 | 303 | 3) 79| 165 23) 8! 2 3 8 2 7 6% 
Volkswagen — '59, $3,250, $2,150: Micro a. —s a ae a _10 140| 20| 16 | oo 4| 444 
Bus, $1,960; Sunroof, $1,585. Delaware ‘59 1 65 9 27 13, 19 33 I 1| 7| 5 18) 
= an ieee $1,385, $1,200, $1,150; ‘58 | 59 5 30 12 23 2 50 3 2) 187 
ambi 1,300 ~ a . _ a aC -_ 3501 1 7 ll) vy an. 
: ). Seeeeee Florida 59 881) 13] 78| 837 228 203 33 I 164, 121 201; 270 
om tee P 58) {| so] 7} 49;_—S40]__—st7|_—sS| 58} 7]|_ S| 0} 1600 
Y : IMinois "59| | 1193] 18) 171| 1049) a8 606 | 46 a a a 173 3655 
: '58| 875| 24) 130 764 *(162|_~—«492| 41] 21] 44 s} 104) 2693 
Nashville, Tenn. lowa > oS |S SCA|—SG| SCS]! 92 | 14) 12) 07, —~—=—«OB) Sg 
Opel—’58 2-dr., $1,125. 58 543| 21| 37| _380| él 195| 10 4| 9} 9| 23) 1m 
Kansas "59| | 763} 3 98; 598; 104; 224| 4 16| 12| 17) 28| 1867 
Portland, Ore. aa 58 | _694| 6 63| 587} —«:120|_—=*t72 7|_-21 14] 15] 16| 1715 
Austin—’53 4-dr., $375. Louisiana ‘59 | 661 | 1] 47| 605 | 118 182) 10) 4) I} 13| 62| 1714 
Ford (English)—’58 2-dr., $840, $820. ‘58 |} 562| 10 27| —-409/ 81; 126 22| 1 2| ol 35] am 
Goliath—’57 2-dr., $495. Maine 59) 3; 142 23; = o9 37| 14} 1 8| | 26| 30; «517 
ss Husky station wagon 2-dr., '58| 2| 139} 1] 2i| 107} 40| 78} 5 2| 3 22| 431 
— Jane ‘i , : : 49; «108 30| 3| 39 31; 57, so 
Jaguar—'59 XK150 roadster, $3,425. Maryland 139| 5) 323] 4 59/204 
MG—'58 roadster, $1,935. gatas 38| |__ 323} |___65|__—242 46] 19] 12 ee aacase 12} 20] 
Renault—’59 Dauphine 2-dr., $1,250. Nebraska ‘59 | 362) 6 41) 360) 50) 179) 5| 2| 14 14) 15; 104 
Simea—’58 station wagon 2-dr., $1,020. | _ ‘58/ 323} 7s oe 287| 56! 119} 6) 3} 13 18) 7 875 
Volkswagen-—'56 2-dr., $1,135. Nevada "59| l 101 | Hj 89) 31\ 31) | 2/ 6 15 27; 33 
aie ‘58| 42| 1| 50 6| 24| 3| ‘ai 6| 33) 165 
Seattle New Jersey 59) 29, 577,23 _—=«dt9S| =|] = 27| S| 7| 65). 53|+121| «2a 
Ford (English)—'53 Consul, $275. sak "58 | 17|___ 450} 8 88; 390) 136 166} 36 4) 41 54} = 125) 1515 
Metropolitan—’57 hardtop, $775. Pennsylvania ‘59| 19; 1016) 21 314; 853 289, 650/138) 24; «155 155,143) 377 
Taunus—’58 4-dr., $1,295. ie 58} 10} _1017| 22| 301] ~—«805|_~— 279) ~—«387|_~_—=it07 32| 62 134] 158] 3314 
ee ee ee” Ae. South Carolina 59 | 389| 108} 337). ~=«52)~S«734 8 | 7| 6 1 30) 1021 
Velve—'ST 2-dr., $996. ‘58 | | _352I 21} __ 230! 34149! 24 3] 17 5| 25] _—7l 
South Dakota 59 |‘ 157| 2 31| «(130 31] 90| |. oe 9 10) 47 
Warehouse Point, Conn. (~ ‘58| | 98 19} 152] 6) 88 | 3 | g} 13] 
Borgward—’56 Isabella, $805. Tennessee ‘59 | 499) 4) 52) 404 93! 153) 157| 9 7 16| 40 1434 
Volkswagen—'59 Sunroof 2-dr., $1,475. - a 58] | 432/| 36| 339 84) We 12| A 1} 15} 17 1043 
57 2-dr., $1,075. 31 States Reported "59 59, 11720|  150| 2380| 10721| 2440| 4772; 73i|  243|  770| + =+1135| + 1440) 3656 
. To Date for June 58 | 30| 10236] 123} _—«41370/_~—«8120)~—«1926|~—3371| ~—474|_~—s185| ~~ 383] 748] —*1092| 28058 
West Palm Beach, Fla. Year 59 511] 148493| 1189| 24921| 121759| 31667) 44110| 6581| 2865| 7028| 11627| 18237| 418968 
Fiat—'58 4-dr., $1,085. To Date 58 357| 109196| 1298] 17160| 87408) 23128; 39792) 5114) 2089/5438) 8296) 12633) 31190 
MG—’56 roadster, $1,270. "The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure 
Renault—’58 4-dr., $650. accuracy to the extent of the registrations received at the time the report is published. R. L. Polk & Co. cannot assume any liability by 
Simea—’58 Aronde station wagon, $875. reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart- 
Skoda—’57 2-dr., $400. ment is included in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R, L. 
Volkswagen—’58 4-dr., $1,200; 2-dr., $950. | Polk & Co, The 1958 figures for Oregon are Polk figures. 





New Passenger-Car Registrations, All States for May, 1959-1958 



























































































































































Car registrations. by | AMC | Chrys. | I Plym- |CHRYS Mer- | FORD Cadil-| Chev-| Olds- | Pon- | G.M.|_5-P_ |Miscel- 
states as compiled| Ram- oo) a Dodge| ‘ty | LER | Ford | Edsel |Lincoin| uy Gutek | Ee | voee S| an |roTAL|Stude-} lan- |TOTA 

by R. L. Polk & Co. = ler rial Seto g oe TOTAL sel jt cury |TOTAL Ie lac | rolet |mobile| tiac | TOTAL red Bowe 
49 States Previously ‘59! 35279| 6452| 1656| 4439| 14vea| 41088| 68618| 135713] 4156;  2515| 13792| 156176| 23411| 13027| 139578| 35337| 38727| 250080! 12370! 53465) 575988 
Reported for May _‘58| 16482} 5273) 1247; 4294) + +(11849| 36647] 59310} 88353] 3312) 2311] 12447] 106423, 22764) 11891| 117359] 28654| 20473) 201141| _3764| 31958) 419078 
Oregon "59| 573] 29) 9) 56; 107) 334) 535 1293) 52| 19) 148) 1512| «217 110| 1484) 269) 383) 2463; 228) 967, «6278 
ee a a 29 6} 34} 82} __3il| 462 871 44 18} 154) 1087) «187 76| 1238} 178) ~——235) 1914| 51 787| _ 4675 
All States Reported ‘59| 35852, 6481) 1665) 4495 ipesel 41422| 69153) 137006! 4208) 2534) 13940] 157688| 23628, 13137| 141062) 35606| 39110] 252543) 12598| 54432) 582266 
For May ‘58| 16856| 5302} 1253] 4328|_(11931| 36958) 59772) 89224) 3356] 2329|_—*12601| 107510) 22951| 11967; 118597] 28832| 20708) 203055| 3815| 32745) 423753 
Year "59| 140205|  25455| 7579|  18681| 57175| 154775| 263665| 593656, 20446| 13025, 63593| 690720| 113455| 63924) 609831| 160121| 163368|1110699| 56267| 234509| 2496065 
To Date ‘58 61320 27569] 7324] 22638| 57818] 167669| 283018 413602) 18790| 13545) 58826| 504763| 120912; 57328) 538891| 141453) 103036) 961620) 17313] 131138) 1959172 

F. C istrations, 31S f 19 
New Passenger-Car Registrations, tates for June, 1959-1958 

13 States Previously ‘59 4144) 665) +142) +453) +«1708| +4360) +7328) 14567) 408 157) 1420) 16552) 2148] 970) 14346) 3204; 3589) 24257) 1169) 5246) 586% 
Reported for June _‘58 2308 525 78} _368| _—1052| +3299] ~—«5322| +9566} ~—«374 180] 1131] 11251] 2099 845| 11564) 2388| 2021| 18917} 420) ~—« 2880! 41098 
| Alaska "59 32| 6 2) 3] 4 60| 75 113} 2| 1] 13 129 8| 6) «114 15 12) * 155] 23 94, «508 
; ‘58 10 3 2 2! 31 86) 13) 6| 2% 131 3] 7|—‘122I 1o]_—stt|, 153] 5 80; 410 
Arkansas 59 101 17| 5) i] es 120 212; —~513| 14 4 44 —«575) 55 45| 570 120; 128) ~=«918 34) +145) «1985 
- 58] 49 15 2| 1 23; __—*122 173] __354| 13 7| 48} 422 83] 37; «419 103} Ed 699| 1 93} 1447 
Colorado 59) 425| 48 21) 35] 185{ 341) 630] 1393 40 17 133) 1583) —«66)—Ss3|—1559 280) 2472) 91 550, 575! 
: "58| ° 243) 45 | 9| 25| 116] 299) ~— 494] 784 34| 15 147; 980, ‘163 75| 1246] 206 i 1867} 40| 440| 4064 
Delaware "59| 38 12 3| " 47 133 206| 268} 7 2 28; 305) 43) 34| «328 78| 74) 557] 30 185; 132i 
ie p 58 26) 16 1| 9 23| +127} ~=—«176| ~—s216| 5 4| 26| 251 37| 36| 326 83 49| 51 2 7b| _ 1042 
Florida "59| 849; 151) 63| 98, 389| 993) 1694)  3691/ 87| 95 332) 4205, 562 545| 4153 859 819| 6938; 233)  3432| 1735! 
"58 464 129| 45 88} 282| ~—«8l0|_—«*354|~—«2475! 65| 100! 337| __2977|_—_—«549 501| 2979} 689/431] ~—«5149/ 66! 1866) 11876 
Illinois "59 2365; 451; ~—«s115|—267| += «924 2478 | 4235| 9363) 262) ~—«*1:90| 935| 10750| 1653 915| 10758 2908) 3186) 19420; 803) 2015) 39588 
'58| 1214 334 79 260} 582} 2006] +3261) +5381} ~_—*170 147| 793| 6491] 1653 872| _8691| 2056] —«*1417| 14689 237; 870) 26762 
lowa 59| 591 98) 17| 68} 265) = 610|—s«(1058| = 2551! 56 17; «277! 2901; S329) Ss]: 2562) +480) ~=Ss528) 4010 193] 365) 98 
'58 328 75 15] 38! 150] ~—-490/_— 768} _—=*1747 él) 19| 218} 2045] —-350|~—sIGI| ~—-2298 387/321] 3457 73|  i57| 6828 
Kansas "59 461 107| 15| 43 188| 487; += 840) —s«:1969) 49| 21 150! 2189 341 133; 2135 439| +453) «3501; «131; 510) +7632 
sonmibis 58 292| 76) 10) 45| 175! _-497|_~—«803_—«552| 68 20} 164] 1804 330} _—-115|_—*1872| — 364) ~—301! 2982! 57 300| 6238 
Louisiana ‘59 258 69 8) 42) 133) 391) 643) 2066 54 24, —«158)—-2302/ = 252|—Ss«s41/ 2355) ~—«513| ~—«529| 3790 87; 801 +788! 
"58 114| 43| 10| 24| 102} ~~ 305 484|  1244| 27 22| 162| 1455 225| 114] «1914 383 244| 2880) 33 401| 5367 
Maine ~ *59| 177 30| 4] 12; 89| + +224, +~«=359| +~—«624 16 7| 7i| 718) 32| 606, ~—:108| ~=Ss«s158| +999; += 77| +~=S«s«348| +2678 
sia ‘58 120) 18] 4| 24| 65| 197} _—_—«308|~——b 38} 15 9| 7! 733| __108| 49; 630 123} 110} — 1020] 26|  225| 2432 
Maryland "59/ 638) —«112/ 14] 80 259 967) 1432) 2376) 36) 28) 173} 2613! 298; +171; + 2694) + +529 558| 4248) 214) 1128, 10273 
ie "58 266} 84 9} 68} 231] ~—«695|_~—«*1087|_—*1408) 49 23 190} 1670; _-345_~——s«149| 2458 331| 327) +~—-3610) 42) 556) 7231 
Nebraska ‘59 251/60) 7) 26] ~=Ss«dN4)—s«326] 533] «12541 ~~ 9| 98; 131/156] ~—Ss65| —«s1320) ~—«215| +218] «1974, ~=«73)~—=a7| «4459 
ae 58 121 36| 10| 17 81 278] 4201 964! 1] 16| 113} 1104) —_146| 54) 1167/1183} ~—s«*185| Ss 715] 32} 157| 3549 
Nevada ‘59 41 4| 3 a ae 40; 129] 9 6) 24| 168 27 22/113 36) 47/245 1s) 103/62 
hed *58| 15| 6 3] 12) 17} 57| 95! 74| 10} 16| 100 |W 12| 135 29| 14 201 7 113 53! 
New Jersey 59) 1359) -372| 74, +195) 548) 1563) 2752) 4583] 99| 94| 49%| 5272| 730 625, 5160) 1215! 1557|  9287| 479) + 2410| 21559 
Re 58 730| __321| 73} -212|_~—«534)_—st779}_—-2919| 30911 = 2 85 459| 3756; 904) ~—«602}—«5049|_—*1:178/ ~~ 900) 8433 150} 1356! 17544 
Pennsylvania 59 2464, —«637|—=S«d'26|—Ss«SK9)~=«1244)~=«3140| +5566) 7449! ~=—«230| ~—S—«i19 858| 8656 1344)  809| 7883) 1896, 2080) 14012 94613282 34926 
‘58 | 1149; 433) 8 365| 997! __-2873|_—«4736|~=—«5505|_—s 214] ~—s*22 956| 6797! ‘1561 751| 7954) 1795} 1398] 13459 270| 1629 040 
South Carolina *59| 239) 50) 8! 23 137) 461 679| 1605! 28 | 14 118) 1765) 215) 90! 13641 242| 286) 2197] 1101 6611 SABI 
Se: ta oe se _ I 36| 2| 26 73| 244| 381 | 732| 25) 9| 85 851] 180 64} 822] 166! 137 1369 15 298' 3004 
South Dakota 59) 931 14| 2 7 341 +103 160) 348] 8| 4 42; 402 40 17| 385 7i|—«67|~SC«@ BO 3 63,1333 
eee "58! 58! 14| | 14 23| 86} 138] 328} 13] 3} 29 373 54 15; 406! 60) 55} 590! 7 40| 1217 
Tennessee 59/ 409| 65) 15| 61 226|~+~=«475 842| 1969! 67| 17] 139/ 2192; 294) ~=S«N19|~=«(2097 466/526) +3502) ~=S«dL18 568, 7631 
s 58] _173| | 10) 47|__ 135] _—«367|_——587|__—*1135) 47| 18 136] 1336 317 95} 1558 349| 260) 2579 49 217| 494! 
31 States Reported ‘59! 14935| 2968! 644/ 1858| 6563| 17251{ 29284) 56831! 1492! 826| 5509] 64658!  8754| 49631 60502! 13674/ 15169) 103062 i] 22153) 738953 
To Date for June ‘58 7770; _2237|__—-429|_~—«1655| «4666! 145501 23537| 37280| 1335) 805] _~—«S107| 44527] 9118] ~—-4494|-«51610| + 10863| 8395] 84480] 15831 11754) 173621 
Year 59) 155140! 28423| 8223 20539| 63738| 172026) 292949] 6504871 219361 13851! 69102| 755378] 122209| 68887| 670333| 173795! 178537|1213761| 611281 256662 2735018 
To Date ‘58 | 69090} 29806! _7753| 24293! 62484) 182219] 306555| 450862! 20125! 14350! __63933/ 549290! 130030] 61822! 590501| 152316] 111431/ 1046100] 18866 142892| 2132793 
































“The information in this report has been compiled from official state documents, Every reasonable precaution has been exercised + tions 
vonmved at the time the report is published. R. L. Polk & Co, cannot assume any liability by reason of inaccuracies a ciietaan: o_isere Pol 71> Se CRE: Pte. pogetrene 
The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregonregistration count prepared by the Oregon State Motor Vehicle Department is included i@ 


| this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. Polk & Co. The 1958 figures for Oregon are pels figures. 
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| > 8rd i Largest Selling 


a Ape Station Wagon 
\ In The U.S.A. 







9 2496065 


Because=— 











6) 586% 
410% 
i - @ Rambler American is lowest-priced of the three best- e@ Rambler tops all cars in most miles per gallon. 
| ea selling station wagon makes by better than $500. (1959 Mobilgas Economy Run) 
) 5751 
. — @ Rambler has the top resale value in the entire @ Rambler is easiest to park—handle—and fits 
: Ts low-price field. any home garage. 
| 26762 

ae & 

a no wonder Rambler sales are breaking all records 


= WOULDN’T YOU LIKE TO GO AND GROW WITH RAMBLER? 


MAIL*THIS COUPON TODAY 







We Have the Product for the 
Exploding Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Aiso Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


c 
| 

| 

| Director of Dealer Development 

l American Motors Sales Corporation 
Detroit 32, Michigan 

| Dear Sir: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
| 

! 

| 

| 

| 

| 
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(PLEASE PRINT) 














Used-Car Auction Prices 





(Continued from Page 47) 


CHRYSLER—’'56 NY 2-dr. $1,- 
550* (ps). 

DeSOTO—’57 Firedome 4-dr., $1,005. 

DODGE—’57 Royal (8) 2-dr. hardtop, $1,- 
425° (ps). 

FORD—’59 Thunderbird (8) Victoria, $3,- 
800* (ps); Galaxie (8) conv., $2,690* 
(ps); Country sedan (8) 4-dr., $2,495*. 

’58 Fairlane 500 (8) Skyliner, $2,275* 
(ps); 4-dr. Victoria, $1,880* (ps), $1,- 


hardtop, 


845* (ps), $1,795* (ps), $1,745* (ps), 
$1,675* (ps); Country sedan (8) 4- 
dr. (9 pass.), $1,625*; Custom 300 
(8) 4-dr., $1,325*. 

’57 Thunderbird (8) conv., $2,675; 
Country Squire (8) 4-dr., $1,675*; 
Fairlane (8) 2-dr., $1,360* (ps); Cus- 
tom 300 (8) 4-dr., $1,295*, $1,290* 
(ps); 2-dr., $1,245*, $1,135, $795. 

56 Country sedan (8) 4-dr., $1,245*, 
$1,165*. 

’55 Fairlane (8) 4-dr. Victoria, $955, 
$950*; conv., $775*; Custom (8) 4- 
dr., $800*. 

54 Custom (8) conv., $650, $505*. 

LINCOLN—’55 Capri 2-dr, hardtop, $865* 
(ps). 
MERCURY—’58 Monterey sport coupe, $1,- 
835* (ps). 
’57 Monterey 4-dr., $1,285*. 
’56 Montclair sport coupe, $995* (ps). 


*55 Montclair sport coupe, $1,070*; Cus- 
tom 2-dr., $705*. 





The UNISTEEL TRIPMASTER, one model of the 
world’s largest family of steel and aluminum van 
bodies built by Unisteel Body Company. Lengths: 
12’, 14’, 16’, 18’, 20’. Width: 92”. Heights: 78” or 
86”. Also, a wide range of rear end, lining and ac- 


cessory options. 






ARGO 





’54 Monterey sport coupe, 
Custom 2-dr., $450*. 


OLDSMOBILE — '57 (88) 
$1,535". 
'56 (98) 4-dr., $1,225* (ps). 
’55 (88) Super 2-dr, Holiday, 
(ps), $995*. 
’54 (98) 4-dr., $460*. 
PACKARD—’55 Clipper 4-dr., $795* (ps). 


PLYMOUTH—’58 Savoy (8) 2-dr., $1,475*. 

’57 Suburban (8) custom, $1,405* (ps); 

Belvedere (8) 4-dr., $1,095; Savoy (8) 
2-dr, hardtop, $1,180*; 4-dr., $995. 

’55 Belvedere (8) 2-dr, hardtop, $850*; 
Savoy (6) 4-dr., $595. 

’54 Belvedere station wagon, $600*, 

PONTIAC—’56 Chieftain Safari, $1,445* 
(ps); 2-dr. Catalina, $1,125*, 

’55 Chieftain Safari, $1,030* 
dr., $770*; Star Chief 2-dr, 
$960* (ps). 

’54 Chieftain 4-dr., $400*. 

53 Chieftain 4-dr., $420*, $375*. 


RAMBLER— 57 Super (6) Cross Country, 
$1,505*; Super (8) Cross Country, $1,- 
295*. 

’56 Super (6) Cross Country, $1,280. 
’55 Custom Cross Country, $900. 

WILLYS—’50 station wagon, $235*. 

MISCELLANEOUS—’59 Chevrolet (6) El 
Camino, $2,125*. 

’57 Ford (8) Ranchero, $1,295*. 
’55 Ford (6) %-ton pickup, $785*. 


$650* (ps); 


2-dr. Holiday, 


$1,220* 


(ps); 2- 
Catalina, 






red 


AUTOMOTIVE NEWS, AUGUST 3, 1959 


$570; 


‘54 International %-ton pickup, 
Ford %-ton pickup, $515. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. 
Tuesday. Prices are for sale of July 21. 


BUICK—’57 Super 2-dr. Riviera, 
(ps); Special conv., $1,420* (ps). 


(8) 4-dr., $1,710, $1,680*. 

’57 Bel Air (8) conv., $1,785*; 4-dr., 
$1,360*; Townsman (8) 4-dr., $1,670*; 
Two-ten (8) 2-dr., $1,560; 4-dr., $1,- 
320*, $1,280*; One-fifty (6) 2-dr., 
$985. 

’56 Bel Air (8) 2-dr. hardtop, $1,475*; 
Two-ten (8) 4-dr., $920; One-fifty (6) 
4-dr., $770. 

55 Bel Air (8) 2-dr. hardtop, 
4-dr., $1,025; Nomad (8) 4-dr., 
095; Two-ten (6) 4-dr., $725. 

’54 Bel Air 4-dr., $675; Two-ten 4-dr., 
$545*. 

’53 One-fifty 2-dr., $440, $375, $350. 

CHRYSLER — ’'58 Windsor 4-dr. hardtop, 
$2,060* (ps). 


$1,155*; 
$1,- 


’57 Windsor 4-dr. hardtop, $1,700* (ps). 





’55 Windsor 4-dr., 


$1,035* (ps). 


Sale every 


$1,670* 


San Fernando Valley 


Gets First Auto Auction 


LOS ANGELES.—The San Fer- 
nando Valley’s first wholesale 
auction, Valley Automotive Auc- 





56 Century 4-dr. Riviera, $1,180* (ps); 
Special 2-dr. Riviera, $1,170*; Super tion, Inc., has been opened by 
2-dr, Riviera, $1,000*. Blayne Sites at 6137 Sepulveda 
’55 Century 2-dr, Riviera, $1,055*; Spe-| Blwd. 
cial 2-dr, Riviera, $1,025*; Super 2- Sn 
dr, Riviera, $840* (ps). The firm has an air-conditioned 
54 Century 4-dr., $665*. building with 10,000 square feet 
CADILLAC—’57 (62) conv., $2,925* (ps).| Of space and holds an auction at 
’56 (62) 2-dr. hardtop, $2,150* (ps). 11 a, m. each Wednesday. 
54 (62) 2-dr. hardtop, $1,550* (ps); 4- 
dr., $1,310* (ps); (60) 4-dr., $1,495* 
(ps). ’54 NY 2-dr. hardtop, $700*, $550* (ps). 
’ o * . , 
GS (63) 4-dr., $510° (ps). DeSOTO—’57 Firesweep 2-dr. hardtop, $1,- 
CHEVROLET—’'59 Impaia (8) conv., $2,-| 570* (ps). 
725* (ps); Parkwood (8) 4-dr., $2,-| noDGE — ’55 Royal (8) 2-dr. hardtop, 
630°. $850* (ps). 
’58 Bel Air (8) 4-dr., $1,775*; Biscayne ’54 Coronet (8) 4-dr., $670* (ps). 


’53 Royal (8) 2-dr., $350*. 
| FORD—’59 Thunderbird (8), $3,770* (ps); 


Country Squire (6) 2-dr., $2,235. 

’58 Thunderbird (8), $3,225* (ps); 2- 

| dr., $3,100* (ps); Fairlane (8) conv., 

| $2,040* (ps); 2-dr. Victoria, $1,840* 
(ps); Fairlane (6) 2-dr., $1,480*; 
Fairlane 500 (8) 4-dr. Victoria, $1,- 
885* (ps); 2-dr., $1,850*; Country 
Sedan (8) 4-dr., $1,895*. 

’57 Country Squire (8) 4-dr., $1,680*, 
$1,570*; Fairlane 500 (8) 2-dr., $1,- 
450* (ps); Fairlane (8) 4-dr., $1,355*; 
Custom 300 (8) 4-dr., $1,325*; 2-dr., 
$1,245*; Custom (8) 4-dr., $1,075; 
Custom (6) 4-dr., $1,030. 

56 Country Squire (8) 4-dr., $1,275; 


Fairlane (8) 4-dr., $1,015*; 2-dr., $1,- 
005*, $960*. 
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COMBINATIONS UNLIMITED 


When you say “Unisteel”, you needn’t settle for anything less 
than the body specifically designed to satisfy your needs. Why? 
With volume component production and custom assembly, 
Cargo Engineered Unisteel Van Bodies give you a choice of 
more than 1500 combinations. There’s one just right for you. 
Ask your nearby Unisteel Distributor for the complete story. 


UNISTEEL BODY Co. 


GALION, OHIO * Factory at Wapakoneta, Ohio, U.S.A. 


STEEL OR ALUMINUM VAN BODIES + LEVEL FLOOR » WHEELHOUSE + CLOSED TOP * OPEN TOP + REEFERS + EXTERIOR POSTS * SMOOTH PANEL + RIBBED PANEL * VERTICAL PANEL » BEVERAGE * NUMEROUS OPTIONS 








— 
’55 Fairlane (8) 4-dr., $985; 4-dr., go7s. 
$960* (ps); 2-dr., $940*, Sx55%) gers’ 


’54 Crest (8) 4-dr., 2 at $660°: Main (8) 





$645; Custom (6) 4-dr., £540 
Wagon (8) 2-dr., $510. Ranch 
’53 Custom (8) 4-dr., $710; inch Wa, 
on (8), $434; Crest (6), $410*, 
MERCURY — ’57 Montclair 2-:- hardtop 
$1,600*. , 
"55 Monterey 4-dr., $1,180; dr. hara. 
top, $1,060* (ps); Montclair 2.4 
hardtop, $1,025. F 
’54 Custom 4-dr., $690*; 2-dr $645 
OLDSMOBILE — '58 (88) 2-dr.’ Holiday 
$2,310* (ps). ’ 
'57 (88) 2-dr. Holiday, $1,750" (ps). 
’56 (88) 2-dr., $1,125* (ps). 
"55 (88) 2-dr., $1,255* (ps); 2-dr, Holi. 
day, $1,045*; 4-dr. Holiday, $960+ 
’54 (88) Super 4-dr., $495* (ps); (gg) 
2-dr, Holiday, $490*; (98) 2-dr. Holt. 
day, $750*. 
PACKARD—’'56 Clipper 4-dr., $965. 
PLYMOUTH—’57 Savoy (8) 2-dr. hardtop 
$1,200. . 
’56 Savoy (8) 2-dr., $675; Plaza (g) 2. 
dr., $675. 
’55 Savoy (6) 4-dr., $620* (ps); 2-ar 
$560; Savoy (8) 4-dr., $515 = 
PONTIAC — ’57 Chieftain 4-dr. Cataling 
$1,550* , 


*56 Chieftain 4-dr. Catalina, $1,200*, gy 
140*; Star Chief 2-dr. Catalina, gy’. 
195*, ; 

°55 Chieftain station wagon, $1 035*; 2. 
dr., $795* (ps). 

STUDEBAKER -— ’57 President 
$1,000*. 

56 Commander (8) 2-dr., $1,035*, 

MISCELLANEOUS — '57 Ford (6) %-top 
pickup, $1,050. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of July 23, 
Clean models out in front, the convertibles 
seem to be selling well while prices remain 


(8) 4-dr., 


steady and unchanged. Sold 64 cars from 
82 consignments. 
BUICK—’57 Special 4-dr., $1,290* 
"54 Special 4-dr., $480*; Super 2-dr, 
Riviera, $410* 
"53 Special 2-dr. Riviera, $285* 
CHEVROLET—’58 Yeoman (6) 4-dr., $1,- 
620 
"57 Bel Air (8) 4-dr., $1,420*. 
"55 Bel Air (6) 4-dr. hardtop, $805; 
4-dr., $715*; Two-ten (8) 2-dr., $505 
CHRYSLER—’54 NY 4-dr., $385* (ps). 
DeSOTO—'54 Firedome 4-dr., $220* (ps) 
DODGE — ’55 Royal Lancer (8) 4-dr., 
$860*. 
EDSEL—’58 Ranger 2-dr., $1,110*. 
FORD—’58 Custom (6) 2-dr., $1,155. 
"57 Fairlane 500 (8) 4-dr., $1,115*. 
"56 Fairlane (8) conv., $1,020* (ps), 
$965*; Custom (8) 4-dr., $845*. 
’55 Custom (8) 4-dr., $605; 2-dr., $525, 
’53 Main (8) 2-dr., $330*. 
HUDSON—’55 Hornet (6) 4-dr., $490. 
MERCURY—’55 Custom (9 pass.) station 
wagon, $780*; Monterey 4-dr., $660*. 


NASH—.-’54 Statesman 4-dr. Custom, $400*. 
PLYMOUTH ’56 Suburban (8) 4-dr., 
$980". 

’55 Suburban 

2-dr., $430. 
’54 Belvedere (6) hardtop, $160*. 
PONTIAC—’54 Chieftain 2-dr., $175*; 4- 
dr., $130. 
STUDEBAKER—’54 Canestoga (8), $320*; 
Commander (8) 2-dr., $250*. 
MISCELLANEOUS—’ 54 V-Plate (8) cab & 


(8) 2-dr., $645; Plaza (6) 


chassis, $575. 

Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of July 22, Sold 
197 cars from 272 consignments. 
BUICK—’58 Special 4-dr., $2,015* (ps). 

*57 Century 4-dr. Riviera, $1,525*; Spe- 
cial 2-dr. Riviera, $1,515*; 4-dr. Rivi- 
era, $1,460*, $1,405*; 2-dr., $1,255* 
(ps). 

’56 Special Estate Wagon, $1,250*; 2-dr. 
Riviera, $920*, $910*; Super 2-dr. 
Riviera, $1,175* (ps); Century Estate 
Wagon, $1,170. 

’55 Special 2-dr. Riviera, $815*, $710", 
$590*, $575*, $570*; 4-dr., $735*; 4 
dr, Riviera, $690*; 2-dr., $440: Super 
2-dr. Riviera, $795*, $590*; Century 


2-dr. Riviera, $720*, $680*, $610*; RM 
2-dr. Riviera, $660*. 

’54 Special 2-dr. Riviera, $465, $355*; 4- 
dr., $265*; 2-dr., $135*%; RM 4-dr., 
$410*. 

*53 RM conv., $450* (ps); Special 4-dr., 
$270*; Super 2-dr. Riviera, $225* (ps). 


CADILLAC—’59 (62) conv., $4,980* (ps). 
"58 (62) 2-dr., $3,190* (ps). 
CHEVROLET — ’59 Parkwood (6) 4-dr., 
$2,415* (ps); Bel Air (6) 4-dr., $1- 
875; Biscayne (8) 4-dr., $1,810 
’58 Impala (8) 2-dr. hardtop, $1,820*; 
conv., $1,775*, $1,730; Yeoman (6) 
2-dr., $1,665*; Delray (6) 2-dr., $L- 
600; Biscayne (6) 4-dr., $1,600; Bis- 
cayne (8) 2-dr., $1,560, $1,505*. 
’57 Bel Air (8) 4-dr., $1,515* (ps), $1, 


430*; Bel Air (6) 4-dr.,. $1,215*; Two 
ten 2-dr., $1,380, $1,020; 4-dr., 
$1,125. 

’56 Bel Air (8) conv., $1,355* (ps), $1,- 
200*; 2-dr., $1,060*; Two-ten (8) sta- 
tion wagon, $1,150*; 2-dr., $920*; 4 
dr., $850*, $720*; Two-ten (6) 2-dr., 
$740*, $645; One-fifty (6) 2-dr., $700. 

’55 Bel Air (8) 4-dr., $840*; 2-dr., $605; 
Bel Air (6) 4-dr., $645*; sport coupe, 
$550*; Two-ten (8) Delray, $660*, 
$615, $600*; 4-dr., $575*; Two-ten (6) 


4-dr., $645; 2-dr., $600, $435, $425°; 
One-fifty (6) station wagon, $525, 
$345. 


54 Bel Air 2-dr., $415*; One-fifty utility 
sedan, $405. 


’53 Bel Air 4-dr., $370*; 2-dr., $365, 

$200*; Two-ten 4-dr., $325, $220, $135. 

OHRYSLER — ’55 Windsor 4-dr., $590° 
(ps). 


DODGE—’58 Royal (8) 4-dr., $1,400* (ps)- 


EDSEL—’58 Citation 4-dr., $1,600*; Pacer 
2-dr., $1,550*. 

FORD—’59 Ranch Wagon (8) 4-dr., $2, 
330°; Galaxie (8) 2-dr., $2,265*; Cus 
tom (6) 2-dr., $1,800*. 

’58 Fairlane 500 (8) conv., $1,925; 


Custom (8) 4-dr., $1,625*, $1,225; 2 
dr., $1,405; Ranch Wagon (8) 2-dr., 
$1,460; Custom 300 (6) 2-dr., $1,380*. 


’57 Thunderbird (8), $2,485* (ps); Coun 
try Sedan (8) 4-dr., $1,570*, $1,470*, 
$1,455*, $1,200; Fairlane 500 (8) 2 
dr., $1,400*; Ranch Wagon (8) 2-dr., 


$1,310; Custom (6) 2-dr., $975, $840; 
Custom 300 (6) 4-dr., $700. 
56 Fairlane (8) conv., $1,050; 2-dr, Vic 


toria, $925*, $755*; 4-dr., $550° 
Country Sedan (8), $1,030*, $925. 
’55 Fairlane (8) 2-dr. Victoria, $880°; 
2-dr., 2 at $640*; conv., $550*; Ranch 
Wagon (8) 2-dr., $750*, $510, $440; 
Main (8) 4-dr., $655; Custom (6) * 
dr., $635*, 2 at $535, $255; Custom 


(8) 2-dr., $605; 4-dr., $300. 
(Continued on Page 51, Col. 1) 











| 


N 


ze 


nee © ee 











































-dr. Hol. 


$965. 
hardtop, 


aza (8) 2. 





); 2-dr., 





Catalina, 


200°, $1. 
alina, $1,- 


3 035°; 2. 


(8) 4-dr,, 
035*, 
(6) %-ton 


A. 


sale eve 

f July 3 
on vertibles 
ces remain 
cars from 


* 
iper 2-dr, 
+ 


4-dr., $1,- 


op, $805; 
dr., $505. 
* (ps). 
220* (ps) 
(8) 4-dr., 
\* 
1,155. 
,115*. 
20* (ps), 
‘5*. 


ir., $525, 


$490. 

-) station 
-» $660°. 
mm, $400*. 
(8) 4-dr., 


Plaza (6) 


0*, 
$175*; 4- 


3), $320°; 


8) cab & 


Wednes- 
22, Sold 


* (ps). 

25*; Spe- 

-dr. Rivi- 
$1,255* 


0*; 2-dr. 
er 2-dr. 
ry Estate 


*, $710*, 
$735*; 4- 
10; Super 
Century 
310*; RM 


$355*; 4- 
M 4-dr., 


ial 4-dr., 
25* (ps). 
80* (ps). 


6) 4-dr., 
-dr., $1- 
LO. 
$1,820°*; 
man (6) 
-dr., $1,- 
500; Bis- 
05*. 
ps), $1,- 
5*; Two- 
0; 4-dr., 


ps), $1,- 
(8) sta- 
$920*; 4- 
6) 2-dr., 
ir., $700. 
Ir., $605; 
rt coupe, 





$1,925°; 
1,225; 2 
8) 2-dr., 
$1,380°. 
); Coun- 
$1,470°*, 
) (8) 2 
8) 2-dr., 
5, $840; 


-dr, Vie- 
, $550°*; 
$925. 

, $880*; 
Pe Ras 
0, $440; 
n (6) 
Custom 







1) 


54 Main (6) 2-dr., 
2-dr., $185. 
[INCOLN —'58 Capri 2-dr., $2,565* (ps). 


URY¥—’57 Custom 2-dr., $750. 

55 Monterey station wagon, $955* (ps); 
2-dr., $560*, $350*. 

53 Monterey 2-dr., $350*, $200, $100. 

'55 Ambassador (8) 4-dr., $640*; 
Statesman (6) 4-dr., $460, $425. 
OBILE—’58 (98) conv., $2,415. 

"51 (88) 4-dr., $1,395. 

156 (88) 4-dr., $1,150, $800; 2-dr., $900*. 

55 (88) 4-dr., $890* (ps), $785*; 2-dr., 
$760*, $650*, $580°. 

54 (98) 4-dr., $555* (ps); (88) 4-dr., 

*; conv., $400* (ps). 

53 (88) 4-dr., $305, $140*, $115. 
yMOUTH — '57 Suburban (8), $1,300, 
$1,110; Belvedere (8) 4-dr., $1,110°; 
Savoy (6) 4-dr., $800, $700*. 

56 Suburban (8) 2-dr., $735*; Suburban 
(6) 2-dr., $560, $500; Savoy (6) 2-dr., 
$400°; Belvedere (8) 2-dr., $380. 

ponTIAC — '57 Chieftain 2-dr., $1,500* 
(ps); 4-dr., $1,410*, $1,240°. 
56 Chieftain 4-dr., $740*; 2-dr., $685*, 


$675°. 

55 Star Chief 2-dr., $640°; 4-dr., $530*; 

Chieftain 4-dr., $635*. 

4 Chieftain 4-dr., $310*. 

53 Chieftain 2-dr, Catalina, $125*. 
LER — '58 Ambassador (8) Cross 

Country, $1,975* (ps), $1,620; 4-dr., 

$1,750*; American 2-dr., $1,250, $1,- 


070. 
sTUDEBAKER—’57 Champion (6) 2-dr., 
$820; Commander (8) 2-dr., $400, 


CALDWELL, N. J. 


Skyline Auto Auctions, Inc, Sale every 

ay. Prices are for sale of July 23. 
Sharp cars bringing top dollar, Rough cars 
off in price. Sold 118 cars from 147 con- 
signments. 

BUICK—’57 Special 2-dr. Riviera, $1,465*, 
$1,375*; 4-dr., $1,370*; 4-dr, Riviera, 
$1,050*. 

66 Special 4-dr, Riviera, $1,050*%; RM 
2-dr, conv., $850°*. 

65 Super 2-dr. Riviera, $940; RM 2-dr. 
Riviera, $825*; Special 4-dr. Riviera, 
$775; 2-dr., $700*. 

"63 Special 4-dr., $125*. 

CADILLAC—’57 (62) Coupe de Ville, $2,- 
710°. 

"56 (62) 4-dr., $1,775*, $1,745*. 

"65 (62) 4-dr., $1,310*. 

CHEVROLET — '59 Kingswood (6) 4-dr., 
$2,295. 

"68 Impala (8) conv., $2,120*; Biscayne 
(6) 4-dr., $1,485*, $1,420*, $1,410*, 
$1,370*, 2 at $1,335, $1,330, $1,070. 

‘ST Two-ten (6) 4-dr., $1,185*, $1,175*, 
$1,150, $1,090*, $1,085*, $1,010, $975, 
$700; Two-ten (8) station wagon, $1,- 
75 


175. 

‘56 Bel Air (8) 4-dr., $1,075*; Two-ten 
(6) 4-dr., $860; 2-dr., $835. 
‘55 Bel Air (6) 2-dr. hardtop, ° 
‘S44 Two-ten station wagon, $610*; 4- 

dr., $325, $230; Bel Air (6) 2-dr. hard- 
top, $565*. 
CHRYSLER—’58 Windsor 4-dr. 
$1,610*. 
‘57 Windsor 4-dr., $980*. 
"66 NY 4-dr., $1,250*. 
‘65 Windsor 2-dr, hardtop, $905*. 
DeSOTO — '57 Firesweep 4-dr., $1,310*; 
Firedome 2-dr. hardtop, $1,000*. 
56 Firedome 4-dr., $955*. 
DODGE—’57 Coronet (8) 
$1,205°*. 

"56 Custom Royal (8) 4-dr., $990*. 

"S44 Royal (8) 4-dr., $250*, $235°*. 

"53 Coronet (8) 4-dr., $210*. 

FORD—’'58 Fairlane 500 (8) conv., 
775*; 4-dr., $1,675*, $1,600*, 
Custom (6) 2-dr., $820; 4-dr. 
$380, $320. 

‘57 Custom 300 (8) 2-dr., $930*. 

"56 Main (6) 4-dr., $625. 
‘55 Fairlane (8) 2-dr. Victoria, 
Custom (8) 4-dr., $425. 

‘544 Custom (8) 4-dr., $335*, 

IMPERIAL — ’58 Imperial 4-dr. 
$2,610*. 

"57 Imperial 4-dr., $2,030*. 

LINCOLN — ’57 Premiere 2-dr. 
$2,150*; conv., $1,570*. 

"56 Capri 4-dr., $1,100*. 

MERCURY—’59 Monterey 2-dr. 
$2,375*. 

"58 Commuter 4-dr., $1,845*. 
"57 Monterey 4-dr. hardtop, $1,250*. 


hardtop, 


2-dr. hardtop, 


$1,- 
$1,510*; 
(Taxi), 


$880*; 
$290. 

hardtop, 
hardtop, 


hardtop, 


"35 Monterey 4-dr., $800*; 2-dr. hard- 
top, $600. 

OLDSMOBILE — ’57 (98) 4-dr. Holiday, 
$1,520°. 

"56 (88) 4-dr., $1,135*; 4-dr. Holiday, 
$1,025*, $775*; (88) Super 2-dr. Holi- 
day, $1,035*; (98) 4-dr. Holiday, $1,- 
030°. 

"55 (88) Super 4-dr., $760*; (98) 4-dr., 
$730*. 


PLYMOUTH—’58 Savoy (6) 4-dr., $1,350; 
Plaza (8) 4-dr., $1,140*. 
"ST Savoy (8) 4-dr., $1,090*; Plaza (8) 
ion’ $975*, $885; Plaza (6) 2-dr., 
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56 Belvedere (8) 2-dr., $465*. 

"55 Belvedere (8) 2-dr., $655*; Belvedere 
(6) 4-dr., $430*, $305*%; Savoy (6) 4- 
dr., $330*. 

"53 Plaza (6) 4-dr., $155. 

PONTIAC—’57 Chieftain 4-dr., $975*. 

‘55 Star Chief conv., $765*; 2-dr, Cata- 
lina, $695*. 

54 Star Chief 4-dr., $300*. 

‘53 Chieftain station wagon, $220; conv., 
$200*. 

STUDEBAKER—’53 Commander (8) 4-dr., 
$155*; Champion (6) 4-dr., $150. 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 
Resday. Prices are for sale of July 22. 
Clean late models brought premium prices. 
Junkers won't sell.’’ Sold 166 cars from 
0 consignments. 


BUICK—’57 Super 4-dr. Riviera, $1,620* 
(ps); Special 4-dr. Riviera, $1,445* 
(ps), $1,315*. 


"56 Century 2-dr. Riviera, $1,040* (ps); 
Special 4-dr., $1,005*; 2-dr., $980*; 2- 
dr. Riviera, $905* (ps). 


*55 Century 4-dr. Riviera, $095*; Spe- 
cial conv., $875*; Super 2-dr., $755*. 
"54 Special 4-dr., $635, $485. 
ILLAC—’58 (62) 4-dr. hardtop, $3,- 
365* (ps). 


"57 (62) 4-dr. hardtop, $2,575* (ps); 2- 
dr. hardtop, $2,450* (ps). 
"56 (62) 2-dr., $1,670* (ps); 

P Ville, $1,665* (ps). 
55 (62) 2-dr. hardtop, $1,455* (ps), $1,- 
415* (ps). 


Coupe de 


(Continued from Page 50) 
$300; Custom (6) ; CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 
870. 





’58 Bel Air (8) 2-dr., $1,620*; Biscayne 
(8) 4-dr., $1,505*, $1,410, $1,390, 

’57 Bel Air (8) 2-dr, hardtop, $1,690*; 
4-dr, hardtop, $1,605*, $1,505*, $1,- 
455*; 4-dr., $1,255; Bel Air (6) 2-dr., 
$1,320, $1,155; Two-ten (8) 4-dr., $1,- 
260, $1,105, $1,000*; 2-dr., $990*; 
Two-ten (6) 2-dr., $1,045, $955, $900, 
$875 


’56 Bel Air (8) 4-dr., $1,240*, $1,080; 
2-dr, harctop, $1,210*; Two-ten (8) 
2-dr., $965, $955*; 4-dr., $905; Two- 
ten (6) 4-dr., $875*, $840°, 2 at $835, 


Air (6) 2-dr. hardtop, $955, 
Bel Air (8) 2-dr. hardtop, 
$955; 2-dr., $840*, $800*, $790, $785*; 
Two-ten (8) station wagon, $850*; 
a (6) 2-dr., $790, $695; 4-dr., 
740. 


54 Bel Air 2-dr., $550* (ps), $520; 
Two-ten 2-dr., $435. 
53 Bel Air 4-dr., $560, $495°, 


DeSOTO—’56 Firedome 4-dr. hardtop, $1,- 
125* (ps). 
’55 Firedome 4-dr., $560* (ps). 
’53 Powermaster 2-dr., $375*, 
DODGE—’57 Coronet (8) 4-dr., $1,100*, 
’55 Coronet (8) 4-dr., $570*, $485*. 
’54 Royal (8) 2-dr., $425. 
ses ha Galaxie (8) 2-dr. Victoria, $2,- 
65°. 


AUTOMOTIVE NEWS, AUGUST 3, 1959 


’58 Thunderbird (8) 2-dr., $3,045* (ps); 
Fairlane (8) 2-dr., $1,455*, $1,440; 
4-dr., $1,345, $1,300*; Custom 300 (8) 
2-dr., $1,370*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
450°, $1,440*, $1,425*; Fairlane (8) 
2-dr., $1,155; Custom (8) 4-dr., $1,- 
105*, $1,075*; Custom (8) 4-dr., $990. 

’56 Fairlane (8) 2-dr. Victoria, $1,155, 
$1,095*; 2-dr., $835; 4-dr., $1,075*, 
$1,055, $925, $875; Custom (8) 2-dr., 
$730, $700. 

’55 Fairlane (8) Crown Victoria, $1,- 
005*; conv., $880*; 2-dr, Victoria, 
$855, $840*; 2-dr., $760*%, $755*; 4- 
dr., $785, $780, $740*, $595; Custom 
(8) 4-dr., $720*, $600; 2-dr., $640. 

"54 Crest (8) 2-dr. Victoria, $565*; 
Custom (8) 4-dr., $450; 2-dr., $405. 

’53 Custom (8) 4-dr., $555, $440, $260; 
2-dr., $485. 

HUDSON—’56 Custom (8) 4-dr., $900*. 

LINCOLN—’56 Capri 2-dr., $1,110* (ps). 

MERCURY—’57 Monterey 4-dr., $1,555, 
56 Custom 2-dr., $865. 

55 Monterey 2-dr. hardtop, $920, $645*. 

*53 Monterey 2-dr., $200*. 
OLDSMOBILE—’58 (88) Super 4-dr., $2,- 
330* (ps); (88) 4-dr, Holiday, $2,165* 


(ps). 
’57 (98) conv., $1,805* (ps); 4-dr., $1,- 
400° (ps); (88) conv., $1,410*. 

"56 (88) 4-dr,. Holiday, $1,265* (ps). 
’55 (98) 4-dr. Holiday, $1,055* (ps). 
PLYMOUTH—’59 Savoy (8) 2-dr., $1,710. 
’57 Belvedere (8) 2-dr., $1,180*; Savoy 
(8) 2-dr, hardtop, $1,000; 4-dr., $855. 
*56 Savoy (8) 2-dr. hardtop, $795*; 4- 
dr., $750; Plaza (8) 4-dr., $525. 


°55 Belvedere (8) 4-dr., $755; Savoy (8) 
4-dr., $700, $535. 
PONTIAC—’58 Chieftain 4-dr., $1,535*. 
(ps); 
$1,395. 
$960* (ps); 4-dr., 
$780°*; 


’57 Chieftain 4-dr., $1,505* 
Chief 2-dr, Catalina, 
*56 Star Chief 2-dr., 
$945*; 


Star 


Chieftain 4-dr., 2-dr., 


CADILLAC—’57 (62) 4-dr., 


CHEVROLET—’59 Impala (8) 2-dr., 





$695°. 
"55 Chieftain 4-dr., $750*, $625*, $610*, 


$600, $585*. 
'54 Chieftain 4-dr., $450*, $405*; 2-dr., 
$430*, $410°. 


DETROIT 


Motor City Auto Auction, Sale every 


Monday and Thursday, Prices are for sale 
of July 20. Sold 218 cars from 364 con- 
signments. 


BUICK —’58 RM 4-dr. 


Riviera, $2,300* 
(ps); Century 4-dr. Riviera, $2,000* 
(ps); Special 2-dr. Riviera, $1,875*. 

’57 RM conv., $1,550* (ps); Special 2- 
dr, Riviera, $1,330*. 

"56 RM 2-dr. Riviera, $1,015* (ps), 
$980* (ps); Special 4-dr. Riviera, 
$925* (ps), $875*; 4-dr., $825, $810°*. 

’55 Super 2-dr., $830, $725*; 4-dr., $505* 
(ps); Special 2-dr, Riviera, $735*, 
$595*; conv., $700*; Century 2-dr. 
Riviera, $725*, $700. 

"54 RM 4-dr., $550* 
dr., $300. 


(ps); Special 2- 


$2,750* (ps); 
2-dr., $2,600* (ps). 
"56 (62) 2-dr, hardtop, $1,800* (ps). 
’55 (62) 4-dr., $1,255* (ps). g2 


450*; 2-dr. hardtop, $2,400; Bel Air 
(8) 4-dr., $2,200* (ps). 

*58 Impala (8) conv., $2,000* (ps), $1,- 
980* (ps), $1,905*, $1,835* (ps), $1,- 
780* (ps), $1,760* (ps); 2-dr., $1,970* 
(ps), $1,850* (ps); Bel Air (8) 2-dr., 
$1,650*° (ps), $1,540*; Biscayne (8) 
4-dr, hardtop, $1,400* (ps). 

’57 Bel Air (8) conv., $1,460*; 2-dr. 
hardtop, $1,400*; 4-dr., $1,400* (ps). 

"56 Two-ten (8) 4-dr. hardtop, $990*; 
4-dr., $875*, $650; 2-dr., $980*, $760; 
2-dr. hardtop, 2 at $925*, $900; Two- 
ten (6) Delray, $650; Bel Air (8) 2- 
dr., $950*, $855; 2-dr. hardtop, $795. 





CHRYSLER—’57 NY 4-dr., 


DeSO T O—'57 Firesweep 4-dr., 


DODGE—’57 Coronet (8) 2-dr. 
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’55 Two-ten (8) station wagon, $750*; 
2-dr., $610, $550, $490°; Bel Air (8) 
conv., $700*; Bel Air (6) 4-dr., $395; 
One-fifty (6) 2-dr., $475. 

‘64 Bel Air 4-dr., $480, $470*; 2-dr., 


$410*. 
'53 Two-ten 2-dr., $350°, $315. 
$2,250° (ps); 
Windsor 2-dr, hardtop, $1,450* (ps). 
’63 NY 4-dr., $115*. 
$1,345° 


(ps); Firedome 2-dr. hardtop, $1,300*; 
2-dr., $1,210* (ps). 

'56 Fireflite 2-dr. hardtop, $975*. 

’55 Firedome 2-dr, hardtop, $610*, 

hardtop, 
$1,350*; 2-dr., $1,000*; Custom Royal 
(8) 2-dr. hardtop, $1,300* (ps). 

’56 Coronet (8) 4-dr., $600*, 

’55 Coronet (8) 2-dr., $585*, $430°; 2- 
dr. hardtop, $560*. 





EDSEL—’58 Pacer 4-dr. hardtop, $1,300*. 
FORD—’58 Country Squire (8) 4-dr., $2,- 


Country Squire (6) 4-dr., $1,- 


000*; 
$1,600* ; 


600; Fairlane 500 (8) 2-dr., 
Fairlane (8) 4-dr., $1,415*; Custom 
300 (8) 2-dr, ,$1,305*. 

’57 Country sedan (8) 4-dr., $1,350*, 
$1,300*; Fairlane 500 (8) 2-dr, hard- 
top, $1,350*, $1,275*, $1,225*, $1,060* 
(ps); 2-dr., $1,010*; Fairlane 500 (6) 


4-dr., $1,300%; 2-dr., $690*; Custom 
(8) 2-dr., $1,070. 
’56 Fairlane (8) conv., $820*; 2-dr., 


$790*, $705* (ps); 4-dr., $780*; Cus- 
tom (8) 2-dr. hardtop, $800*; 2-dr., 
$780, $690. 

’55 Country sedan (8) 4-dr., $780*; Fair- 
lane (8) 2-dr., $775*, $680*, $555; 4- 
dr., $485*; Fairlane (6) 2-dr., $465*, 
$440*; Ranch wagon 2-dr., $710; Cus- 
tom (8) 4-dr., $600, $490; Custom (6) 
2-dr., $520*. 

’54 Country sedan (8) 4-dr., $600, $490; 
Crest (8) 2-dr., $570*, $550; Custom 


(Continued on Page 52, Col. 1) 





Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 


Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


over . . . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


Another reason you’re Miles Ahead with Mobil 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Co., Inc. 


Affiliated Companies: GENERAL PETROLEUM CORPORATION, MAGNOLIA PETROLEUM COMPANY 


Here’s why it’s good business 





to do business with Mobil 


@ You get America’s top sellers... Mobilgas, 
Mobiloil, Mobiloil Special! 


© You get the help of experienced men to 
help you boost service absorption. 


e You get expert on-the-job training for your 


e You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 









‘ 
























Used-Car Auction Prices 
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(8) 2-dr., $465, $340; Main (8) 4-dr., 


$300. 
’53 Crest (8) 2-dr., $315*. 
LINCOLN — '57 Capri 2-dr. hardtop, 
900* (ps). 
MERCURY—’58 Monterey 2-dr., $1,650*. 
’57 Monterey 2-dr., $1,290* (ps), §$1,- 
175*; 4-dr., $1,280*, $1,170*; 4-dr., 
$1,150*; Colony Park 4-dr., $1,700* 


(ps). 
'56 Monterey 2-dr. hardtop, $875* (ps), 
$630° (ps), $625*, $500; 4-dr., $700*, 
* 


"54 Monterey 4-dr., $410*. 
OLDSMOBILE — '59 (98) 


$1,- 


4-dr., $2,985* 
(ps). 

’58 (88) 2-dr. Holiday, $2,450* (ps); 
(88) conv., $2,150* (ps). 

'57 (98) 4-dr., $1,675* (ps), $1,490* 
(ps); (88) 2-dr. Holiday, $1,470° (ps), 
$1,450* (ps), $1,330* (ps). 

’56 (98) 4-dr. Holiday, $1,260* (ps), 
$945* (ps); (88) Super conv., $1,180* 
(ps), $1,100* (ps); (88) 2-dr, Holiday, 


$1,100* (ps); 4-dr., $1,000* (ps). 
*55 (98) 2-dr. Holiday, $825* (ps); 4- 
dr, Holiday, $790* (ps). 
"54 (98) conv., $590* (ps); (88) 2-dr. 


Holiday, $525* (ps). 
PACKAR D—’56 Clipper 2-dr, hardtop, 
$665* (ps). 
’55 Clipper 2-dr. hardtop, $350* (ps). 
°654 Clipper 2-dr. hardtop, $195. 
PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
top, $1,475* (ps); Plaza (6) 2-dr., $1,- 


200. 

"57 Suburban (8) 4-dr., $1,420*; 2-dr., 
$1,150*; Belvedere (8) conv., $1,270*; 
2-dr,. hardtop, $1,170* (ps), $1,130*, 
$1,000*; 2-dr., $1,100*; Savoy (8) 2- 
dr., $860, $850, $800*. 

"56 Belvedere (6) 4-dr., $645*; Savoy 
(6) 2-dr., $595, $550. 

’55 Savoy (6) 4-dr., $425. 

PONTIAC—’59 Star Chief 4-dr., $2,880 


(ps). 
’S8 Star Chief 4-dr, Catalina, $2,350*, 


$2,115* (ps). 

"56 Chieftain 2-dr., $880*, $670*; Star 
Chief conv., $825*. 

’55 Chieftain 4-dr., $780*; 2-dr. Cata- 
lina, $710 (ps), $460*; 4-dr., $375; 
2-dr., $300*. 


’54 Chieftain 4-dr., $205*. 
’53 Chieftain 4-dr., $290*. 
RAMBLER — '57 Custom (8) 4-dr. Cross 
Country, $1,385. 
’56 Custom 4-dr, Cross Country, $1,000, 
$950. 
STUDEBAKER—’59 Lark (8) 2-dr. Regal, 
$1,800. 


8 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of July 21. 

BUICK—’57 Century Estate Wagon, $1,- 
975* (ps); 2-dr. Riviera, $1,725* (ps); 
Special 2-dr, Riviera, $1,595*, $1,505* 


(ps). 

56 Super 2-dr. Riviera, $1,200* (ps); 
Special 2-dr. Riviera, $915*. 

’55 Century 4-dr. Riviera, $1,035* (ps), 
$790* (ps), $660* (ps); 2-dr. Riviera, 
$925* (ps); Special 2-dr. Riviera, 
$800*; Super 2-dr. Riviera, $750* (ps), 
$675* (ps). 

'54 Special 4-dr., $660*; Century 2-dr. 
Riviera, 625* (ps); Super 2-dr, Rivi- 


era, $605* (ps). 


53 Super 2-dr. Riviera, $365*; Special 
4-dr., $160*. 
CADILLAC—’58 (62) conv., $3,695* (ps). 


’57 (60) Special 4-dr., $3,125* (ps); (62) 
Sedan de Ville, $2,800* (ps); 4-dr., 
$2,795* (ps). 

’56 (62) Sedan de Ville, $1,960* 
(60); Special 4-dr., $1,645* 

55 (62) 4-dr., $1,560* (ps), 
(ps); Coupe de Ville, $1,535* 
(60) Special 4-dr., $1,550* (ps). 

’54 Eldorado conv., $1,570* (ps); 
Coupe de Ville, $1,530* (ps); 
$1,490* (ps). 

*53 (62) 2-dr., $790* 
Ville, $740* (ps). 
CHEVROLET—’59 Impala (8) sport coupe, 
$2,800*, $2,550* (ps), $2,535* (ps), 
$2,500*; Bel Air (8) 4-dr., $2,360* 


(ps) ; 


(ps); 


(62) 
conv., 


(ps); Coupe de 


(ps). 

’58 Corvette (8) conv., $2,675; Impala 
(8) sport coupe, $2,400* (ps), $2,235* 
(ps), $2,150* (ps), $2,120*; Bel Air 
(8) sport sedan, $1,800* (ps), $1,710* 
(ps); 4-dr., 2 at $1,800* (ps); Bis- 
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cayne (8) 4-dr., $1,700*, $1,595*, $1,- 
535; Yeoman (8) 2-dr., $1,645*; Del- 
ray (6) 2-dr., $1,525; Delray (8) 2-dr., 


$1,500°. 

°57 Bel Air (8) station wagon, $1,750*, 
$1,745*; sport sedan, $1,740* (ps); 
4-dr., $1,600* (ps), $1,470*; conv., 
$1,600* (ps); One-fifty (8) station 
wagon, $1,485*; Two-ten (6) Delray, 
$1,385*; 4-dr., $1,105; Two-ten (8) 
4-dr., $1,285". 

’56 Bel Air (8) sport sedan, $1,275*; 
4-dr., $1,250* (ps), $1,055*; Bel Air 
(6) 2-dr., $1,095* (ps); Two-ten (8) 


sport coupe, $1,225°*. 

’55 Two-ten (8) Delray, $1,105, $1,020*; 
station wagon, $990; 4-dr., $745; Two- 
ten (6) station wagon, $940, $935, 
$905; Bel Air (8) sport coupe, $1,080, 
$975*, $925, $850*; 2-dr., $950*; 4-dr., 
2 at $900*; One-fifty (6) station wag- 
on, $785; 4-dr., $425. 


’54 Bel Air sport coupe, $700*; 2-dr., 
$550, $450°, $335; 4-dr., $335; One- 
fifty utility sedan, $455; Two-ten 4-dr., 
$375. 

"53 Bel Air 2-dr., $460, $425*; sport 
coupe, $410; Two-ten 2-dr., $390, 
$385*; 4-dr., $345; One-fifty business 
coupe, $275, $265. 

CHRYSLER—’58 Windsor 2-dr. hardtop, 
$1,840* (ps). 

"57 NY Town & Country, $2,650* (ps); 
2-dr. hardtop, $2,125* (ps); Saratoga 
2-dr. hardtop, $1,955* (ps). 

’55 Windsor 2-dr. hardtop, $655. 


"53 Windsor 4-dr., $290*. 
DeSOTO—’58 Firesweep 4-dr. hardtop, $1,- 
° 


700°. 
’57 Fireflite 2-dr. hardtop, $1,675* (ps); 
Firedome 4-dr., $1,515* (ps). 
’53 Firedome 4-dr., $200* (ps). 
DODGE—’57 Coronet (8) 2-dr. hardtop, 
$1,610* (ps); 4-dr, hardtop, $1,460*; 
Custom Royal (8) 2-dr, hardtop, $1,- 
570* (ps). 
55 Royal (8) 2-dr. hardtop, $700*. 
’54 Meadowbrook (6) 4-dr., $265. 
’53 Meadowbrook (6) 2-dr., $330; Coro- 
net (8) Sierra, $295; conv., $190. 
EDSEL—’58 Corsair 4-dr. hardtop, $1,710* 


(ps). 

FORD—’59 Thunderbird (8), 2 at $4,250* 
(ps), $3,765* (ps); Country Squire (8) 
4-dr., $2,850*° (ps); Fairlane 500 4- 
dr., $2,210* (ps), $2,175* (ps); Fair- 
lane (8) 4-dr., $2,050*. 

"58 Thunderbird (8), $3,235* (ps), $3,- 
190* (ps); Fairlane 500 (8) conv., 
$1,950* (ps), $1,865; 4-dr. Victoria, 
$1,850* (ps); 4-dr., $1,785* (ps), 
$1,775* (ps); Fairlane (8) 4-dr., $1,- 
480* 


57 Thunderbird (8), $2,800* (ps), $2.- 


UP in New 


Passenger Car 
Advertising 


The week-day Journal - American 


gained 92,763 lines of new passen- 
ger car advertising during the first 
6 months of 1959 as compared with 
the same period last year—the 
largest percentage increase (62.5%) 
of any New York weekday paper. 


NEW YORK 


Source: Media Records 


REPRESENTED NATIONALLY BY 


Hearst Advertising Service Inc. 
DETROIT OFFICE—6-234 GENERAL MOTORS BLDG. 











745* (ps); Fairlane 500 (8) skyliner, 
$1,875* (ps); 2-dr. Victoria, $1,680* 
(ps), $1,595*, $1,590*; conv., $1,640* 
(ps), $1,585* (ps), $1,555*; 4-dr., 


$1,600* (ps), $1,530* (ps); 4-dr. Vic- 
toria, $1,550* (ps), $1,525* (ps); 2-dr., 
$1,225; Country Sedan (8) 4-dr., $1,- 
575*; (9 pass.), $1,550*; Ranch Wagon 
(6) 2-dr., $1,400°; Fairlane (8) 4-dr., 


$1,310* (ps); 2-dr., $1,210*; 4-dr., 
$770* (ps); Custom (8) 2-dr., $1,- 
170*, $995; Custom 300 (6) 2-dr., $1,- 
085°. 
°56 Thunderbird (8), $2,385* (ps), $2,- 
175* (ps); Custom (8) 4-dr., $810* 


(ps), $760*, $720*; Main (8) 4-dr., 
$635. 
55 Thunderbird (8), $1,890*, $1,710*; 


Country Sedan (8) 4-dr. (9 pass.), 
$980; Fairlane (8) 2-dr. Victoria, 
$800* (ps); conv., $605*; Custom (8) 
2-dr., $700°%; 4-dr., $645, $535; Main 
* (6) 2-dr., $380. 


’54 Custom (8) 4-dr., $475, $430, $400*; 
Country Sedan (8) 4-dr., $470; Main 
(8) 4-dr., $375. 

*53 Ranch Wagon (8) 2-dr., $400; Crest 
(8) conv., $395*; 2-dr. Victoria, $350*; 
Custom (8) 4-dr., $360; Custom (6) 
4-dr., $310; Main (8) 4-dr., $235. 

IMPERIAL — '57 Imperial 2-dr. hardtop, 
$2,705* (ps), $2,375* (ps), $2,350* 
(ps); 4-dr. hardtop, $2,185* (ps); 
Crown 2-dr. hardtop, $2,540*. 

KAISER—’51 4-dr., $125. 

LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $3,950*. 

"53 Capri 2-dr., $455* (ps); 4-dr., $290*. 

MERCURY—’57 Commuter 4-dr., $1,910* 
(ps); Montclair 4-dr., $1,675* (ps); 
Monterey 4-dr, hardtop, $1,585* (ps). 

"55 Monterey 2-dr., $780*, $775*, $655*. 

’54 Monterey 2-dr. hardtop, $525*; 2-dr., 


$525*, $520*; Custom 2-dr., $450*; 
4-dr., $305*. 
"53 Monterey 2-dr., $495, $465*, $400*; 


Custom 2-dr., $395. 
NASH—’57 Super (8) 4-dr., $1,235* (ps). 
OLDSMOBILE — ’59 (98) conv., $3,350* 
(ps); (88) 4-dr. Holiday, $2,915* (ps). 
’58 (88) 2-dr. Holiday, $2,010*. 
’57 (98) 4-dr. Holiday, $2,105* (ps). 
"56 (88) Super 2-dr. Holiday, $1,375* 
(ps); (98) 2-dr. Holiday, $1,305* (ps). 
’55 (88) conv., $1,000* (ps); 4-dr. Holi- 
day, $970*; 2-dr., $675*; (98) 4-dr. 
Holiday, $935* (ps); (88) Super 4-dr., 
$800* (ps), $730* (ps). 
°54 (88) Super 4-dr., $600* (ps); 4-dr., 
$480* (ps). 
"53 (88) 4-dr., $320*, $265*, $185*; 2- 
dr. Holiday, $190* (ps). 
PACKARD—’52 (400) 4-dr., $250*. 
PLYMOUTH—’59 Fury (8) conv., $2,530* 
(ps); Suburban (8) 4-dr, custom, §$2,- 


475* (ps). 

’58 Belvedere (8) 4-dr. hardtop, $1,600* 
(ps). 

"57 Belvedere (8) 2-dr. hardtop, $1,525*, 
$1,360*; conv., $1,470* (ps); 4-dr. 
hardtop, $1,260*%; Savoy (8) 4-dr. 


hardtop, $1,185*; 4-dr., $1,125*; Plaza 
(6) 2-dr., $950*; Plaza (8) 2-dr., $930. 
56 Suburban (8) 4-dr. sport, $1,300*; 


Belvedere (8) 2-dr., $835*; Savoy (6) 
4-dr., $815; Savoy (8) 2-dr., $810*, 
$800*; Plaza (8) 4-dr., $750. 


’55 Savoy (8) 2-dr., $625*; 4-dr., $560; 
Plaza (8) 4-dr., $515*. 
"54 Plaza 2-dr., $425. 


°53 Suburban, $465; Cranbrook 4-dr., 
$185*. 

PONTIAC—’59 Star Chief 4-dr. hardtop, 
$2,975* (ps). 

*57 Chieftain Safari 4-dr. (9 pass.), $1,- 
645*; 4-dr., $1,100* (ps); Star Chief 
4-dr. Catalina, $1,540* (ps), $1,385* 
(ps); 4-dr. Catalina, $1,450*; Super 
4-dr., $1,530*. 

"55 Star Chief 2-dr. Catalina, $865*; 
conv., $795* (ps), $750* (ps); Chief- 


tain station wagon 4-dr., $860*; 4-dr., 
$845*, $565*; 2-dr., $760*; 2-dr. Cata- 
lina, $760*. 
"54 Chieftain 2-dr., $340*, $240*. 
53 Chieftain 2-dr., $330*; 2-dr. Cata- 
lina, $300*, $260. 
RAMBLER—’58 Ambassador (8) Cross 
Country, $1,925. 
53 Custom 2-dr., 
$375*, $335. 
STUDEBAKER—’55 Commander (8) 2-dr. 
hardtop, $685*; Champion (6) 2-dr., 


$645. 

MISCELLANEOUS—’59 Chevrolet (8) El 
Camino, $2,175, $2,090, $1,985, $1,- 
950; (6) %-ton pickup, $1,580. 

’58 Ford (8) Ranchero, $1,650* (ps), $1,- 
560; (6) Ranchero, $1,540. 
’57 Chevrolet (8) %-ton cab & chassis, 
$1,200; Ford (6) F-100 %-ton pickup, 
000. 


$465; 2-dr. hardtop, 


(8) 
Studebaker (8) 


%-ton pickup, 
%-ton pickup, $685. 
’55 Chevrolet (6) %-ton pickup, $710; 
Ford (6) %-ton pickup, $705, $660; 
Studebaker (8) %-ton pickup, $515. 
"54 GMC (6) %-ton pickup, $590; Ford 

(6) F-100 pickup, $500. 
"53 Ford (8) F-100 pickup, $585; 
F-100 pickup, $525. 
* - 


$690°* ; 


(6) 
* 
— Auctions in Brief — 
BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (July 22). Increasing 
volume brings increased sales. Prices were 
firm across the board. Certain models in 
’58-'59 group took a slight dip. All other 
groups were bringing top dollar if cars 


were clean and mechanically sound, Sold 
79 percent of 488 consignments, 


* * * 

CHICAGO 
Greater Chicago Auto Auction, Sale 
every Thursday (July 23). A real strong 
sale. Clean cars at premium prices. Sold 


439 cars from 587 consignments. 
* * * 
DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (July 22). Demand heavy on clean 
"54-'56 and '57 models. 

* 


* * 
PA, 

Manheim Auto Auction, Sale every Fri- 
day (July 24). Weather: clear. Sold 77 
percent of 837 consignments. 

* _ Pe 
SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (July 22). Clean cars never firmer 
—excellent action. Sold 36 cars from. 49 
consignments. 

* + 
WAREHOUSE: POINT, CONN. 
Southern Auto Sales, Inc. Sale every 

Wednesday (July 22). The action bidding 
is on: the clean cars. Units not up to’ par 
are going for less money. 

* ’ 


* 
WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday (July 23). Clean cars 
scarce. Demand increasing on 1957-'58- 


‘59 models. 


WATSON 


"\wy° 
WEIGHTLIFTER 


... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2% tons, 






* 3 Sizes... 
Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 24 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 


safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ence features at lower cost with 
WATSON WEIGHTLIFTERS ! Lib- 
eral dealer discounts, too! 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please address Dept.;;_g 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 











ADVERTISEMENT 
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I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
25 for complete details. 
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BIRMINGHA M, Ala.—Extra 
ce is the key to the success 
of the truck service department op- 
erated by Wood Chevrolet Co. here. 
Charles H. Pettus, general serv- 
joo manager, explains it this way: 
“It seems to be the little things 
that we do beyond the call of duty 
impress our truck customers 
like getting the truck back to the 
mer as soon as possible and 
geing that it is delivered clean. 
“Another service which we ren- 
has caused much comment and 
is taking care of loaded trucks 
transit. This is possible since 
have a watchman on duty all 

























a load of produce arrives 
Florida and needs to be 
eitered until it can be unloaded 
e next morning. We make room 
it in one of our bays. It is thus 
Grotected against the weather. 

| “Or if a concern wants us to 
pr a truck early in the morn- 
’ our watchman is instructed 
to let the driver have it. In other 


raulic words, we are in business to 
stake please fleet and individual own- 
tons, ers and we are glad to render 


any service we can. 

“if an owner wants a truck 
ed on at night, we will assign 
echanic to it. When a truck is 
of service, so is the driver, so 

concerns try to keep them 

ing. Sometimes we even fur- 

a service truck of our own 
util the job is completed. 

“Another facility we offer is the 

use of our 30,000-pound ‘pay load’ 

te test out a truck which ‘cuts out’ 
om heavy pulls. This trailer is 
loaded with sand and kept on our 
lot ready for use, either by our 

customers or by us in testing a 

truck. Sometimes a truck has to 








) a 3 be tried out under actual load con- 
seal ditions before an engine trouble 
: te = can be corrected.” 
Wood also has a 10 and a 20-ton 
wrecker, ready on call, to service 
nce trucks disabled on the highway. In 
9 § short, Wood is equipped to take 
ance care of trucks, either in the shop 
: or on the road. 
— The bays into the truck shop 
system. . 
+ + o 
Individuality Aids 
U.S. Meet Red 
»erform- 
oom | threat: Gordon 
tS! libk | WARREN, Mich.— America has 


o! an advantage in competition with 
Russia because our system has 


jourton | given the individual “far greater 
iterature, opportunity to express his individu- 
MH 8 ality than ever before in history,” 


President John F. Gordon of Gen- 
eral Motors said. 

N “Mere numbers have less and less 
importance,” Gordon told 800 guests 
















NY at the Scholarship Awards Banquet 
of the Fisher Body Craftsman’s 
<— Guild. Guests at the banquet, held 


at the Fisher Body general offices 
here, included 40 regional winners 
in the guild’s annual competition in 
Model car designing and building. 
“Don’t be afraid to stand out,” 
the GM president urged the young 
Winners. “Don’t be afraid to be an 
itdividual, to be different.” 
“Contrary to what some people 
Would have you believe, business 
1 have no desire to submerge 
the individual or force him to be- 
Come what has been called ‘the 
ganization man,’” Gordon said. 
iness recognizes the impor- 
fance of enabling employes to de- 
Velop themselves.” 
In General Motors, he said, “we 
with our employes as individ- 
uals, we think of them as individ- 
als, we are concerned with their 
ty as individuals.” 
rdon contrasted this approach 
the Russian system, which he 
Said “cannot consider a man as an 
individual.” 


Potter Sells 15 Larks 


To Columbus Health Dept. 


COLUMBUS, O.—Ed Potter, Inc. 
Studebaker) has received a con- 
for 15 Larks for the City 
th Department at a cost of 
5 each plus 10 tradeins. 
Health Commissioner Ollie Good- 
Said Potter underbid Chevrolet 
&nd Ford dealers by about $300, 
























jp Service Department .. . 


_ Extras Please Truck Owners 





face a half-block paved area 
where it is easy to maneuver 
even the largest truck-trailer 
outfits. There is also an outdoor 
lubrication rack on which the 
biggest jobs can be handled. 


Wood advertises truck service 
regularly in the newspapers and 
usually a $1.50 lubrication special 
on the outside lube rack. 

In the setup that Wood offers, 
the truck owner doesn’t feel like 
he has to play second fiddle to 
the passenger-car owner. He likes 
to know that his commercial cars 
are being worked on by experts. 

The Wood truck operation is ex- 
clusively for truck service with a 
half dozen mechanics who work 
only on trucks. 


The building, 50 by 120 feet, was 


VW Deal Burns 
BLUEFIELD, W. Va.—Fire de- 
stroyed Haun Motors (Volkswagen) 
on the Bluefield-Princeton High- 
way. Loss was estimated at $60,000. 
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erected in 1954. Entrance to it is 
by 10 bays on the side. Each bay 
is large enough to take care of an 
average-size truck and trailer. 

The ‘doors are pushbutton type, 
which can be operated from the 
working side of the building. 

Wood services all makes of 
trucks. Included among the cus- 
tomers are a number of fleet own- 
ers who leave the care of their 
trucks in Wood’s hands with carte 
blanche to do whatever is neces- 
sary to keep them in running} 
order. A careful record is kept on 
each truck as to the date and type 
of work done. 

The Wood truck shop is equip-| 

| ped with five overhead movable 


truck motors and parts. Other 
| equipment includes three twin-post 
|lifts and front-end and frame 
straightening machines. Other spe- 
cial tools for handling trucks in- 





hoists for ease of handling heavy | 4 


Truck Test Unit— 


Wood Chevrolet, Birmingham, Ala., keeps this trailer available for truck tests as an 
extra service for the customers of ifs truck department, which is set up to give truck 
| service exclusively. The trailer, loaded with sand, is used to test trucks under loaded 





clude transmission jacks. 


| conditions. 





OUR TRACTORS "tt 8 


ONES OF 


CHRYSLER DEALERS have the lion’s share of selling points... 


Seo eee eeeseseesseseeeeeeeeees oe 


Seeeesesececceceeees eeccccece 





FAM 


QUS 


TORSION-AIRE RIDE! 


Experts applaud it. Owners swear by it. Other 


dealers envy it. Chrysler dealers have it! 


Here’s a suspension system so different you can demonstrate it from the 


driver’s seat—sell it 


just like any other new car feature. 


Torsion bars up front, running parallel to the frame, do away with dip 
when the car is braked to a quick stop, glue you to the road as you round 
tight turns. Leaf springs in back, mounted off-center, eliminate squat 
on quick starts. And because the chassis is completely isolated from the 
body by rubber, it’s the quietest ride you’ve ever known. 


Auto expert Tom McCahill, writing in Mechanix Illustrated, calls 
Torsion-Aire “far and away the finest suspension ever offered on an 
American car.” Thousands of Chrysler owners who’ve proved its per- 
formance in millions of miles of driving would agree. 


Don’t let your prospects forget that Chrysler rides on the smoothest, 
safest suspension on the road. 


You get more car to sell.... 
with the lion-hearted 


CHRYSLER 








> 
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Slumps for Some Cars Laid to Defeatist Attitude . . . 


Dealer Can Be Own Worst Enemy 


instead of against him, as most of | = 


(Continued from Page 8) 
owners of cars that have the repu- 
tation of being bad cars all the 
way through, and who after a 
year’s dealings with the service de- 
partment have a car that runs al- 
most perfectly. 

Along with the dealer who plays 
God is the dealer who likes to let 
on to the customer that all the fac- 
tory warranty work is done by him 
for nothing, or at least out of the 
slim profits he made on the sale 
to you. 

* * ad 
[™ TOO dumb to grasp the sig- 
nificance of this advantage, but 
I can’t understand how a dealer 
can say no one can make any 
money on warranty work. War- 
ranty work is 100 percent factory- 
paid at the same prices the dealer 
charges the customer. 

When the dealer tells his cus- 
tomer he is doing this job for 
nothing because he more or less 
has to, he is not helping sell the 
next car but is effectively de- 
selling the car he has already 
sold, 

It is significant that the most 
successful dealers, both in money 
and community service, tell me 
they wish they had all the war- 
ranty work they could do. They 
tell me they tell the customer that 
the factory is paying all the bill 
cheerfully, that the job is guaran- 


Dealers Attempt 
To Halt Car Loans 
In Birmingham 


BIRMINGHAM, Ala.—The old 
question—what to do about loan- 
ing cars to customers—has been 
tackled by the Montgomery (Ala.) 
Automobile Dealers Assn. 

Member dealers have agreed not 
to loan cars and have erected large 
placards in their service depart- 
ments which give the following 
reasons for their actions: 

1, Liability insurance costs more 
on an automobile where it is loaned 
to customers. 

2. A sale may be lost on an auto- 
mobile while it is loaned out. 

3. The cost of cleaning up a car 
after it is loaned out has to be 
added to the sale price and there- 
fore puts the dealer out of line 
with his competition. 

4. The dealer is held responsible 
for any damage to the car while it 
is loaned out. 

5. An automobile represents an 
investment of $2,000 to $3,000 and 
obviously cannot be loaned to all, 
therefore the dealers have decided 
not “to play favorite” and to loan 
to nobody. 

Dealers admit it is still hard to 
turn down “Mr. Brass Hat” when 
he requests the loan of a car. 


Seat-Cover Group Elects— 


J. W. Whaley, center, 


teed and that they expect to go to 
bat for the customer with the fac- 
tory in borderline cases. 

It makes an owner feel good to 
know that his dealer is for him 


Economist Cites 
Michigan’s Decay 
In Auto Jobs 


EAST LANSING, Mich.—Michi- 
gan had 68 percent of all automo- 
tive jobs just ten years ago, but 
today has only 45 percent of the 
industry’s employment. 

This decentralization of the auto 
industry is one of the most fre- 
quently cited factors in the rela- 
tively slow recovery of the state’s 
durable goods industries, asserts 
Dr. Andrew F. Brimmer, assistant 
professor of economics at Michigan 
State University. 

“Michigan automobile jobs 
shrank from 460,000 in 1949 to 284,- 
000 at the end of 1958 and were only 
307,000 as recently as last May,” 
Dr. Brimmer says in the July- 
August issue of Michigan Eco- 
nomic Record, published by the 
MSU Bureau of Business and Eco- 
nomic Research. 

Between 1953 and 1958, the econ- 
omist writes, 220,000 jobs were lost 
in the nation’s automobile industry, 
“and 94 percent of the loss centered 
in Michigan plants.” 

“Moreover,” he adds, “the expan- 
sion in automobile employment in 
1950, 1953 and 1955 resulted in a 
much smaller relative growth in 
Michigan than in the nation as a 
whole.” 

Another major cause of “the 
languishing condition of Michigan’s 
durable goods industries,” accord- 
ing to the article, is the decreased 
share of defense expenditures for 
tanks, wheeled vehicles and other 
types of armaments associated with 
Michigan industry. 





them apparently feel. 
* * * 
— there is the dealer with 
two makes built by the same 
manufacturer. He usually does a 
good job on one and a bad job on 
the other. 

I’ve found that a lot of these 
dealers resent it when one of 
their regular buyers of their 
cheaper line wants to step up to 
a higher-priced car. 

This dealer tells me: “Buying 
above his means and it will lead 
to collection and payment trouble 
because he shouldn’t have that 
priced car in the first place. Tried 
to talk him out of it. Why he 
bought one just like mine.” 

Then there is the dealer who op- 
erates his business as a sideline to 
a cattle ranch or some other enter- 
prise. He’s too busy to talk to a 
common customer of his auto store. 
He’s got managers and people to 
do that. 

He won’t even speak to an owner 
on the street and the car he drives 
is the most luxurious he can find 
but not the same make he is sell- 
ing—the one he’s selling is much 
beneath his station in life. 

* * * 

HEN there is the dealer, and I 

could give you names and ad- 
dresses, who sells a luxury car and 
who believes that only the Cabots 
and the Lodges should drive his 
car. 

Unless you have a trade of that 
make, he won’t give you the time 
of day. In fact, if he had his way 
you’d have to have good refer- 
ences to open his salesroom door. 
Strange to say, this snooty dealer 

sells cars and does a splendid re- 
peat business, but no new business. 
His kind is partly responsible for 
the downward sales of luxury cars. 

A variation of this snooty dealer 
selling the same class cars is the 
one who says his factory has only 
limited production—that they don’t 
want this car to become common. 


Seat Cover Association Elects 
New Slate, Revises Dues 


CHICAGO. — J. W. Whaley, ex- 
ecutive vice-president of Crawford 
Mfg. Co, Richmond, Va., was 
elected president of the Automobile 
Seat Cover Assn. of America at the 
association’s annual meeting here. 

Elected to serve with Whaley, 
who succeeds Murray Lukatch, 
were Jack Posnansky, first vice- 

president, and Morton Steinberg, 

Saul Trachtenberg, William Sims, 
and D. B, Pitman, all vice-pres- 
idents. Vernon Volland continues 
as executive director. 

Whaley reviewed the work of the 
1959 meeting and called the new 


* * * 


seated, executive vice-president, Crawford Mfg. Co., Rich- 


mond, Va., and newly elected president of the Automobile Seat Cover Assn. of 
America, meets with officers and former officers of the association following his elec- 
tion during the group's three-day meeting in Chicago. Standing, from left, are Vernon 
Voliand, executive director, Donald B. Pitman, vice-president, Philadelphia; M. M. 
Gordon, secretary, Chicago. Seated: J. Posnansky, vice-president, St. Paul; Whaley, 
and Murray H. Lukatch, retiring president, Boston. 


dues system and funding structure 
“one of the most important steps 
ever taken by this association.” 

Because of the increasing respon- 
sibility and complexity of the work 
of the ASCAA, Whaley said, it has 
become necessary to require all 
members to contribute their “pro- 
portional share” to the support of 
the organization. 

“We have therefore, by unani- 
mous vote,” the president contin- 
ued, “agreed to restrict membership 
in the association to those willing 
and able to carry the financial 
burden of diverse services offered 
by the association.” 

In describing the important 
services rendered by the associa- 
tion, Whaley listed them as 
follows: 

1. Statistical reporting. 

2. Credit reporting. 

3. Advance pattern and informa- 
tion service. 

4. Advertising and public rela- 
tions materials. 

5. Special reports. 


6. News of activities in the in-| 


dustry. 

7. Prestige of association identifi- 
cation. 

“As an active member of the in- 
dustry,” Whaley said, “I think I 
speak for many others when I say 
it would be extremely difficult to 
operate our businessés without 
those services.” 

According to Whaley, the new 
dues system and funding struc- 
ture went into effect immediately 
with the vote of the. convention. 
All members will receive notifica- 
tion of the new system. 

Other officers named at the 
ASCAA meeting were M. M. Gor- 


Quality Performer— 


The 1959 Imperial is the product of one of the industry's top quality-control setups, 
This is the Silver Crest Landau test-driven by L. H. Houck, Automotive News tra 
correspondent. The center of the massive wheel plates carries an internal gear desig, 


in heavy aluminum. | 


The Man Behind the Wheel . 


Sales Testing the ‘59 sei 


By L. H, Houck 
Travelling Correspondent 
Wroaate you are handed the gold- 
lated keys to a Chrysler Im- 
suatah. you are ready to open the 
door to a new world of fine auto- 
mobiles—a car built in the fine 
tradition of expert craftsmanship. 
The test car—a Crown Silver 
Crest Landau—was made ready 
at Central Missouri Motors in 
Jefferson City, Mo., headed by 
Walter Hanrahan, It is one of 
the most luxurious cars that 
could be imagined. Luxury, 
beauty and performance, too. 
I added more than 2,500 miles in 


without making the engine heavier 
and hungrier. Imperial has won the 
Mobilgas Economy run three times 
Imperial’s doors are higher 
and open wider, seats can be 
higher without bumping your 
head, interiors sport rich leathers, 
expensive nubbly tweeds, sculp- 


the test run, during which there| 7 


was not a whisper of a rattle, not}; 


a hint of malfunctign, nothing but 
topnotch performance. The route 
ranged through Oklahoma and 
parts of Texas. 


Quiet, smooth and almost vibra-|~ ’ 
tionless operation at 80 m.p.h. and| ~ 


better on good highways, gives you 
an uncanny sense of controlled 
power, 

x * * 


Car Has Top Quality 


T LONG last here is ‘a car that 

is different from design up, 
manufactured différently, inspected 
so many times that each car goes 
to the owner in a state of near 
perfection. 

The ’59 Imperial is the product 
of what is probably the most ef- 
fective quality control system 
ever devolped. There are 38 qual- 
ity-control stations at the Impe- 
rial plant, manned by more than 
100 expert inspectors who turn 
down anything that does not 
meet. the highest standards set 
up for Imperial. 

Another thing that I like is the 
individual road-testing of each unit 
after it comes off the final line. 

Each vehicle is driven over cor- 
rugated roads, bumpy, rolling and 
smooth surfaces and brakes, en- 
gines, transmissions, axles and 
overall handling characteristics are 
observed, measured and recorded. 

The inspectors don’t let anything 
get by for the simple reason that 
it is a feather in their cap if they 
can turn a vehicle back after it 
has passed 100 inspectors in 38 in- 
spection stations. 

* * cd 


Engine Is New 


IMPERIAL’S engine is new, and 

proves with a totally new power 

design that torque can be increased 
* ca 


don, secretary, and Volland, treas-|' 


urer, and C. M. Werling, Ernest 
Flewwellin, Howard MacDonald, 
George B. Birt, and Nat Danas, all 
directors. 

The association voted to return to 
Chicago for its 1960 meeting. It will 
be held July 7-9 at the Edgewater 
Beach Hotel. 


Twin Belts— 


The ‘59 Imperial has twin beits, which 
assure a better job and provide a safety 
factor since operation continues if one 
belt breaks. The engine compartment in- 
cludes air-conditioning equipment. 


Delightful Feature— 


The turn-indicator lever on the ‘59 
Imperial, just under the transmission 
pushbuttons, is a delight to use, according 
to L. H. Houck, Automotive News travelling 
correspondent. To cancel out by hand, you 
push the little button under the lever. 

* 


tured jacquards in custom de- 
signs to make the word luxury 

more meaningful. 

The aim of Imperial is to deliver 
the Imperial to the owner without 
flaw. 

Prospects who read this article 
may wonder if it can be that good 
—if 600 tests and inspections will 
show results on the road. 

You are urged to accept only 
your own evidence. Try it any way, 
anywhere, under any and all condi- 
tions, and make your own deci- 
sions. 


Car Tested: 
IMPERIAL 


Model: Imperial Crown Silver 
Crest Landau with brushed 
stainless steel roof. 

Engine: OHV V-8; bore, 4.18 
inch; stroke, 3.75 inch; piston 
displacement, 413 cubic inches; 
compression ratio, 10.1 to 1, Es- 
timated 375 h.p. at 4,800 r.p.m. 

Transmission: Torq ue-Flite 
controlled by five pushbuttons, 
marked D, N, R, 2 and 1. 

Accessories: Auto-Pilot, used 
as an automatic speed reminder 
or for automatic speed regula- 
tion when cruising; heater, air 
conditioning, radio, electric win- 
dows, electric seat, power steer- 
ing, power brakes, swivel seats, 
remote control outside rear-view 
mirror, Mirror-Matic automatic 
flip rear-view mirror, automatic 
headlight beam changer. 

Quantities: Crankcase, five 
quarts; cooling system, 17 
quarts; Torque-Flite 
sion, 21 pints; fuel tank, 23 gal- 
Ions. 

Car length overall: 22638 
inches. 

Tires: 8.50x15 white sidewall 
tubeless, Goodrich. 








a LA. Auto Show 
wf get for Nov. 13-22 


ANGELES.—The Los An-| 
Motor Car Dealers Assn. will | 
its annual auto show in the| 
» Pacific Auditorium Nov, 13-22, 






NEW YORK.—Porsche KG last 
ing to Charles H. Elmendorf,| week appointed five additional im- 
tion executive secretary. porter-distributors in the U. S. in 
said that for the second con-| what it termed a drive to strength- 
suutive year the Assistance League | en service facilities and build closer 
@f Southern California will sponsor | customer relations. 

premiere Nov, 12. Hoffman-Porsche Corp., New 
=——— = 

























ontrol s 
ws tra 


gear design 


al 
ne heavier 
2S won the 








COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
¢ one brand — one inventory — of highest quality, 
P top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 
transmission applications. Application information 
for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it's Tulsa Power Take-Offs! 
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Draw-Tite 





LINE OF EASY PROFITS! 


vY-DUTY 
LAR OR HEA 
RsTOM BUILT HITCHES 












Draw-Tite makes a 
hitch for every car make, model and year! 
TWO SIZES — 2000 G.W. Ibs. for boat and 
Utility trailers; 5000 G.W. Ibs. for large 
boats, horse and traveling house trailers. 

piece construction . . . 
-.. 15-minute installation. 





no assembling 





Additional profit-makers in the DRAW- 
TITE LINE Cam Tension Trailer 
Couplers (can’t release accidentally!) and 
NEW Field-Proven WINCHES (up to 3500- 
pound guaranteed pull!) 

LET THIS “SALESMAN” WORK FOR. YOU! 


This name on the ball, being seen by 
hundreds of thousands in national adver- 
tising, is steering prospects straight to 
you. Make the DRAW-TITE line your extra 
profit-line . . . using your present facilities 
and personnel. 24-hr. factory shipments 
keep your inventory costs down. 














NEW! FULL-LINE FOLDER! Write for copy 










Trailer Products Division 
DRAW-TITE MANUFACTURING CO. 


eal ae ta Branch: Starke 15 
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3 _Importer-Distributors Added .. . 
New Setup for Porsche 


York, which introduced Porsche 
to the U. S. market eight years 
ago and which previously had 
acted as sole importer, will join 
the five new firms on an equal 
basis as a regional importer- 
distributor, 


All five of the new distributors 


Olds Promotes 
Seaton, Gifford 


LANSING.— Morgan J. Seaton) 
has been named general merchan-| 
dising manager for Oldsmobile, suc- | 
ceeding B. N. Barber who has been | 


M, J. Seaton R, E. Gifford 






placed on special assignment for | 


the division. 


Seaton, who has been an Oldsmo- 
bile employe for the last 26 years, 


has been a sales promotion man-| 


ager since 1951. 


Roland E. Gifford will succeed | 


Seaton as sales promotion manager. 
An Oldsmobile employe for 17 


years, Gifford has been used-car | 
merchandising manager for three} 


years. 


Obituaries 


Joseph D. Burke Sr.; 
Universal Sales Official 


DETROIT.—Joseph D. Burke sr., 
66, vice-president 
and general sales 
manager of Uni- 
versal Sales, Inc., 
since 1950, died 
July 25 in Dela- 
ware, O. 

Mr. Burke had 
been Dodge truck 
sales manager for 
many years. He 
entered the auto 
business in 1909 
at Detroit with 








J. D. Burke Sr. 
the E, M. F. Co. 
* 


* * 


Tommie B. Lyons 
AUGUSTA, Ga.—Tommie B. Lyons, 59, 
auto dealer, died July 17. He was a mem- 
ber of the Augusta Independent Automo- 
bile Dealers Assn. 
a 


Floyd Luce 


YAKIMA, Wash.—Floyd Luce, Yakima 
auto dealer, died of a heart attack July 


* * 


22. He was a member of the Washington | 


Independent Auto Dealers Assn. 
* # * 


John W. Maynor 


DECATUR, Ala.—John W. Maynor, 47, 
owner of Maynor Motor Co., died of a 
heart attack July 23 while water skiing. 

x * * 


Clarence L, Holt 


MINNEAPOLIS.—Clarence L. Holt, 79, a 
pioneer dealer in this area, died July 26. 
He entered the auto business in 1908 at 
Plaza, N. opened a dealership in 
Minneapolis in 1925 and at one time op- 
erated eight branches in Minnesota and 
Milwaukee. He formerly served as pres- 
ident and director of the Minnesota Auto- 
mobile Dealers Assn. 

* 


Charles D. Rice 


* * 


CHATTANOOGA, Tenn. — Charles D. 


Rice, 79, retired Chattanooga dealer, died 
July 25 in a hospital at Daytona Beach, 
Fla. Mr. Rice and his brother, W. T. 
Rice, founded Rice Brothers (Plymouth) 
in 1909. e 

* 


Marvin Joe Herring 


GOLDSBORO, N,. C.—Marvin Joe Her- 
ring, 54, retired automobile dealer, died 
July 21. 


* * 


* 


Charles E. Doan 


TOLEDO.—Charles E. Doan, 77, vet- 
eran automobile dealer here, died July 26 
in a local hospital, He operated Nash and 
Studebaker dealerships and served as a 
Government automotive contract agent in 
World War II before retiring in 1945. 

» * * 


Joseph W. Mello 


ANTIOCH, Calif.—Joseph W. Mello, 59, 
who handled Chrysler products here from 
1944 until 1956, died July 21 while vaca- 


* * 


| tioning in Reno, Nev. He continued as a 


salesman after selling his dealership, 
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also distribute Volkswagen. The 
new system is to go into effect 
Sept. 1, 

Wolfgang Raether, sales manager 
of Porsche KG, said the new im- 
porter-distributors and their terri- 
tories are: 

Brundage Motors, Jacksonville, 
Fla.—Florida, Georgia, North Car- 
olina and South Carolina. 

Intercontinental Motors, San An- 
tonio—Texas, Oklahoma, New Mex- 
ico, Colorado and Wyoming. 

Competition Motors, Hollywood, 
Calif.— Southern California, Ari- 
| zona and Southern Nevada. 
Reynold C. Johnson, San Fran- 
| cisco—Northern California, Oregon, 
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Washington, Idaho, Montana, Utah 
and Northern Nevada. 

Porsche Car Import, Chicago— 
Illinois, Missouri, Kansas, Neb- 
raska, North Dakota, South Da- 
kota, Minnesota, Wisconsin, Iowa 
and Arkansas, 

Hoffman-Porsche will serve the 
New England states, New York, 
New Jersey, Pennsylvania, Dela- 
ware, Maryland, West Virginia, 
Virginia, Michigan, Ohio, Indiana, 
Kentucky and Washington, D, C. 

Sales supervision, sales promo- 
tion, public relations and advertis- 
ing will be carried out by Porsche 
of America Corp., New York, under 
the direction of O. Erich Filius, 








vice-president. 
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Co 


ee Germany.—F ord 
Motor Co. will be the first U. S. 
firm to build a car in Europe with 
independent rear-wheel suspension. 
A small auto, it will be introduced 
in Britain in the fall. 


The move brings Ford into line | 


with a group of European manu- 
facturers who long ago came to 
the conclusion that the rigid rear 
axle was not the ideal suspensicn 
for light vehicles. 

Porsche, Volkswagen, Daimler- 
Benz, Renault, Tatra and Skoda 
use the independent suspension, at 
least on cars with rear-wheel drive. 
However, British builders and 
those in Italy, with rare exceptions, 
still use the rigid rear axle. 

Because many European roads 
still are inadequate, the independ- 
ent-suspension supporters believe it 
improves a light vehicle’s “road 
adhesion” and provides a safer and 


more comfortable ride. 
~ * = 


Fahr Builds Farm Pickup 


— a farm-equipment manu- 
facturer in Southwest Germany, 
has introduced the Farmobil, a 
small pickup unit built on the 
BMW 600 chassis. It has a load 
capacity of one ton and is powered 
by a 20-horsepower BMW rear en- 
gine. 

The vehicle also is equipped with 
a drive for pumps and other farm 
machinery. It also has a removable 
top for carrying goods in rainy 


White Offering 
New 2000 Series 
Of Medium Units 


CLEVELAND.-—White is offering 
a new 2000 series of medium-weight 
trucks and tractors for jobs in the 
22,000 to 40,000-pound GCW range, 
according to H. J. Nave, executive 
vice-president of the White truck 
division. 

Nave said the straight trucks are 
known as the White 2000 and the 
tractors as White 2000T. They are 
equipped with White’s OA Series 
wet-sleeve gas engines and are 
available with a selection of wheel- 
base, axles, transmissions, power- 
plants, frames, clutches, and other 
components for adaptability to spe- 
cific job requirements, Nave added. 

Custom construction features in- 
clude wide-tread front axle, 453- 
square-inch frontal area radiator 
core and simplified fender and 
bumper removal to reduce mainte- 
nance down-time and expense, he 
said. 

The 2000 trucks are available in 
wheelbases of 150, 170 or 185 inches, 
with CA (back of cab to centerline 
of rear axle) dimensions of 85%, 
105% or 120% inches, respectively. 
Dimensions of 2000T tractors are 
130-inch wheelbase with 655-inch 
CA or 150-inch wheelbase with 
85%-inch CA. 

Standard engine on the trucks 
and tractors is the White OA-130 
which develops 130 horsepower at 
3,300 r.p.m. and 230 pound foot 
torque at 1,600 r.p.m. Optional en- 
gine is the White OA-145 with 145 
horsepower at 3,200 r.p.m. and 270 
“pound foot torque at 1,600 r.p.m. 

* * * 





New White Truck— 


This is one of the new White 2000 
trucks, a medium-weight series for 22,000- 


fo-40,000-pound job applications. The 
trucks are available in 150, 170 and 185- 
inch wheelbases. 


rrespondent George L. Glaser Writes .. . 


Auto Letter from Europe 
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weather and can move over land 
where there are no roads. 
ok * cd 


|New Transmission Tested 


N ENGLAND, National Research 
Development Corp. is testing a 
|new type of transmission in buses. 
The units incorporate a flywheel in 
a housing which is continuously 
pumped empty of air, or nearly 
empty. 
The flywheel, which is 20 inches 


AMC Appoints 
2 Zone Managers 


As Sease Retires 


DETROIT.—Retirement of Floyd 
|G. Sease after a 12-year sales 
career with Nash and American 
Motors paved the way last week 
for appointment 
of two new zone 
managers by 
AMC. 

AMC named 
D. L. Kimber to 
succeed Sease as 
Washington 
(D.C.) zone man- 
ager and Robert 
W. Light as Kim- 
ber’s replacement 
in Cleveland. 

Floyd G. Sease Sease, 60, serv- 
ed as assistant general sales man- 
ager of Nash Motors from 1947 to 
the formation of American Motors 
in 1954. He headed dealer develop- 
ment for AMC for several years 














a Se ia I 

D. L. Kimbe: Robert W. Light 
prior to taking on zone managerial 
duties. He had served at Nash 
under the late H. C. (Clay) Doss, 
who was first sales vice-president 
of Nash and then held the same 
position with AMC. 

American Motors said that Sease 
had resigned because of illness. 

Kimber joined Nash in 1940 at 
Omaha. He has headed the Des 
Moines zone, in addition to Cleve- 
land. 

A 30-year veteran of the auto in- 
dustry. Light for the last three 
years has been AMC’s assistant 
New York zone chief. 


New Nevada Tax 
Is Challenged 


CARSON CITY, Nev.—Constitu- 
tionality of the new four percent 
property tax rate on motor vehicles 
is being challenged by Attorney 
General Roger Foley’s office. 

In an opinion delivered to the 
Clark County district attorney and 
assessor, Deputy Attorney General 
John Porter said the tax apparently 
violates constitutional requirements 
that all personal property taxes be 
at a uniform rate. 

The new tax system passed by 
the last Legislature was an attempt 
to equalize rural and city motor 
vehicle taxes. Previously, persons 
residing in cities paid both county 
and city taxes while rural residents 
paid only the county levy. 

County assessors were advised by 
Porter to enforce the new rate 
pending a determination of the 
constitutional question before the 
courts. 





Seiberling Cuts Prices 


Of Passenger Tires 

AKRON.—A price cut of 5 to 15 
percent on most passenger tires, 
effective immediately, was an- 
nounced last week by Seiberling 
Rubber Co. 

The price reduction was applied 
to the company’s 14-inch passenger 
tires, all winter-type tires and its 
“Sealed-Aire” and “Safety” tires in 
the 15-inch sizes. Reductions were 
announced previously by Goodyear 
and Firestone. 








in diameter and weighs 200 
pounds, can turn up to 30,000 
revolutions per minute. It is con- 
nected to the drive line so that 
when the bus needs additional 
starting power, it is recharged 
with kinetic energy as the bus 
moves. 

This system is said to offer better 
pickup with less need for a power- 
ful engine. 

* 


* *x 


VW Offers Cool Van 


N OTHER German automotive 

news, Volkswagen has intro- 
duced a truck with a refrigeration 
van body and Ford of Cologne has 
started distributing the British- 
built six-cylinder Zodiak. The Col- 
ogne firm doesn’t have a six- 
cylinder car. 


* * 


Edward Winter Dies 


DWARD WINTER, one of the 
world’s largest auto dealers, 
died recently. After World War II 
he became a Volkswagen distribu- 
tor and sold more than 10,000 cars| 
a year. He was a member of the} 
VW board. 
Before the war Mr. Winter was 
the Berlin distributor for Cadillac, 
Buick, Chevrolet and Opel, 


* 


Maggard-Nall Honored 


By DeSoto in Texas 


PLAINVIEW, Tex. — Maggard- 
Nall Motor Co. (DeSoto-Plym- 
outh) has been given the “qual- 
ity dealer” award in the Dallas 
region. 

L. H. Maggard is president of 
the Plainview Automotive Deal- 
ers Assn. H. E. Nall has been 
area chairman of NADA for six 





years. 
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Motoring in the Andes— 
This is an artist's conception of how 


moves through Andes Mountain areas in South America. 
Office in Paris has bought a number of the small French cars for use in Andes area, 
a ee 





Variode— 


The tiny electronic variode by Robert 
Bosch is shown here with the ampere 
regulator which it replaces in the three- 
unit voltage regulator. The variode is a 
better performer because it has better 
temperature sensitivity, according to the 
Bosch firm. It is installed underneath the 
voltage-regulator plate. 


By High Court Ruling... 


R. I. Tax Is Clarified 


By Thos, L, Forbes 
Staff Correspondent 

PROVIDENCE.—A Rhode Island 
Supreme Court opinion, requested 
by Gov. Christopher Del Sesto, ap- 
pears to have cleared up the con- 
fusion caused by a new state law 
exempting automobile dealers from 
having to collect the 3 percent sales 
tax on automotive transcations. 


The governor, originally miffed 
by the inclusion of the exemption 
in a measure passed without ex- 
planation on the last day of the 
1959 General Assembly session, 
blamed the auto dealers for the 
“sleeper.” 

Subsequent conferences be- 
twecn representatives of RIADA 
and the Rhode Island Independ- 
ent Automobile Dealers’ Assn. 
caused him to relent, however, 
and seek the high court opinion 
as to the constitutionality of the 
bill. 

The question of constitutionality 
was raised on the grounds the new 
legislation might be regarded as 
discriminatory in favor of the auto 
dealers, in that other retailers are 
required to collect the sales tax 
at the time of the sale. 

Under the new bill, the dealers 
would not have to include the tax 


DeSoto’s Utley 
Ends Long Career 


DETROIT.—Roy W. Utley, 47- 
year veteran of the auto industry, 
has retired as 
DeSoto service 
director. Utley, 
65, came to De- 
troit in 1912 to 
work as a me- 
chanic at Paige 
Motor Car Co. 

He joined 
Chrysler Corp. in 
1933. He was re- 
sponsible for 
°. tank-maintenance 
R. W. Utley training at the 
Tank Arsenal in Warren during 
World War II. He became service 
director for DeSoto in 1944. 








in the overall sales price, requir- 
ing that the purchaser pay it di- 
rectly to the state. This caused the 
governor to consider termination 
of the system whereby dealers are 
allowed to issue temporary 10-day 
registration permits at the time of 
the sale. 

In its advisory opinion, the state’s 
Supreme Court not only found the 
new law constitutional, but also 
held that it does not prevent the 
continued issuance by auto deal- 
ers of 10-day temporary certificates 
of registration when they sell cars. 

While it may be assumed that 
that the measure in question dis- 
criminates in some respect against 
other retailers, “it does not neces- 
sarily follow that such discrimina- 
tion is unconstitutional . . .” the 
court concluded, 

“,... It is well settled that legis- 
lation may in fact be discrimina- 
tory without violating constitu- 
tional provisions unless such 
discrimination has no basis in 
reason,” the opinion continued, 


In cases where such questions 
relate to an act already law, the 
presumption is that the act is con- 
stitutional “until a question of its 
constitutionality is specifically rais- 
ed in a litigated case.” 

Continuing, the court stated: 
“From our research we are con- 
vinced that the overwhelming 


‘weight of authority holds that such 


a statute, unlike a pending legisla- 


tive bill, is presumed to be valid|* 
and will not be declared invalid as/|¥ 
violative of some provision of the} *% 
constitution unless such provision | ' 


is specifically pointed out and the 
court is convinced beyond a rea- 
sonable doubt of the statute’s re- 
pugnancy thereto, or unless the 
statute is clearly invalid on its 
face.” 


AEA to Meet in Chicago 


DETROIT.—The 28rd annual 
meeting and manufacturers-distrib- 
utors conference of the Automotive 
Electric Assn. will be held at the 
Edgewater Beach Hotel in Chicago 
Dec. 4-11, according to J. Howard 
Reed, executive secretary, 








the Citroen Deux Chevaux will look az ; 
The International Labo, 


‘Chrysler Booklet 
‘Gives Russians 


A View of U.S. 


| DETROIT.—The American way 
|of life and the automobile is the 
theme of Chrysler Corp.’s 24-page, 
full-color brochure being distrib- 
uted at the American National Ex- 
hibition in Moscow. More than 700- 
|000 copies of the booklet will he 
| distributed during the exhibit. 
The booklet, with Russian and 
English text, tells the Moscow vis- 
itors that Chrysler cars are built 
“for a nation of active people.” 


“We make 84 different models, 
from convertibles to versatile sta- 
| tion wagons,” it says. “This wide 
| variety of models reflects the vary- 
|ing needs and desires of the Ameri- 
|can people—people who live in 
|warm climates or colder climates 
|... in the flatlands or in the moun- 
|tains . . . with large families or 
|small families . . . people of dif- 
|ferent income levels ranging up 
|; ward from the average working 
man’s hourly rate of $2.13. 


| “Through continuing research 
jand development in engineering 
|and styling, we are satisfying these 
varying needs and desires. Today 
Over 10 million Chrysler-built cars 
are serving families all over Amer- 
ica. More than 57 million automo 
biles are now in use in the U. §& 
And, in an average year, over six 
million new cars are sold.” 








mobile companies, Chrysler has 
| provided a cross-section of its mod- 
}els for the Moscow exhibit. On dis- 
|play are a Plymouth Belvedere 
|four-door hardtop, Plymouth Fury 
nine-passenger Sport Suburbat, 
Dodge Custom Royal convertible, 
Chrysler two-door hardtop, Impe 
rial Le Baron four-door hardtop 
and Dodge D-400 truck with a 12 
foot stake body. 


A total of 22 American motor 
vehicles are in the exhibit. 


Chrysler’s Kough 
Heads Coast Area 


DETROIT. —W. H. Kough has 
been appointed Western area sales 
manager for the Chrysler and Im- 
perial division. The area is made 
up of the Los 
Angeles, San 
Francisco, and 
Portland regions 
and takes in all 
of California 
Oregon, Washing- 
ton, Idaho, Mon- 
tana, Utah, Ari 
zona and part of 
Wyoming. 

Kough _ joined 
PS Chrysler as dis- 
W. H. Kough trict manager im 
the New York region in 1952. In 
1955 he was made Washington 
(D. C.) regional manager for 
Chrysler. In 1956 he became Char- 
lotte (N. C.) zone manager for the 
corporate general sales office. 
1958 he was named Southern are@ 
Sales manager and later in 
same year was named cent 
area director. 








Along with other American auto J_ 
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Car, Truck Output Estimates NLRB Examiner Probes Dispute .. . 


By Automotive News 
































PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
Aug. 1, Week, duly 25, Output, Aug.2, Aug. 1, 
1959 1958** 1959* duly 1958** 1959 
AMERICAN MOTORS 
Bramble r 0.20. 9,000 3,004 9,668 43,393 110,849 260,196 
(CaRYSLER CORP. .... 12,300 7,554 12,6448 72,981 372,583 512,740 
Chrysler 150 48 156 §=-5,506 «= 35,597 «50,319 
15 68 2,872 22,960 34,004 
254 1,150 12,076 66,270 109,019 
a 53 8,328 11,919 
7,235 11,274 52,474 239,428 307,479 
16,143 34,385 162,773 676,449 1,113,978 
326 429 1,977 7,627 25,276 
15,508 31,167 146,593 580,591 975,858 
1,349 1,929 7,693 29,210 47,169 
MEMOAER  cscécscevscnssocceescenes 400 309 457 1,869 16,070 17,766 
EY csssevecscosveccessoeees Be ~~ tennes 2,332 12,334 72,161 95,078 
GENERAL MOTORS .. 61,907 36,121 64,787 269,957 1,392,137 1,860,209 
BEE ccssenvsvsscossvivescoceooose Pe denccestns 3,778 16,771 133,095 158,361 
fe 2,882 3,376 14,118 89,888 103,562 
29,589 39,510 161,909 829,333 1,047,455 
2,388 8,307 37,369 203,146 263,398 
1,322 9,316 39,790 136,675 287,433 
¢-P CORP. 
Studebaker oo... cece 24 1,958 8,971 21,644 98,050 
Total Cars, U. S.** ....122,672 62,846 123,446 558,075 2,575,402 3,845,173 
‘Revised. 
Totals for 1958 include Packard production. 
Thunderbird included in Ford division figures. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Aug. 1, Week, July 25, Output, Aug.2, Aug. 1, 
1959 1958* 1959* duly 1958* 1959 
CHEVROLET ................ 4,300 5,299 8,438 35,413 174,311 250,449 
BIAMOND T .................. a ee 713 416 3,098 3,814 
SaapieaANpMdinestieconshes . spsioisens il 66 178 1,541 1,790 | 
Liciadgeinidenienisiesinns. .tiintutios 1,359 712 5,188 36,489 48,462 
Sduisinksccusipnocapcasienndsce 7,125 4,784 6,686 30,873 131,918 210,199 
Rll lacrhantheapetusieiaieren 2,285 1,064 2,192 9,628 36,865 57,313 
sees 3,280 1,488 3,208 14,349 55,356 91,493 
oss scesaxcedaciads 360 293 356 1,637 8,366 10,319 | 
STUDEBAKER. ............ 199 48 275 1,139 3,550 8,279 
cuiapildedesguncennssces 415 111 411 1,408 9,842 11,519 
ikisietecieumbatieckiciee 2,540 1,790 2,663 10,990 49,346 12,202 
MISCELLANEOUS** .. 90 68 90 427 2,613 2,499 
Total Trucks, U, S. .... 20,684 16,315 25,175 111,646 513,795 768,338 
Total Cars, Trucks, 
ites inas sete 143,356 79,161 148,621 669,721 3,089,197 4,613,511 
“Total Cars, Trucks, a " 
II: neiciicedssconcebeaohs 7,365 1,444 6,349 37,430 241,960 280,128 
“Grand Total, ; 
Cars and Trucks, 
U. S, and Canada ..150,721 30,605 155,470 707,151 3,331,157 4,893,639 








‘Revised 


“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
“Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


NB. All U. S. totals include cars and trucks for military orders. 








Standard-Size Cars Win 
Nod in Niagara Falls 


DETROIT.—The City of Niagara 
Falls, N. Y., has decided to continue 


Operating standard-size American | 


tars. The Common Council voted 
against the small car on recom- 
Mendation of City Manager Ed- 
ward H. Potthoff jr. 

Potthoff said there was only a 
difference of $38 per vehicle in bids 


o small and standard cars and| 


that it would cost only about $22 
year more per car to operate the 
ier autos. 
The Council then accepted a 
bid of $35,262 by Duncan Motors, 
tne, (Ford), for 18 cars, less 


Merger to Help 


Mack Expansion 


PLAINFIELD, N. J. — Mack 
ks and Northeast Capital Corp. 
reached agreement in princi- 

Ble on the basis for a September 
Merger between the two companies. 
r to the merger, Northeast 
convert into cash all of its 
Sets other than its holdings in 
Mack common stock and Mack sub- 
dinated debentures. The $12 mil- 
made available through the 
Merger will increase Mack’s work- 


| 





$4,705 for 21 tradeins. The net 
bid was $30,557. 

Councilman Augustine B. Ma- 
loney opposed the buying of all 
standard cars and said he favored 
the purchase of 10 Studebaker 
Larks from Mackenna Motors for 
$16,877.70. 

In Lorain, O., the City Control 
Board approved Atkinson-Williams 
Ford’s bid of $10,617 for four cars 
for police use. 

Randall L. Baumgardner, West 
Virginia purchasing director, an- 
nounced that Bert Wolfe Ford, 
Charleston, had been awarded a 
contract for 48 cars for the State 
Police. The bid was $60,248.40. 

In Albany, Gov. Nelson Rocke- 
feller has told top State officials 
to take less expensive cars when 
swapping their limousines. 

The Governor set up these rules 
for auto distribution: 

1. High-priced car (described as 
Cadillacs, Imperials and some 
Chryslers) —- Governor,-lieutenant- 
governor, attorney general and 
comptroller. 

2. Medium-price car ($3,000) — 
Department heads and other Cabi- 
net members. 

3. Moderate-price car ($2,500)— 


Capital and provide funds for| Division and bureau heads below 


€XPansion, including purchase of 
Brockway plant and branch 
‘ilities. The merger will increase 





Cabinet rank. 
Ed Potter, Inc., announced the 
sale of 15 two-door Studebaker 


me net worth of Mack to more| Larks to the City of Columbus for 
than $100 million. 


use by the department of health. 


Can Union Issue Nullify Firings? 


By Frank Gawronski 
Staff Writer 
NATIONAL Labor Relations 

Board trial examiner has rec- 
ommended that two charges of un- 
fair labor practices against a 
Charleston (W. Va.) automobile) 
dealership be dismissed and that a} 
third charge be upheld. 

William F. Scharnikow, in a 
report to the NLRB in Washington, 
said he felt the com-| 
pany, Tag Galyean, 
Inc. (Dod ge-Plym- 
outh), acted improp- | 
erly when an official | 
questioned salesmen | 
about their reasons for wanting to| 
join a union. 

The complaints were filed by} 
Teamsters Local 175. The dealer- | 
ship’s salesmen voted 6-to-0 against | 
representation by the union in a 
recent NLRB election. 

“I find that the respondent’s 
unwarranted interrogation of its 
salesmen tended to restrain and | 
interfere with the salesmen’s free 
exercise of their organizational | 

rights under the (National Labor 
Relations) Act,” Scharnikow | 
ruled. 

But, Scharnikow said, there was 
no evidence that the dismissal of | 
three salesmen was caused by their | 
union activity. He also ruled that! 
the company did not use a hiring) 
policy to discriminate against union | 
members. 

The union charged that in 1958 
it signed a majority of salesmen 
employed by Galyean and that it 
asked the company to begin con- 
tract negotiations when three sales- 
men who had joined the union were 
discharged. 


LABOR 
FRONT 








* 


HE trial examiner upheld the 

dealership’s contention that the 
employes were released because of 
a decline in business rather than 
because of union activity. Scharni- 
kow pointed out that two of the 
three men were later rehired. 

The third charge against the 


More Plants Close 
To Change to ’60s; 
Ford, Chevy Roll 


(Continued from Page 1) 
vious week to an estimated 20,684 
units last week, as Chevrolet began 
buildouts; Dodge went down for 
changeovers, and Divco was idle 
the entire week for inventory ad- 
justments. 

Closing down for its annual 
two-week vacation period begin- 
ning this week is Willys. It will 
resume output Aug. 17. 

Truck output during July totalled 


+ 





an estimated 111,646 units, down} 


considerably from the 120,368 as- 
semblies in June. 

Canadian vehicle assemblies 
totalled 7,365 units last week, com- 
pared with 6,849 cars and trucks a 
week earlier. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out an estimated 6,040 cars and 
1,325 trucks last week, compared 
with 5,372 cars and 1,477 trucks a 
week earlier. 

Chrysler Corp. is down for 
changeovers and International is in 
its second week of its annual two- 
week vacation period. 


°41, °48 Cars Top 





Continental Rally 


DEARBORN.—Pennsylvania and 
New York entries won top awards 
at the annual Lincoln Continental 
Owners Club National Rally at 
Greenfield Village. 

Richard C, Helms, Abington, Pa., 
took overall honors in the prewar 
(1940-42) class with a 1941 coupe, 
while a 1948 coupe, owned by Wil- 
liam E. Caldwell jr., Larchmont, 
N. Y., was judged best in the post- 
war (1946-48) class. 

The cars were judged for me- 
chanical performance, accuracy of 
restoration and general appearance. 
Founded in 1953, the Lincoln Con- 
tinental Owners Club now has 700 
members who own some 1,000 cars. 
The Continental, designed by Edsel 
Ford, is classified by collectors as 
a semicustom car. 





dealership, that of not hiring 
union sympathizers, was a result 
of a Galyean official asking a 
prospective salesman whether he 
had heard about organization 
attempt and what he thought of 
the union. 

Scharnikow said the questions, in 
context, were not improper. 

Scharnikow recommended that 
the NLRB direct the dealership to 
post a notice saying it wouldn’t 
interfere in any attempt its em- 
ployes might undertake to join a 
union, 

= 


o~- 2 


St. Louis Offer Rejected 


EANWHILE, in St. Louis, a 
new wage offer by the Greater 
St. Louis Automobile Dealers Assn., | 
aimed at ending the nine-week | 
strike-lockout at dealer service fa- | 
cilities, was rejected by a vote of| 
8-to-4 by Machinists Union Dis-| 
trict 9. 
According to Nelson Briner, 
union business agent, the offer, 
representing 88 dealers, was 


| hikes will 





about the same as previous offers 


and did not include the union’s 
pension demand. 

The union struck seven dealer- 
ships on June 9. All but five of the 
other affiliates of the association 
decided that a strike against some 
members was a strike against all, 
so they closed their service facili- 
ties. 

* 


Auto Workers Get Raise 


ON THE factory front, automo- 
bile manufacturers last week 
granted pay raises to approximately 
535,000 hourly rated employes. The 
average six cents an 
hour and will become effective 
Aug. 1. 

They will go to 330,000 hourly 
rated employes at General Mo- 
tors Corp., 120,000 at Ford Motor 
Co., 65,000 at Chrysler Corp. and 
20,000 at American Motors Corp. 

Workers at Studebaker-Packard 
Corp. will not receive the automatic 
wage increase. Under terms of the 
contract signed last year, the an- 
nual improvement factor clause 
was replaced by a wage formula 
geared to the retail sale of cars. 


* * 
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First Commission Check— 


Bill Murray, right, general manager of Nance Buick Co., El Paso, Tex., hands two 


new salesmen their first commission check. 


They are Gene Frye, left, and Al Badeau. 


Since finishing a special Nance course they have been averaging 10 sales a month. 


The firm's third new salesman was ill for 
to eight sales a month. 


a period, pulling the trio's average down 





Surgeon Urges 
Safety Standards 
For Car Design 


MONTREAL. — Automobile mak- 
ers should have to meet safety 
standards, just as meat packers 
and drug manufacturers have to 
meet standards, a noted Canadian 
neurosurgeon said here. 


Dr. Harold Elliott, associate pro- 
fessor of neurosurgery at McGill 
University and director of neuro- 
surgery at Montreal General Hos- 
pital, welcomed legislation being 
considered in the U. S. to require 
automobile makers to provide safe- 
ty features. 


“I believe we are on the eve of 
a great stride forward in driving 
safety,” he said. Dr. Elliott said 
that doctors, faced by wards filled 
with grievously injured casualties, 
have a recurring interest in traffic 
safety. 

Stressing the need for careful re- 
search into casualty statistics, Dr. 
Elliott said that a Cornell Univer- 
sity study group had refuted a 
widely held belief that people flung 
clear in accidents usually escape 
injury. 

“Instead they found that those 
flung out of the car were five times 
more likely to be seriously injured,” 
said Dr. Elliott. 


As a result of these studies, car 
door latches had been strengthened. 


The steering wheel, with its pro- 
pensity to impale the driver, was 
still unsatisfactory. Dashboards 
should be padded and seat belts 
provided. “There is no doubt these 
things would save a great number 
of lives,” said Dr. Elliott, “yet they 
are only provided by the makers as 
extras.” 


Chrysler Aids Medical Fund 


DETROIT. — Chrysler Corp. has 
contributed $22,500 to the National 
Fund for Medical Education. The 
National Fund annually grants 
money to each of the nation’s 82 
medical schools to further research 
and to improve medical-education 
standards. 





HELP WANTED 
SERVICE MANAGER WANTED—General 


Motors experience. Excellent incentive 
plan in one of -most prosperous areas of 
U. 8., southern New England, Box 628, 
c/o Automotive News, Detroit 7. 

LARGE NEW ENGLAND Dodge dealer 
needs manager of truck sales. Excellent 
incentive plan. Knowledge of trucks in 
general a must. Box 630, c/o Automo- 
tive News, Detroit 7. 

PARTS MANAGER — FLORIDA OPPOR- 
TUNITY. Parts manager for foreign car 
distributor. Previous imported experience 
desirable but not necessary, Outstanding 
opportunity. Send resume today. Box 
637, c/o Automotive News, Detroit 7. 


Parts Managers Wanted 


For 
Cheice Chrysler Make Dealerships in 





Service Managers Invited 
To Register 
From All sheten, geduliy Large Cities 


Business Managers Needed 
For Newly Created Positions 
In Lar; Dealerships. Must Be Good 
Devel mk Capable - ‘aoetae 
opment, 
Substantial Responsibility 
es 7 a 
Send Inquiries and Information to 
P. O. Box 764, Pompano Beach, Florida or 


DEALERSHIP 
MANAGEMENT COMPANY 
2415 East Seven Mile Rd., Detroit 34, Mich. 
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HELP WANTED 


NOW 
AVAILABLE!!! 


Complete Line 
of Dealer 
Identification 


1. Chrome-Plated Zinc Die Cast 
Name Plates 


2. Scotchlite & Chrome Pres- 
sure-Sensitive Emblems 


HELP WANTED 


SALES MANAGER—For large Chevrolet 
dealer, New England coastal area, Must 
have proven background of experience, 
be of good character, energetic and 
capable of hiring and training salesmen 
to produce high volume sales with maxi- 
mum gross profit, This is an excellent 
opportunity for the right man, Good sal- 
ary and incentive bonus. Please write 
giving background of experience and all 
pertinent personal facts and references. 
Bux 583, c/o Automotive News, Detroit 7. 

SAN DIEGO'S largest Mercury, Edsel, 
Lincoln, Continental and English Ford 
dealer has opening for a top, high-class 
salesman to sell Lincolns and Conti- 
nentals. Large guaranteed salary plus 
commission, Previous sales record neces- 
sary. Must be married, Only high caliber 
man need apply. Box 627, c/o Automo- 
tive News, Detroit 7. 


~ a 
DEALERSHIPS AVAILABLE 


ALERSHIPS AVAILABLE! PROFIT; 


DEALERSHIPS AVAILABLE | 


| 


POSITION WANTED 





Sih nee ae: 


BNR 


Bes ee haa hha kek alk, ee 


ae 


eT 


Automobile Sales 
and General Mgr. 


We have position open commanding four 
figure monthly salary plus commission and 
bonus—yearly potential $20,000-$25,000. 


Responsibilities demand thorough knowl- 
edge NC management (preferably GM prod- 
ucts), direction-training salesmen, sales pro- 
grams-procedures, used car selling methods, 
market conditions, appraising, reconditioning. 


Ambitious executive with general man- 
agerial experience, capable selling 750-1000 
NC units and corresponding ratio used 
profitably, given opportunity to buy into 
highly successful GM dealership. No mem- 
ber dealer family to impede progress; gim- 
micks, unethical practices not countenanced. 


Must be mature, family man; age 38-45, 
accustomed to above average income, sober, 
industrious, unquestionable character, Suc- 
cessful applicant now employed, aspiring to 
higher level, will be given preference. 


Your time—ours is valuable. Do not reply 
unless application will stand rigid scrutiny. 
Interview arranged only if complete history, 
references, present income bracket, photo- 
graph are submitted; which will be handled 
in strict confidence, Box 602, c/o Automo- 
tive News, Detroit 7. 


Agents Wanted 


To Sell Volkswagens 
For Direct Shipment 


Good proposition for aggressive avuto- 
mobile men who know the trade. 
For further information apply: 


Rudi Arons, International Agencies 
GmbH, Neve Rabenstr. 32, Hamburg 36, 
Germany 


Germany's Largest Exporter 


SERVICE MANAGER—Must have proven 
record of ability and experience to direct 
and operate Service Department produc- 
ing a total of $20,000 to $23,000 customer 
and internal labor each month, Perman- 
ent position with salary and incentive 
payment plan assuring liberal compensa- 
tion, Completely modern Service Depart- 
ment and facilities—long time established 
Oldsmobile, Cadillac, GMC dealer in the 
beautiful Black Hills of South Dakota. 
Ideal climate, excellent schools and a 
fine place to live. Communicate with L. 
B. Vidal, President, Black Hills Olds- 
mobile-Cadillac, Inc., Rapid City, South 
Dakota. 

SERVICE MANAGER for medium size 
Ford dealership. Must have man capable 
of handling all phases of operation; cus- 
tomer relations, employe relations, fac- 
tory claims, etc. Salary and commission 
commensurate with productivity, Busi- 
ness is growing daily. Excellent oppor- 
tunity for the right man, If you fill the 
bill, write: P. O. Box 85, Cleburne, 
Texas. 


TWO SALESMEN NEEDED 


For Cadillac-Pontiac-GMC-Vauxhall dealership 
in coliege town, Northern California. Fishing, 
hunting, water 7. practically year ‘round. 
Selling area of 90, to draw from. Willing 
to pay above average commission to right 
salesmen. 


Average commission on Cadillac ....$200.00 
. 145.00 


Pius bonus plan at end of year for all sales- 
men. If you are an aggressive salesman, want 
to make money and also have time to 
enjoy your family, then send a letter with age, 
experience, etc., including a recent picture 
to Box 618, c/o Automotive News, Detroit 7. 





3. Injection-Molded Plastic 
Plates 


4. New Line of License Frames 
for 1960 


Representative 
or Jobber Basis 


WASHINGTON - OREGON 
CALIFORNIA 


Write Box 613, 
c/o Automotive News, 
Detroit 7. 


DETROIT METROPOLITAN AREA — 
Chrysler dual dealer wants sharp, fast 
moving sales manager, capable of hiring 
and training salesmen, Also chance for 
buy-in. Full resume in first letter. Box 
614, c/o Automotive News, Detroit 7. 


Wanted! Consumer Credit 
Insurance Agency .. . 


Top Commissions Paid 


The Resolute insurance Companies offer 
top commissions for the writing of auto- 
mobile physical damage « s, and a 
top PREPAID commission on life and 
accident and health insurance. 

Those who qualify realize commissions 
50 to 100 percent more than tho: 
by conventional companies and those not 
specializing in the consumer credit insur- 
it aan getting than 

ou are less 40 percent 
comnleston on automobile physical dam- 
age, less than 50 percent commission on 
credit life, you will find The Resolute Plan 
- enable you to increase your commission 
income. 

Me 

3 


E. K. SCRIBNER, PRESIDENT 
THE RESOLUTE INSURANCE COMPANIES 
RESOLUTE BUILDING 
HARTFORD 2, CONNECTICUT 


MECHANIC—Exceptional opportunity for 
able and ambitious all around mechanic. 
Two months special training in England 
on salary and expenses for the right man 
who will later work permanently in 
Towson area of Baltimore. Apply in 
person or by letter to: Mr. McCormack 
or Mr. Stokes, Daimler, Timonium Road 
at Expressway, Towson, Baltimore 4, 
Maryland. Phone: VAlley 3-7338 for ap- 
pointment. 


TRUCK SALES REPRESENTATIVE 
wanted by leading imported car distribu- 
tor. Wholesale experience desirable. Good 
starting salary, expenses, bonus plan, 
benefits. Experienced men only need send 
resume and photograph to Box 619, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT, BOOKKEEPER. Insurance 
broker desires management position with 
progressive dealer, Eastern Pennsylvania 
or Philadelphia area preferred. Write 
Box 610, c/o Automotive News, De- 
troit 7. 


OFFICE MANAGER—Bookkeeper, lady, 20 
years’ experience Ford dealership, desires 
Position in Florida. Box 607, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER or partner in Cali- 
fornia. Have owned deaiership and am 
familiar with every phase. Twenty years 
in California with successful background. 
Will invest if desired or buy-out. Box 
609, c/o Automotive News, Detroit 7. 


HELP WANTED 


Dealer Development Manager 


Our client, a rapidly growing medium-sized truck and heavy equipment manu- 
facturer, has an exceptional opening for a dealer development manager to 
mastermind its dealer expansion program and counsel district men in securing 
and upgrading dealers. Background should include strong retail and wholesale 
experience ir heavy trucks plus knowledge of modern techniques for territorial 


analysis and dealer recruitment. 


Send detailed resume to: 


MANAGEMENT CONSULTANT 
Box 624, c/o Automotive News, Detroit 7, Michigan 


AUTOMOTIVE SALES EXECUTIVE—En- 
gineer handling OEM trim items to all 
manufacturers desires other connections. 
Well acquainted in industry, Located in 
Detroit. Box 620, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER-SALES MANAGER. 
Desires buy-in opportunity with aggres- 
sive, reputable GM 200-300 car dealer. 
Young, devoted family man, presently 
employed as manager Florida new car 
dealership, Best of references furnished. 
Desire Florida connection, but will re- 
locate where challenging future presents 
itself, Available 30-60 days, Write Box 
621, c/o Automotive News, Detroit 7. 


GM DEALER—12 years—Sol1d business. 
Canadian, family man, age 43, graduate 
GM Dealers Management School, Best 
references, Would like to fit into dealer- 
ship up to 300 new units or with reliable 
automotive manufacturer or supplier, Lo- 
cation preferences: Florida, California, 
Arizona, Texas, Southern Ontario, Brit- 
ish Columbia, but will consider all offers. 
Thoroughly experienced and capable of 
handling all phases of dealership opera- 
tion soundly and aggressively. Box 622, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER or GENERAL 
SALES MANAGER—Thoroughly experi- 
enced in all phases of retail operation. 
The days of gimmicks, fast systems and 
misleading advertising are over, Hard 
work with quality policies backed by sin- 
cerity are the foundations for success. 
If you need a right hand man whom 
you can trust and put confidence in to 
achieve a job, then I am your man. 
Thirty-four years old, married, two chil- 
dren, college, excellent character, best 
references, financially sound, Ten years’ 
experience. Would consider investment 
in the right dealership, Box 623, c/o 
Automotive News, Detroit 7. 


BOOKKEEPER—OFFICE MANAGER, age 
31, 11 years’ GM experience. Prefer In- 
diana, Illinois. Box 638, c/o Automotive 
News, Detroit 7. 


IF YOU ARE A DEALER who is looking 
for a general manager and assistant to 
you who will dedicate himself to your 
business and do all the things necessary 
to make it a life long association, Age 
38, married, children, college graduate 
—BS BA—-sober, honest, loyal, coopera- 
tive, and will accept direction without 
question. Have excellent and thorough 
knowledge of all departments, particular 
attention to overhead, profit and crea- 
tive selling. Know statements and can 
watch trends—training and working with 
salesmen a specialty. Above all, like to 
make money for you and myself. Now 
managerially associated with southwest 
metropolitan dealership selling 185-200 
units per month, employing 158 people. 
Income must be upper bracket, do not 
expect blue sky, but will accept oppor- 
tunity as part compensation. Prefer 
southwest—western General Motors deal- 
er. A complete resume, recent photograph 
and letters of recommendation will be 
sent on request. You look them over 
and I will come to you and let you 
decide. Not job seeking, but looking for 
opportunity, Now employed, but desire 
change—not because of personality clash 
or working conditions, Write Box 615, 
c/o Automotive News, 
Detroit WOodward 3-9520, Classified Ad- 
vertising Dept., for name and number. 


OFFICE MANAGER-ACCOUNTANT de- 
sires position in Florida, GM preferred. 
14 years’ diversified experience in me- 
chanical field. Age 39, married. Family 
man with initiative, foresight. Box 629, 
c/o Automotive News, Detroit 7. 


BUSINESS MANAGER desires position 
with medium or large dealer in the De- 
troit area. Experienced in all phases of 
GM and Ford accounting and controls. 
Has complete working knowledge of all 
phases of dealership operations. Capable 
of organizing and heading up a top 
management team. Will be available 
after August 15. Box 631, c/o Automo- 
tive News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER. 
several years’ experience Chrysler Cor- 
poration dealer under Dealer Enterprise 
plan. Would like to relocate with an- 
other automobile dealer. Best of refer- 
ences. Available immediately, Box 636, 
c/o Automotive News, Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT, 
familiar dealer expense structure, quali- 
fied to offer operating recommendations. 
Fifteen years’ automotive experience, 
seven years as dealer. College graduate 
—prefer GM dealership in east or mid- 
west. Box 608, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation. Age 35, married, ex- 
ceilent physical condition, better than 
average education, high rating on voca- 
tional tests, technical and modern man- 
agement practices training. Ability to 
analyze, organize, deputize and supervise 
proved and supported by references, Op- 
eration with large potential sales in 
Texas or bordering states preferred. Box 
611, c/o Automotive News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
for south Jersey, Selling successfully in 
this area for 12 years, Formerly with 
General Motors. Desire connections with 
automotive products and service lines. 
Experienced in promotional work on ex- 
ecutive level. Box 606, c/o Automotive 
News, Detroit 7. 





FOR SALE: Dual agency handling Genera! | a 


Motors in fast growing Ohio Valley. 
Profit making, 200 car contract, Will sell 
assets and lease modern building fully 
equipped. Dealer for thirty years, wishes 
to retire. Box 587, c/o Automotive News, 
Detroit 7 





IMPORTED CAR AGENCY for sale—all 
popular franchises, Northern New Jersey. 
Long lease, complete shop. Box 605, c/o 
Automotive News, Detroit 7. 





FOR SALE: Profitable New York subur- 
ban dealership handling Pontiac. 300 car 
potential, Reasonable rent. Only neces- 
sary to buy equipment and parts. State 
qualifications and available capital, John 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


HANDLING CADILLAC, PONTIAC, GMC 
truck in market area of 20,000. Indus- 
trial and agricultural with above average 
payroll, Rent $250 per month; balance 
of overhead equally low. Will build new 
building if desired, Need only buy parts 
and office and shop equipment, Part 
cash and terms if desired, Located in 
prosperous western state. Reply Box 632, 
c/o Automotive News, Detroit 7. 


MODERN AUTOMOBILE DEALERSHIP 
presently handling Studebaker-Lark line, 
located in Palatka, Florida, 50 miles 
from Jacksonville, All nearly new CBS 
buildings, completely a i r-conditioned, 
large service department, stock room, 
huge paved used car lot. Long lease at 
low rent. Completely furnished and 
equipped. Will sell outright or accept 
partner, $25,000 working capital needed. 
Box 633, c/o Automotive News, De- 
troit 7. 


INDIANA CHEVROLET DEALER retiring 


after 25 years. Chevrolet contract not 
renewable. Building 102’ x 46’ and stoned 
lot on two prominent U. 8S. and state 
roads — near Purdue University. Does 
good gas and service business. Ideal set- 
up for car agency. Will sell or lease. Act 
quick on this one, Write Box 639, c/o 
Automotive News, Detroit 7. 


$300,000 TO 
$500,000 


carry forward 


TAX LOSS 
HOTTEST “‘BIG 3”’ 


medium-priced franchise for sale— 
must qualify. Midwest metropolitan 
city 400,000 plus. 
Box 625, c/o Automotive News, 
Detroit 7. 














OW! Sensational new lan and Se 
family trailer houseboats! Sensationg) 
traffic stoppers, and everybody 
one. Perfect for fabulous family bog 
market. Sleeps 4 in luxury, with com. 
plete kitchen and toilet. Three open fun 
and sun decks! Retails $2,495 FOB plus 
freight—Dealer discount makes your ny 
cost only $1,872 plus freight! Enjoy the 
profits and fun next week! Wholesale 
retail financing available through 
major automobile financing companig, 
Act now! Order one or more today, Do 
Pierson Distributors, Eastland, Texas, 


FLORIDA EAST COAST: Handling fin. 
coln-Mercury-English Ford in fastes; 
growing area in the state. Big potentia), 
Around $17,000 will take us out. Stiver 
& Co., Cocoa, Florida. 





Imported New Car 


Franchises Available 
for the 
HOTTEST THING FOR 1960 


Leading southeast imported distribu- 
tor. Complete line. Limited opening for 
Alabama-Florida - Georgia - Mississippi- 
South Carolina-Tennessee. 


Box 591, 
c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 


WANTED—GM, FORD OR CHRYSLER 
product franchise in Chicago s u bur,, 
Wisconsin, Michigan, Illinois, Ohio o 
Iowa, Pay all cash, lease or buy facili- 
ties. Factory approval assured, Conf- 
dential. Box 578, c/o Automotive News, 
Detroit 7. 


WANTED—FORD DEALERSHIP, 500 to 
700 car potential, Factory approval and 
cash available. No restrictions on loca- 
tion. All replies strictly confident 
Box 634, c/o Automotive News, De- 
troit 7. 


NOW IS THE TIME TO SELL your Ram- 
bler or Chevrolet deal, 100 to 125 cars, 
Pennsylvania or New Jersey. Confidential. 
Box 635, c/o Automotive News, De 
troit 7. 


WANTED—New or used car building and 
facilities with large lot for used cat 
operation, Pennsylvania or New Jersey. 
Box 635, c/o Automotive News, De 
troit 7. 


WANTED—A ‘“‘BIG THREE’’ DEALER- 
SHIP in Philadelphia or South Jersey 
area. No real estate. All replies confiden- 
tial. Box 640, c/o Automotive News, De 
troit 7. 


DEALERSHIPS AVAILABLE 


Detroit 7, or call jj 


DEALERS 


to Capitalize 


WANTED 


on the Huge 


Profit-Potential of the 


SKODA 


Now distributed in New York, New Jersey, Pennsylvania and 


all New England states by 


CHARLES KREISLER 


Skoda is a substantial car, weighing 2,050 Ibs. on a 9412" 
wheelbase, with 53 hp. all-aluminum engine, twin carbure- 
tors, delivering up to 40 miles per gallon. Skoda is larger and 
heavier than Volkswagen, Renault Dauphine and Fiat 1100, 


$1575 


AND the price includes a very substantial profit margin for 


SEDANS & CONVERTIBLES 


| firmly believe you'll sell more SKODAS . . . with bigger profits . 

and gretter customer satisfaction . . . than any other imported economy 
car. Your sales are backed by a well-organized and thoroughly trained 
organization now establishing parts depots and service facilities coast to 


TODAY ... RIGHT NOW! 


Visit, phone or write Mr. Walter Vogel, Vice-President, or myself. It costs 
nothing and places you under no obligation to get the facts in complete 
confidence. You'll be glad you did. Thanks a lot... 


yet it retails for only 


you! 


coast. 


CHARLES KREISLER 


CHARLES KREISLER IMPORTED CAR DIVISION, INC. 
1700 Jerome Ave., Bronx, N. Y., CYpress 9-4700 
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00 REWARD for recovery of the car 
ed: 1954 Buick 2-dr, coupe, motor 
V5565704, color green. Owner 
Thomas B. Premer, white, age 36, occu- 
pation house siding and roofing sales- 
man, Married, wife follows theatrical 
. $50.00 REWARD for recovery 

of the car listed: 1955 Mercury con- 
ible, color red and white, motor No. 
SL 50408M. Owner Henry Garner, 
Negro, age 45, follows truck drivers 
gion. Notify A. B. Lewis Company, 
905 Washington, Houston, Texas on 


dither case. 
4 BUSINESS OPPORTUNITIES 


eee oeeeneeeeeaeasacanaaanaae 
Auto Sales Garage 


four stores, six apartments, approximately 

sq. ft., Detroit, Michigan, Will trade 
for auto or truck agency or other real estate 
jn states of Indiana, Illinois, Ohio or Ken- 
fucky. Contact: W. H. Becker, 1306 Chestnut, 
Vincennes, Indiana. Tel.: 442. 





DEALER SERVICES 


PROFESSIONAL AUTOMOBILE MAN- 
AGEMENT—Short or long term con- 
tract dealership management, Guaran- 
teed profits, guaranteed organization 
training, all departments, Confidential 


interview and proven references upon 
request. Fees based on profits. No re- 
guits, no fees, Pro-Manage, Incorpo- 


rated, 403 Allegheny St., 
Pennsylvania. 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


furniture—Equipment—Machiner y—Tools 
for Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


MITOMOTIVE INVENTORY & APPRAISAL CO. 
1000 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


Hollidaysburg, 








let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
- . . because: 

1. We finance up to 36 months. 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans 
finance, anywhere in the 
money-saving rates, for officers and non- 
commissioned officers of pay goss E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadwa 

San Antonio, Texas—Telephone CApito!l 6-268! 

“Worldwide Financing for Military Personnel" 

USAA Insurance available 
to qualified officers) 


finance, or re- 
world, at low, 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


Always Buying 


USED CORVETTES 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar. 


Call: Don Bennett or Bill Wink, Jr. at 


WINK CHEVROLET Co. 
LUzon 2-5400, Detroit 











VOLKSWAGENS 


Order Now 1960 Models For 
Early Deliver 
Immediate Delivery 


1959-58 sedans, convertibles, Karmann- 
Ghias, Micro Buses, All Commercial 
models—All cars fully Americanized. 


* 
English —— Available 








America's Largest 


TOD-O-CAR, INC. 


On Hand at Our Two Locations 


* 
1415 HAINES STREET 
PHILADELPHIA 26, PA. 
Phone: WAverly 7-3500 


DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
Phone: Express 3-286! 

NOW for the Midwest at big transporta- 
tion savings, deliveries to Great Lakes 
ports: Buffalo, Cleveland, Detroit, Chi- 
cago, Duluth. 





















MERCEDES 300 SL 
1959 — NEW 
Color: Red 


Contact: Houston, Texas, WAlnut 8-2671, 
Mr. Les 


Benton Enterprises 
New York Circle 5-0630 


VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 
Houston: WAlnut 8-2671 














Attention 
Foreign Car Buyers 


VOLKSWAGENS 
OPELS - MERCEDES 
TAUNUS 


"56 to "59 Models 


Specializing in direct shipments to your 
closest port. Eliminate the middle man, 
save with our low, direct to you prices. 
Guaranteed titles. 


GERMAN IMPORTS, INC. 
7925 Stephenson Read 
Baltimore 8, Maryland 

HU 4-0889 





CARS FOR SALE 





Cash In On Profits While They Last! 


Ghias @ Volkswagens @ Renaults 
WHOLESALE ONLY 


Choose your colors and models from large stocks always available. 
We Supply English Manuals. 


Trade with America's Largest and Most Reliable Independent 
Volkswagen Organization: 


CRANE TRADERS, INC. 


Small Car Division, Sales and Service 
29-11 35th Ave., Long Island City 6, N. Y. 


V.W. BUSES 


EMpire 1-1690 


MERCEDES-BENZ 





BUSES FOR SALE 





All Makes 









Quantity Purchases. 


LIQUIDATING LARGE STOCK 
USED SCHOOL BUSES 


Models 
150 Units to Choose from 


Lowest Prices — Immediate Delivery. Discounts on 


TRANSIT SALES & SERVICE 
23 SOUTH STREET —Ploneer 3-4437 — DANBURY, CONNECTICUT 
William T. Sperry, President 















Reconditioned 


Brokers Protected. 
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CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, eo Buses. All commercial 
models. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 


Bank and Trade references will 
be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 
Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 





We Buy and Sell 
All Types of Foreign Cars 


Call or Write for Prices. 
Always a Selection of: 
MERCEDES ¢ VOLKS- 
WAGENS ¢ HILLMANS 
MGS ¢ RENAULTS 
AND OTHER MAKES 


We Quote on All Quantities, 
1 to 100. 


Immediate Delivery 


Charles Motor Co., Inc. 


Foreign and Sports Cars of Quality 
488-494 N. Main St., Providence, R. I. 
Phone: TE 1-6686, 1-7736 


20 - 1959 CHEVY 


TAXICABS 


BRAND NEW 
All with POWERGLIDE 


IMMEDIATE DELIVERY 


KINNEY MOTORS INC. 


2059 CONEY ISLAND AVENUE, 
BROOKLYN, N. Y., ES 5-3700 


Contact: Mr. L. E. Thompson 


PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


LLOYD PARTS — complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J. C. Lewis Motor 
Co., Savannah, Georgia. 


FORD PARTS—50% off cost on 
older. Gene Hays Motors, 


"52s and 
Ine., Me- 


Kinney, Texas. 
























ONE 
SOURCE 
FOR 
FOREIGN 
AUTO 
PARTS 


Replacement parts for over 40 
makes carried in stock. Only 
Southwest parts house exclu- 
sively servicing your foreign 
parts needs. Ask for a free 
catalog. 


OVERNIGHT SERVICE 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 Texas 




























@ Heuston 3, Texas 
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DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list, Aug., 1959 checked, On 
addressed labels, 35M, $14 per M, Box 
626, c/o Automotive News, Detroit 7, 


BUSES FOR SALE 


SCHOOL & TRANSIT BUSES, new, rebuilt 
and used ones, 12 to 78 passengers, 11136 
Ravenna Rd., Twinsburg, Ohio, 


SCHOOL BUSES 


1954 International, 36 passenger with Car- 
ter body 
1953 International, 
Wayne body , 
1952 International, 36 passenger with 





36 passenger with 


Wayne body 
1951 Chevrolet, 42 passenger with Car- 
penter body 
International, 
Wayne body 
1948 Chevrolet, 42 passenger with Superior 
body 


36 passenger with 


Delivery can be arranged for any destination 
within the United States. 


CONTACT: 


Misle Chevrolet Company 


50th & “O” Streets Lincoln, Nebraska 
JULIUS MISLE 








BUSES FOR SALE 


2—1945 Aerocoach, 37 passenger 
I—1947 Beck, 35 passenger 

I—1954 Dodge school bus, 48 passenger 
I—1952 Dodge school bus, 60 passenger 
1—1953 GMC school bus, 54 passenger 
i—1951 Superior school bus, 6! passenger 


These Buses Are Priced To Sell. 


Wolfington Body Co., Inc. 


58th & Lansdowne Ave. 
Philadelphia 31, Pennsylvania 
Phone: GReenwood 7-6225 
Call Collect For Prices And Other Details. 





SHOP EQUIPMENT FOR SALE 


BEAR AUTOROL—Model No. 1120, slightly 
used, Dealer price $1,330—Sacrifice for 
$750 F.O.B. destination, Wray-Dickinson 
Company, Shreveport, Louisiana. 


ANTIQUE CARS FOR SALE 





1919 Chevrolet Hardtop 


Excellent condition, driven less than 8,000 
miles, Interior perfectly preserved. Probably 
first true hardtop ever built. No longer sell- 
ing Chevrolets—Must dispose of this gem. 
GLENN BURDICK RAMBLER, 3906 Brewerton 
Rd., North Syracuse, New York. GL 8-0224 





MISCELLANEOUS 


CONVERTIBLE TOPS—§$20.50. Jeep tops, 
$72.20. Headlinings, $12.50, Free cata- 
logue, BIG BUCK, 12 Elliott, Beverly, 
Mass. 


SWISS WATCHES 


For premiums—$2.95 up. Swiss Electric Shavers 
AC 110/220 V. Sample $7.50. Swiss Hearing 
Aid, miniature all transistor with built-in tele- 
phone pick-up, $135. Free catalog. Special 
quantity prices. 


TRANSWORLD 


565 Fifth Ave., New York City 








SEE PAGE 46 
for the nation's 
TOP AUTO AUCTIONS 
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BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS' SPECIAL Fr.0.8. Factory Net) 


$44.8 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontaric 





PUBLIC AUCTION SALE 
Wed., Aug. [2th starting at 10:30 A.M., CDST 
ED RIPPY, INC. 


Chrysler-Plymouth dealer has discontinued his 
operation. Location: 5825 Delmar Bivd., 
St. Louis, Missouri 


Complete, modern shop and office equipment, 
also 20 late model used cars. 


TERMS: CASH 
Art Britton Auction Sales 


10315 Highway 66, Kirkwood 27, Missouri 
TAylor 1-9479-— HEmpstead 2-8633 


The “ORIGINAL YELLOW” 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
TowKinG j:.cc-0, $45 
TRAIL-KING $37.50 
Fast and 

Ait fois Fits 2" Ball 
CLOSING OUT RED ARROW 


American Cars 
PARTS AT 50% DISCOUNT 


Protecto Covers (Tailor Made 
c $2.) 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


8-3-59 


“Mr. INTERNATIONAL” 


is a truck specialist at your service 


He’s a specialist on INTERNATIONAL Trucks with METRO® 
bodies, familiar with all phases of multi-stop delivery 
business and route servicing. He’s available to help IN- 
TERNATIONAL Dealers train salesmen, set up specifica- 
tions or close a sale on a METRO truck for delivery work. 


He’s a heavy-duty truck specialist, with expert knowl- 
edge of load and power factors involved in over-the-road 
and off-highway operations. He’s ready to help INTERNA- 
TIONAL Dealers in recommending heavy-duty equipment 
that’s perfectly matched to each customer’s needs. 


He’s an INTERNATIONAL truck service specialist, whose 
technical skills and years of experience qualify him as 
an expert on tools, equipment and procedures. INTER- 


‘Best deal in the truck business... 


NATIONAL Dealers can always call on him for help in 
working out those profitable operations that result in 
complete customer service and satisfaction. 


“Mr. INTERNATIONAL” is many men. But whatever the 
title, his job is to help INTERNATIONAL. Truck Dealers 
keep their sales healthy and their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of assist- 
ance. If you’re interested in working with an organiza- 
tion like this, selling the world’s most complete line of 
trucks, an INTERNATIONAL franchise may be available to 
you. Write: Manager of Sales, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS HH 





